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With five (5) 
time-saving, 
profit-making 


advantages! 


The New Beaver 26-R 
Easy-Working 
1 to 2” Pipe Threader 


A New and Better 1 to 2-inch Threader! 


oe ASE ay 





The new Beaver 26-R is the ONLY fully-adjustable, easy-working 1 to 2” Radio Dial... visible, easy, 
pipe threader which will cut standard, oversize and undersize threads of accurate die setting mech- 


uniform length anism A Beaver exclusive. 


» new Beaver 26-R is the ONLY tool of kind which will cut either 
taper or electric straight nduit threads by a_ simple 











adjustment requiring no tools 





The new Beaver 26-R is the ONLY tool its kind with “radio” dial ; Genaasny 
size-setting from which the dies can be removed in a few seconds FROM j 
THE OUTSIDE without the 


Dies instantly removable... 
from the outside... no tools 


required! 
e new Beaver 26-R is the greatly impr 





the original | to 2 self-contained 











» world over for the past 35 year 


Beaver 26-R uses one set of dies to thread four sizes (1, 1 
. Instantly adjustable to cut 


] ind 2-inch is fully adjustable for oversize or undersize threads 


mpensate for variation in fittings ind has a cam-type universa either standard taper or 
chuck which centers the pipe accurately and insures str h straight electric conduit 


drip threads” may be cut when desired for heating lines threads 











111 leading supply houses don't accept substitute 
(es 





Self-centering, universal 
May we send you new Beaver Catalog CC-49? Address Beaver Pipe Tools, chuck insures accurate align- 


Inc., 216-300 Dana Avenue, Warren, Ohio, U.S.A ment: 
cutting ‘drip’ threads! 


also adjustable for 














Straight line pull in same 
plane as dies. Easy cutting 








maximum efficiency! 














August 1950 


Industrial Distribution 





Uncle Sam Defines Salesman—<An editorial 


For A Sure Winner, Add Showmanship 


—Minneapolis distributor staged a horse race, using 1. D.’s question and answer pages 


Small Shops Spend Money Too 


One-man operation can provide a steady source of income 


Get Them Rolling Again . . .—Giving service “above and beyond” creates good customer relationship. . 


Good Sales Precepts Hit “Jack Pot” 


—Here’s how a Florida distributor landed transmission item order 


So You Think You Know Hand Tools? 


—Prove it by taking our test and finding out your box score 


Keeping Service Experiences Alive 


{ voice recorder retains data for future usc» . 


Why Sell One Vise?—Sell Them by the Dozen —Win entry to shop, then push quantity sales... . 


Wings Help in Covering the Northwest 


—Seattle sales engineer covers his territory “as the crow flies” 


Keystoners Entertain —#00 attend 13th annual affair staged jor distributors and buyers 


Give Me the Small Shops Any Day 


—One salesman changed “question mark” small accounts into steady buyers 


Look for “Trouble” to Increase Sales 


—Three sources to check are special accounts, regular salesmen and branch offices 


For Ease and Economy in Operations 


Outside storage area is on same level as warehouse, 


D E P 
Washington Briefs ‘ 7 
Talk of the Trade 61 


Door Openers to Sales 88 


A R 


Supply Sales Trends 
Outlook for Business 


Selling Is My Business. : 96 


ME 


94 Questions & Answers 


New Products . . 





COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


Cure That Slice 


.. . When the big money circuit golf pros “go off 
their game” by developing a slice or a round-house 
hook, they go back to fundamentals to cure thei 
troubles. Upon analysis of their swing they might 
find their hands coming in ahead of their clubhead, 
or vice-versa. Pretty basic stuff but you don’t see 
them slicing or hooking long. Golf to them is their 
livelihood; their game has to be at peak. 

Lost orders, or sales that somehow just don’t come 
off, are nothing new to industrial supply salesmen. 
The good salesman is always concerned with the 
sales he didn’t make and likes to know the reason 
why. Like the golf pro, the good salesman goes back 
over fundamentals of good salesmanship and pretty 
often comes up with a remedy 


Every salesman will agree that there are more 
sales for the getting. In an effort to help supply sales 
men improve their score in this direction, InpusTRIAI 
DisTRiBUTION next month will present the basic, 
fundamental principles of salesmanship as they apply 
to industrial selling, 

Ihe section will interest both old and new dis 
tributor salesmen. It will help them to analyze their 
own selling practices and techniques, discover their 
weak points and tell them how to remedy them. It 
will discuss those damaging physical, mental and 
personal characteristics and practices which even 
management hestitates to take up with salesmen. 

Tailored to meet the special and peculiar selling 
requirements of the industrial supply and equipment 
field, a reading and application of the section is a 


MUST. 





VOL. 40 ¢ NO. 8 


socket screw keys in handy sets 


METAL BOXES — No. 44 and 66 


Broad range of sizes for all uses 


* PLASTIC PAKS 


No. 6 — Small diameter screws — for 
servicemen on radios, motors. 


No. 7 — Popular sizes for most used 
applications. 


No. 113 and 107 — long arm. 


Selected sizes for variety of uses 


No. 103 Extra long arm, Refrigera 


tion and oil burner servicemen 


Complete descriptive Catalog gladly sent. 


The H-K Key Set line is expanded! There’s a Holo-Krome Key 
Set containing the right sizes of keys to meet any assembly condi- 
tion. Now, in addition to the ever popular Holo-Krome Nos. 44 
and 66 Sets in the sturdy metal boxes there are a carefully selected 
group of keys, both short and long arm, furnished in smart look- 
ing, durable plastic cases. Snap fasteners hold the covers and 
some of the sets have individual key pockets. These new H-K 
Key Sets are a practical addition to the tool box of shop mechanics, 
maintenance and servicemen. . . Strong proper fitting keys are as 
necessary as uniformly accurate sockets in socket screws. The value and 
efficiency of one is determined by the other. Holo-Krome Keys are daily 
demonstrating their quality on the assembly lines of industry .... 
Ask the men who sell Holo-Krome. 


HOLO-KROME 


seAnre, 
e 


Completely Colld Forged 5. Socket Screw Product 


7] 
ms 
“ 

- 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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LINK-BELT’S “Super Seven’ 


Shaft Couplings 


... recommend them for use wherever shafts meet 














It always pays to have GOOD CONNECTIONS. This is especially 
true when shaft ends are to be connected together without any 
loss of efficiency. LINK-BELT'S ‘‘Super Seven'’ Shaft Couplings 
are built to give the utmost in superb service. Made in seven dis- 
tinctive types to fill all shaft coupling requirements. 
Sell LINK-BELT SHAFT COUPLINGS . . . and you sell 
complete satisfaction. 


DEPENDABLE e EFFICIENT 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Houston 1, Minneapolis 5, Son Francisco 24, 
los Angeles 33, Seattle 4, Toronto 8, Johannesburg. Distributors in Principal Cities 
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igh the Facts! 


...couldn’t you make more money | 


selling this complete line? 


BESLY 


TAPS ¢ TWIST DRILLS * REAMERS 


We submit that the Besly Line of Taps, 
Twist Drills and Reamers today offers 


an unparalleled profit opportunity to 
distributors who want to—and know how to—really sell 


cutting tools. If you are one of these, here are the 


supporting facts for your consideration: 


THE PRODUCTS 

Besly Taps, Twist Drills and 
Reamers enjoy a steadily grow- 
ing reputation and user accept- 
ance. They are manufactured to 
standards so high that Besly 
Taps, for example, have earned 
recognition as one of the world's 
most accurate. With the Besly 
line you benefit from one supply 
source—one undivided supplier 
responsibility. 


THE SALES POLICY 


An intelligently applied, selective 
policy eliminates wasteful dupli- 
cation of sales effort. Besly dis- 
tributors profit from the full 
potential of their markets—can 
afford to devote a substantial 
part of their time and enthusiasm 
to selling the Besly Line. 

THE INVENTORY-CONTROL PLAN 
Tailored -to-your-territory, this 
proven, practical plan enables 
Besly distributors to take a max- 
imum profit from their invest- 
ment, through a stock that keeps 
turning ... With “slow numbers” 
exchanged for fast movers as a 
regular part of Besly policy. 


— 


Jf VWieN CLINTON STREET 


CHICAGO 6 
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Ly) CHARLES H. BESLY & CO 


T. 


TECHNICAL HELP 


Besly engineers and factory- 
trained service men work shoul- 
der-to-shoulder with you to put 
the right tools on every job. Care- 
fully maintained records show 
that, as a direct result, a high 
proportion of trial orders produce 
BIG volume repeat business in 
steady flow. Besly delivery is con- 
sistently satisfactory. 


PROMOTION HELP 


Extensive national advertising 
that you can capitalize upon, 
through intensive localized pro- 
motion campaigns—provided for 
you by Besly without cost—help 
you become the Tap, Twist Drill 
and Reamer source and authority 
in your territory. 


If these facts “add up” to you os a 
better deal . 


more money from a bigger volume of 


if you want to make 


Tap, Twist Drill and Reamer business 

if your organization is geared to 
real selling then Besly would like 
to talk with youl Write, call or wire 


vs now 


MPANY 


ILLINOIS FRANKLIN 2.1222 
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The Cover 


Hurdle the obstacle! — That's the 
aim of the steeplechaser on our 
cover. And it’s also a good one for 
you. To achieve this end, read 
straight through this issue, place 
your trust in the information given 
by making use of it, as we’ve done 
our best to show you that you've 
picked a winner. 
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Editor Walter F. Crowder 


Raymond W. Barnett 
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13th Edition 
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A McGRAW-HILL PUBLICATION 
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founded by Ernest H. Smith * Published monthly, 
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by McGraw-Hill Publishing Company, Inc., James 
H. McGraw (1860-1948), Founder ¢* Publication 
Office 99-129 North Broadway, Albany 1, N. Y. * 
Editorial and Executive Offices, 330 West 42nd St., 
New York 18 © Cartis W. McGraw, President; 
Willard T. Chevalier, Vice-president ; 
Joseph A. Gerardi, Vice-President and Treasurer; 
John J. Cooke, Secretary; Paul Montgomery, Senior 
Vice-President, Publications Division; Ralph B 
Smith, Editorial Director; Nelson Bond, Vice 
President and Director of Advertising; J. E. Black 
burn, Jr.. Vice-President and Director of Circula 
Address correspondences regarding subscrip 
tions to J. E. Blackburn, Jr., Director of Circulation, 
INDUTRIAL DISTRIBUTION, 99-129 N. Broadway, Albany 
1, N. Y., or 330 West 42nd St., New York 18. Sub- 
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countries, $6.00 per year, $12.00 for three years. Al! 
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1948 at Post Office, Albany, N. Y., U.S.A., under 
the Act of March 3, 1879 © Printed in U.S.A 
Copyright 1950 by McGraw-Hill Publishing Co., Inc 
All Rights Reserved 
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dewablid 


SOLDER 


Chétadled 


WIRE y 


SOLDER | 


ACID-CORE 


SOLDER 


Federated Acid Core and Solid Wire Solders are the best solders your 
customers can buy. Nationally advertised, they are known, liked, and 
requested everywhere. 

\vailable in all commercial sizes and compositions. For display pur- 
poses. Acid Core Solder is packed in a bright blue and white package, 
Solid Wire in neat black and gray. Stock them... sell them! 


AMERICAN SMELTING AND REFINING COMPANY «+ 120 BROADWAY, NEW YORK 5,N.Y. 
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Industry 
knows 
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Dodge sees to that! 


Since 1944 when the Dodge School of Transmis- 
sioneering was inaugurated, industry has heard 
plenty about its graduates. Tens of thousands of 
dollars have been expended by Dodge in the 
promotion of these men. Millions of printed im- 


THE DODGE 
TRANSMISSIONEER 


pressions have been used to tell engineers, main- 
tenance men, superintendents, purchasing agents, 
presidents, managers, board chairmen— your cus- 
tomers —that the Dodge Transmissioneer is espe- 
cially qualified to give valuable service on power 
transmission problems 

Every day of every month the story continues 
to be told. No other group of people engaged in 
selling power transmission machinery enjoys a 
more powerful build-up! 


Dodge Transmissioneers are representatives of 
Dodge Distributors. Each one is a graduate of an 
intensive factory course aimed at supplementing 
his regular industrial experience with the latest 
and best answers to problems of more efficient 
mechanical transmission of power. Six years of 
actual experience have proved that the Dodge 
Transmissioneer makes good on the job 


of Mishawaka, Ind. 


FIRST IN POWER TRANSMISSION MACHINERY 


Five hundred forty-eight graduates of this school 
are active in the field. Spring classes this year, 
now in session, will add sixty more. Enrollments 
are already being received for next Fall's classes. 


DODGE MANUFACTURING CORPORATION 
500 UNION ST., MISHAWAKA, INDIANA 
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“,...Finest Educational 
Magazine” 


“We have been using your fine 
magazine in the education and 
training of our personnel. It has 
been the policy of our company to 
start our men in the Shipping 
Department and Receiving De- 
partment and bring them through 
the other departments—the office, 
inside selling—and after they are 
properly trained, whenever an 
opening presents itself, we advance 
them. 

“We feel that your magazine is 
one of the finest educational mag- 
azines along this line, and being 
truly one of our own industry we 
have been very anxious to place 
it in the hands of all our men.” 

Sincerely, 
Paul J. Stine, Manager 


Harry P. Leu, Inc. 
Orlando, Florida 


Interested readers at 

Harry P. Leu, Inc. 

have subscribed to 
INDUSTRIAL DISTRIBUTION 
for more than twenty years — 
from the key men of today 
to the key men 

of tomorrow. 


From cover to cover INDUSTRIAL DIS- 
TRIBUTION is your magazine. Do you 
cash in on the many values it offers 
you in your daily work? 


Industrial Distribution 


WASHINGTON BRIEFS 





McGraw-Hill Washington News Bureau 


reports on events, trends and outlook 


After two years of toil and trouble, Congress passed a law to clarify 
the legality of three simple business practices: delivered pricing, 
freight absorption and meeting a competitor’s price without getting 
into anti-trust trouble. Truman knocked the whole effort to the ground 
with a veto of the bill after 10 days of consideration. 

Result: many a front office in industry echoed with the frustra- 
ting question: ‘‘Well, where do we stand now?”’ 

The simple, but not very helpful, answer is: ‘‘legally you’re in 
about the same sppt you were two years ago when the Supreme Court 
banned basing points in the cement industry.’’ 

With the hope of clarifying legislation ended, here’s what 
businessmen will have to fall back on: 

(1) Freight absorption and delivered pricing used by an indivi- 
dual company in the absence of any collusion, conspiracy or ‘‘planned 
common course of action’’ is legal. Federal Trade Commission, 
Department of Justice, Congressmen on both sides of the basing 
point fight, and President Truman all agree on this. 

(2) Basing point pricing is still just as illegal as it was. FTC 
will continue to cite industries in which all producers of a standard- 
ized product use the same basing points or other freight equalization 
plans that produce an identical delivered price for all customers. 

(3) ‘‘Meeting a competitor’s lower price in good faith’’ may or 
may not be a complete defense against a charge of price discrimina- 
tion. Some small business organizations claimed that this spelled the 
end of price protection the small businessman gets from the Robinson- 
Patman Act. 


TAX RETURN AUDIT 

Your 1949 tax return may be singledout by the Bureau of Intern- 
al Revenue for a fine-tooth examination. The bureau has just begun 
a sample audit of small business returns - proprietorships and corp- 
orations with assets of $250,000 or less. Purpose of the sample is to 
give BIR a better idea of the problems it faces so that better methods 
of administration and enforcement can be worked out. Specifically, 
BIR wants: 

(1) To find out where loopholes exist in the tax code and how 
much revenue they cost; then Congress can act to plug. 

(2) To learn what errors are most frequently made by taxpayers 
so that revenue agents will save time by knowing what to look for. 

(3) To find out the simplest, most understandable types of 
forms to use. 

(4) To prod chiselers into full disclosures; the fact that any 
return can be challenged at any time is expected to make them ner- 
vous. 

The sample will be turned over to a special corps of auditors. 
The audit will not be confined to income tax returns alone. BIR will 
look into withholding and social security taxes and retail excises, 
also, Agents will use one kind of return to crosscheck against others, 
catch errors or evasions from discrepancies. The 1948 survey of in- 


(Continued on page 10) 
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ow to build 
ELTA on Delta 


—_ @ - 10 Aales.gelling idead profit moved, 


Put ALL of your prospects \4/Diseloy Delta machines 
on your prospect list! on your sales-floor! 


Your market is as broad as your You show ae — 3 
classified telephone directory. a a ee ee 
Be sure to include the small oo a = . <_teenennatid 
h h rsh to come into your showrooms 
_— aT deel ale i to take a look at the features 
cabinet makers, die-casting shops, you've been talking about, 
upholsterers, and other service shops. It costs you 


In addition, a floor display also lets you get ac- 
money to pass them by. List them with all the larger cessories out in the open where more customers can 
plants on your schedule of calls. 


see them. Delta has display cabinets and panels that 
help you do this. 





Demonstrate to prospects! 
Tailor your inventory to the 


needs of your prospects and 
customers. Be able to fill orders 
from stock without taking your 
display model off the floor; smell of sawdust — these 
your customer usually wants a are powerful factors that 
machine right now — and unless you can deliver help you close a sale. 
the machine he wants right now, you may lose a sale. Several times a year, put 


on a “full dress” demonstra- 
tion for your customers. Invite purchasing agents, 

Make one man aff master mechanics, shop superintendents, tool super- 

visors, foremen, owners of small commercial shops 

I : 7. id ’ 

your DELTA man! industrial arts teachers, carpenters, and others. 


Put one man in charge of your ae 
De ° ; i . — a S 
Delta department. Have him Display Delta 

watch your stock. Have him F 3 J, iF Y 
take care of your Delta floor Se machines in your Fg 
and window displays. Have windows! J, 


Plugging-in a machine and 
actually operating it on the 
sales-floor pays big dividends. 
The song of a saw blade, the 


Zs 
him call on customers and A window display tells passers-  ~ A 





prospects in their plants. Have him talk to the Delta by that you sell power tools. ya 


district man. One specialist with experience, know- 
how, and enthusiasm can do a lot to spark your sales. 


You don’t have to go to a lot nia 
of expense to trim an effective power-tool window. 


DOUBLE SEAL 


Quality that is 
easy to sell 


anniek Set everywhere 
Lubricated-for-life ball bearings 


BEARING BEARING 
AT REST PRELOADED 


L Force roace 


Pre-loaded bearings Precision-bored bearing seats 











our volume 
boliy machines 


by auccaijul Delta didltibulirs~ / 


While \¥, Use sales ammunition — 
furnished by Delta! 


Delta catalogs help you keep 
hot prospects hot, by giving 
them the additional informa- 
tion they want before buying. 
Delta self-mailers help you 
to tie in with Delta’s advertis- 
ing. These mailing pieces bring prospects into your 
showroom — help your outside men “click” on 
more calls. 
Delta envelope stuffers are low-cost give-aways. 


“props” add to appearance, they are not 


absolutely necessary, because Delta machines by 
themselves excite plenty of interest. You can attract 
more eyes to your windows, by setting up the 
brilliant, eye-catching posters and window cards that 
Delta has available. 


VW 


Advertise in your local 
newspaper and on the radio! 


Use Delta’s Mat and Electro 
Service. It’s a file of helpful 
advertising material you can 

y #&— get without charge. 
You can use mats of com- 


) ia plete ads already made up. Or Make use of publicity! 


you can make your own ads 
with electros, mats, or photographs of individual 
Delta machines. Both halftones and line cuts are 
available. You can use them also in making up 
your own catalogs, folders, envelope stuffers, etc. 


Every time you hold a demon- 
stration, every time you run across 
an unusual application of a Delta 
machine, every time there is any- 
thing newsworthy concerning 





Also available are suggested 100-word radio 
announcements. 


\8/ Identify yourself as 
a Delta dealer! 


Make Delta advertising work for 
you; let prospects know where 
to buy the complete Delta line: 
(1) Apply the Delta-Milwaukee decal to the doors 
and windows of your store — and on the sides of 
your delivery trucks; (2) Display the electric Delta- 
Milwaukee dealer sign; (3) And above all, list 
yourself as a Delta-Milwaukee dealer in the classified 
section of your telephone directory. 


— you — let your newspaper know 
about it. Editors of most business pages welcome 
such stories — often use pictures, as well. 


NY Follow up all Delta sales! 
Any Delta machine in a 


plant continually uses up ex- 
pendable supplies that you 
carry. And it opens up an 
opportunity to sell attach- 
ments and accessories. Be 
sure that you're on the spot 
to get this automatic extra 
business that is so profitable. 


wren 
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DELTA © MULTIPLEX * HOMECRAFT «© CRESCENT 
Sold only through authorized industrial distributors 


53 Machines CW & if ; 


246 Models 
over 1300 Accessories 0° “Sule ‘e her 


- ” oe 5 Grinders ...3 Welders . . 
+ 2 Abrasive Finishing Machines . . 
-« lathe... 2 foots 


These are ways any distribu- 
tor can get behind the Delta 
line and make it his top prof- 
it-maker. Use them to make 
the most of YOUR opportunities! 








DELTA POWER TOOL DIVISION 


G) Rockwell 


Manufacturing Company 
MILWAUKEE 1, WISCONSIN 


Joi mens 


« 2 Shapers . . . 4 Radial-Arm Saws . . 
. 3 Cut-Off Machines . . 
inter Combinotions . . . 2 Planers . . 


. Mortiser 
. Deburring Machine 
+ 2 Buffing Machines 








AUTOMATIC DRILLING 


for HOPPER FEED on 
SMALL PARTS 


DRILLING TWO RIVET HOLES 


in STAMPED CUP 


You can quickly build a list of 
100% qualified prospects for the 
New Dumore Automatic Drill Head 
from your records of twist drill sales. 
Any purchaser of small drills (#80 
- 14”) is a prospect... 
nize the Drill Head’s amazing econo- 
mies and production potential the 
minute you demonstrate the tool. 


will recog- 


A door opener from the P. A.’s office 

. to the shops. You'll sell the 
Drill Head wherever you show it, for 
no small drill user can afford to 
pass it up. 


Naturally, all orders are filled in 
sequence received. 





WASHINGTON BRIEFS 





(Continued from page 7) 
dividual returns showed that one- 
fourth of the nation’s 52-million 
taxpayers filed erroneous returns. 
The errors involved about $1.5 
billion and were mainly at the 
government’s expense. 

The findings impressed the 
House Ways and Means Committee 
so strongly that the tax-writers 
voted to put a provision for the 
withholdings of corporate divi- 
dends into the 1950 tax bill. 


HOUSING HITS PEAK: You have 
to hunt for a new word to describe 
what’s happening to housing con- 
struction this year. It’s something 
bigger than the old-fashioned 
‘*boom’’. Housing is ‘way out front 
in 1950’s prosperity parade. For 
the first three months housing 
starts ran 59% ahead of last year 
and early figures on April indica- 
ted that the trend was continuing. 


WAR PLANNING AGENCY: The 
National Security Resources Board 
has been, on paper, one of the 
most important Washington agen- 
cies. Actually, it has been marking 
time for more than a year as a re- 
sult of Truman’s ill-fated attempt 
to place his pal, Mon Wallgren, as 
chairman of the agency. 

Now NSRB -— the key agency 
on war planning and mobilization— 
is coming to life under the chair- 
manship of Stuart Symington, former 
Secretary of the Air Force. 

When Symington was named 
to the new job, many figured he 
had been ‘‘kicked upstairs’’ to the 
long-dormant agency. As it turned 
out, Symington had made a deal 
that transferred the authority of 
the cabinet-level Board to himself 
as chairman. 

Now Symington can call on 
such people as Secretaries John- 
son, Acheson, Sawyer, Tobin, and 
Brannan for whatever assistance 
he needs in planning how the gov- 
ernment should organize for fight- 
ing the next war. 


The DUMORE COMPANY 


1300 17th St., RACINE, WIS. MAGNETIC CLUTCH: The mag- 


(Continued on page 14) 
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/nere ave yo to 4 more 


4 ° peorit Goportunities in the 


; DURKEE 
wae" / ATWOOD 
cae | WeBELT Line 


Check the list and compare it with your present set-up. You may 

EXCLUSIVE find as many as fowr more profit opportunities in the Durkee-Atwood 
DESIGN F EATURES V-belt line and sales policy ... opportunities that can make a big 
difference in your yearly net profit. Well established industrial dis- 


tributors are shifting to the Durkee- Atwood line, You can get the whole 
LIBERAL OEM story this week... just write or call. DEPT. A-6 CALL MA 0441 


OPPORTUNITIES DURKEE-ATWOOD COMPANY 
MINNEAPOLIS 13, MINNESOTA 











MULTIPLE BELTS —Extro-duty 


— LINE--: 
comPLe pate puTyY. 
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MULT! gpeCiAL V- MOLDS 
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Make more money on your V-belt 
' sales next month! Switch to the DA 
| DURKEE-ATWOOD line now. 
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OTION ... friction... and wear... The 
laws of nature can’t be fooled. And the 
fool-proof test of a lubricant—and its cost—is its 
performance in the bearing. Consumers who 
select lubricants on such a basis—save money. 


Since two lubricating products can have similar 
specifications but far different on-the-job traits— 
just what is in back of Keystone’s performance 
record?... The secret lies, in technique. The 
methods, themselves, used in refining and manu- 
facture, have an important effect on lubricant 
performance. These methods, and other factors, 
cannot and do not appear on specification sheets. 


But, methods and knowledge, ‘plus years of 


practical experience, laboratory research and 
close contact with the consumer are the reasons 


—I SPECIALIZED 


why Keystone performance is high—and lubrica- 
tion costs are low for users of Keystone products. 


For the consumer, Keystone lubricants mean 
longer machinery life, less down time, power 
savings, and reduced application expense. While 
savings up to 40 or 50 per cent are not unusual, 
Keystone a/ways guarantees a saving of 10 per 
cent on present cost of lubrication, including labor. 


Keystone products are sold on a basis of better 
service, lower final costs—results that are exempli- 
fied in a continuing succession of field reports. 
To Distributors, the Keystone line has come to 
mean serviceability ...dependability... sala- 
bility...and attractive profits. KEYSTONE 
LUBRICATING COMPANY, 21st, Clearfield 
and Lippincott Sts., Philadelphia 32, Pa. 


LUBRICANT §S CIE 
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MAN, 


*K 
“BIG NEWS): 3 More PROTO 
) -tloplers 


TIPU UIT YVAN 


4040 lt vine 
Puller Ste ep Plate 
for Hollow Sha ht 

Use 


PROTO * TOOLS 


LOS aXice.es 


1950 
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NOW ! an important ond 
EXCLUSIVE NEW IMPROVEMENT 


IN FIRE EXTINGUISHERS 


/BUFFALO 


better-buil 


Long proved for its speed and effective- 
ness in fighting fires of electric origin, 
also against fires in oils, gasoline, paint, 
greases and other flammable liquids, the 
Buffalo better-built VL Fire Extinguisher 
is now more dependable than ever! Each 
VL Extinguisher now contains DRYEX, 
the exclusive new drying agent that re- 
moves all traces of moisture, prevents 
corrosion and rust, insures continuous 
accuracy of performance and adds many 
years to the dependable life of the ex- 
tinguisher. 


Sold through better Mill 
Supply Houses every 
where. A few territories 
iow open. Why not write 
us abdout tnis big new 


sales opportunity? 
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1-qt. VL Fire Extinguisher 
containing DRYEX 
Alse available in 144-qt., 
1-gel. and 2-gal. sizes 


BurPRALO FIRE APPLIANC 


\ 


WASHINGTON BRIEFS 


(Continued from page 10) 
netic fluid clutch has moved froin 
the laboratory to the field of com- 
mercial application. Navy’s Bureau 
of Ships is displaying an improved 
magnetic clutch and associated 
control equipment built by Vickers 
Electrical Division, Vickers Corp., 
St. Louis. 

Navy has placeda good-sized 
order with Vickers for high fre- 
quency motor generator sets for 
shipboard and submarine power 
use. Research on these sets has 
led to the development of Vickers 
magneclutches and magnebrakes — 
the first magnetic fluid equipment 
to be produced in quantity and 
placed in service. 

It is not yet possible to buy 
items off the shelf, but Vickers 
expects to have a standard line of 
clutches available within a few 
months. These clutches will be 
useful in certain machine tool and 
servo-applications. The magne- 
brakes, it is said, can replace 
friction-type brakes in many uses. 


PLANT OUTLAYS CLIMB: What 
happens to business investment in 
plant and equipment is apt to be 
the key to general business pros- 
perity. Reason: such capital in- 
vestment is a key segment of the 
total demand for labor, materials, 
and equipment. And soft spots are 
what you have to watch. 

Now comes an official gov- 
ernment report showing that — for 
the first time in a year and a half- 
the trend of capital spending is 
up. The Department of Commerce 
and the Securities and Exchange 
Commission issued figures show- 
ing that capital spending hit the 
bottom during the first quarter of 
1950. 

As things stand right now, it 
appears that total spending for 
capital equipment will run pretty 
close behind 1949 — especially 
with a prediction that the third 
quarter of this year will run 3 pc 
ahead of 1949. 





HIGHER MINIMUM WAGES: It isn’t 
the wage-hour law that sets all the 
(Continued on page 18) 





nwhy it pays fo sell: 





Ysimonos 


RED CENTER 





; 


whenever you sell: 


SAWS 


1: Simonds “Mirror Finish’’ makes Red Centers the 
smoothest saws you can get. This special finish 
sharply reduces cutting-friction and gumming-up. 
2: Simonds Precision Sharpening makes all Red 
Center Saws identical in balance and roundness. 
Gullets and bevels are carefully contoured to give 
highest production...longest cutting per sharpening 
.and smoothest operation on all types of lumber. 
Simonds methods of fitting give you...every time... 
a perfectly balanced, easy-running saw. 
3: Standard Saws in Stock: Simonds makes Red 
Center Saws in hundreds of sizes... which include 
thousands of standard saws that a are always readily 
available from stock. 


s\ So whatever saws you need . . . rip, cut-off, planer, 


INDUSTRIAL DISTRIBUTION 


n itre; smooth trimmer, flat-ground combination, 

br dado heads... be sure to get the most when you 

pend your “saw-bucks.” Order standard Simonds 
d Centers. 


SIMONDS” 


| SAW AND STEEL CO. | 
“FITCHBURG. MASS. 
Branch Offices in Boston, Chicago, 


Los Angeles, San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que. 
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ARMSTRONG 


ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTORS 
SUCCESS STORY 


Few, if any, industrial products have ever attained 
the wide distribution of ARMSTRONG TOOL 
HOLDERS which are used by over 96% of the 
Machine Shops and Tool Rooms; are the standard 
tools the world over, wherever metal is machined. 
This tremendous selling accomplishment is a tribute 
to the capabilities of the nation’s Industrial Dis- 
tributors and their salesmen, for ARMSTRONG 
TOOL HOLDERS have always been sold through 
Industrial Distributors. 

ARMSTRONG TOOL HOLDERS and TOOLS pro- 
vide a continuous source of sales and profits to 
those distributors who go after this ever-present 
business — who capitalize on this universal pref- 
erence of ARMSTRONG Quality and catalog, 
stock and sell ARMSTRONG Lines ‘‘Across-the- 
Board.” 


ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE" 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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@ Only manufacturer of the complete line 


—wire rope, wire rope fittings and tackle 


blocks ... All engineered to the job by 
Upson-Walton for LONGER LIFE and 
BETTER SERVICE. 


THE UPSON-WALTON COMPANY 


Cleveland, Ohio 
New York e Chicago e Pittsburgh 








THE UPSON-WALTON COMPANY 
711 PERRY-PAYNE BLDG., Cleveland, Ohio 


Send free catalog on [| | Wire Rope [ } Rope Fittings 
| Tackle Blocks. 


NAME_____ 
POSITION _ 
COMPANY 
ADDRESS _ 
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YOU ASKED 
FOR IT... 


BILLINGS HAS IT* 


Established quality line of Wrenches and 
Shop Tools. 


Standard quantity, clearly labeled, distinc- 
tively packaged. 


Sound sales policy of Selected Distributor- 
ships. 


Factory trained representatives work with 


your salesmen. 


National, yes worldwide, consumer accept- 
ance, continually activated. 


“Better buy Billings from Billings Industrial 
Supply Distributors” always a prominent part 
of each advertisement. 


Tie-up with Billings and get what you say 
you want. 


WASHINGTON BRIEFS 


(Continued from page 14) 
minimum wages in the country. 
Under the Walsh-Healey Act, Sec- 
retary of Labor Tobin has been 
‘‘determining’’ minimum wages 
that must be paid in various indus- 
tries to workers on production for 
government contracts. 

For instance, aircraft indus- 
try minimum wage has been raised 
from the 75-cents per hour of the 
minimum wage law to $1.05 under 
Walsh-Healey. Secretary Tobin, in 
making the announcement, figured 
that the total amount involved in 
the increase might run to $1.5 
million per year. 

New Walsh-Healey minimum 
wages for the first time are due in 
such industries as batteries; con- 
fectionery and related products; 
flour and cereals; petroleum re- 
fining; structural steel fabrication; 
and office machinery. Revised de- 
terminations -- upward — are being 
made for some leather products, 
paper and pulp, small arms, am- 
munition, explosives and related 
products; scientific industrial and 
laboratory instruments, tires and 
tubes. 


HIGHER WAGES AHEAD: Trend 
toward higher wages continues. It 
is fed by the General Motors 4-cent 
increase, and the cost-of-living 
escalator. Advances in the cost-of- 
living index now make it possible 
for the auto workers to get a two- 
or three-cents per hour increase in 
September. 

But for a better indication of 
the wage increases next year, keep 
your eye on Phil Murray’s steel 
workers. Their contract will be 
opened after January 1 on wages 
only -- and Murray will give notice 
of his demands for higher rates in 





November. 

Good bet: U.S. Steel will be 
asked to give in higher wages what 
the company will save in pensions 
costs under the social security 
amendments being passed in Con- 
gress. The corporation will be 
saving about $22 a month in re- 
duced pension costs, when the 
government’s pension payments in- 
crease that much. 


* Page 76, 
June Issve 
Industrial 
Distribution 


“BILLINGS 


WRENCHES & SHOP TOOLS 


THE BILLINGS & SPENCER CO., HARTFORD 1, CONN., U.S.A. 
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THRU-PORT—for han- 
dling heavy liquids which 
carry suspended solids 
or where precipitates or 
deposits cause trouble. 


LOCK BONNET — for 
lines carrying hazardous 
liquids or where there is 
extreme vibration. 


co 


MALE and FEMALE 
END—Available in both 
Globe and Angle valves 
—useful for many spe- 
cial hook-ups. 


UNION END — where 
frequent disassembly is 
required or to use in- 
stead of o break else- 
where in the line. 


| ECONOMICAL 
DEPENDABLE 
VERSATILE 


Following is a tabulation of working pressures of these 


valves: 
MATERIAL 


FIGURE NO. 
Angle 


Globe 


WORKING 
PRESSURE 





BRONZE 
CARBON STEEL 


12-14 CHROME 
STAINLESS STEEL 
COMBINATION 
12-14 CHROME 
STAINLESS STEEL 
CARBON STEEL 
18-8 STaIn. STEEL 
(TYPE 316) 


1030 
1040A 


1050 
1060 


1070A 


THRU Port VALVES. 


1045A 


1031 


1051 
1061 


1000 Ibs. 
600 Ibs. 
550 lbs. 
475 lbs. 


500 Ibs. 
1041A 4000 lbs. 
600 Ibs. 
550 lbs. 
475 lbs. 


4000 lbs. 
4000 lbs. 
600 lbs. 
550 Ibs. 
475 lbs. 
1071A 4000 lbs. 


at 
at 
at 
at 
at 


at 
at 
at 
at 
at 
at 


at 
at 
at 
at 


150°F 
150°F 
750°F 
900°F 
1000°F 


150°F 
150°F 
750°F 
900°F 
1000°F 
150°F 


150°F 
750°F 
900°F 
1000°F 





For more complete information, get in touch with 
the District Office nearest you. 


Reading, Po. + Atlante + Baltimore + Boston - Chicogo + Denver + Detroit 


Houston + New York + Philedelphio + Pittsburgh + San Francisco + Bridgeport, Conn. 


R-P & C VALVE DIVISION 


AMERICAN CHAIN & CABLE 
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wort ESTER ©, MASSA nust TTS 


To NORTON pistributors” Salesmen July 26, 1950 


hi ages of 4 NORTON 418 tributor 
ag that you nave @ 8 orld est “Clearing 
House for grinding Inf ormak on, ton Sales Engineering 
Department« e 


r 

When we stop to think ‘about 4t, atl the grinding lore 
that your yourself,» nave on jiterature and 
from the Norton DL re' M al, and a great aeal of 
the help you ro our Norton abrasive Engineers 
originally stemmed from the ales Engineering Department. 


grinding anformation 
every conceivedle gource ~~ from our own & 
field engineers; from aevelopmen en perin 
from our own jaboratories® and ou rganizations: 
and 6 ple informe e gathe a4 by the aepartnent 
member ney tinually ft new products 
ana etriv low Norton customers 
everywneres 


Tho 
with technical 
Company 
products mak 
airricult 
actual test 
and tne pest operating methods. 


You have the comfortable feeling of being able to cope 
with any gituation in the aprasive field when you are a NORTON 
aigtriputors 


PANY 
Division 
les ngineering Department 
a 
a 


Shumway Manager ; 


Abrasives - Grinding Wheel 


rous Mediums - No 
n-Slip Floors - Norbide P 


Machine 
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Norton Sales Engineering... 


The World’s Largest 
Storehouse of 
Grinding Information 


The files of this department and the 
accumulated experience of its many 
members undoubtedly represent the 
wortd's largest source of information 
on abrasives, grinding wheels and 
grinding. It's available to you to 
help you solve your customers’ grind- 
ing problems. 








WNORTONF 


aslaking better products to make other products better 





Main Officés and Plant: Worcester, Mass., Warehouses in Fiy { 3 h Plants in Six Countries 
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"We need 300 * Globe Valves "Okeh... 
that we can install specify VOGT 


and forget...” Series 3430”. 














*Series 3430 


CARBON \ 300 Pounds @ 750° F, 
STEEL } 600 Pounds Cold Non-Shock 


For 150-300 pounds general service 

Union Bonnet © Gasket Joint © Inside 

Screw Stem @ Renewable Seat @ |1!/2- 

13% Chrome Stainless Steel Trimmings 
Sizes '/4"' to 2" inclusive. 


Sturdy drop forged steel valves like these 
won't let you down. They stay in there pitching 
year after year on your really tough jobs. 
Series 3430 valves have drop forged steel 
bodies and bonnets, | 1'/2-13% chrome stainless 
steel seats and cone type loose discs. A flat 
gasket seals the male and female bonnet joint. 
The stuffing box can be repacked under 
pressure when the valve is fully open. 
These valves are also available with 
18-8 stainless steel trimmings. 


HENRY VOGT MACHINE CO. 
Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK e PHILADELPHIA 
CLEVELAND e CHICAGO e ST. LOUIS e DALLAS 
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(THE E FRONT OFFICE IS SURE, LETS STANDARDIZE 
ON MY NECK TO CUT ] ON SHIELD BRAND CUTTING 
TOOL REPLACEMENT | TOOLS. THEIR UNIFORM 
COSTS AND GET |QUALITY IS TOPS. FROM NOW 
MORE PRODUCTION. | ON WHEN WE NEED TOOLS 
| GOT ANY IDEAS? ; LETS SPECIFY “STAN paRD” / 























Y a 


STANDARD means cy VINGS 


Consider the time and cost savings that can be realized 
in your operation by using Standard Shield Brand Tools. 


Foremost Quality—that reduces your costs—because 
of unexcelled design, material and workmanship. 


Reliable Performance —that speeds your produc- 
tion. Proved because Shield Brand Tools are specified 
and used in every mass production industry 

Complete Service Stoek—that saves your time. Over 
10,000 items carried in stock, supplied by warehouses 
in principal cities. 

Standardize —and save. Call your Industrial Supply 
Distributor for prompt delivery of Standard Shield 


Brand Tools. 


STANDARD JOOL ([0, cteverano « on10 


New York + Detroit » Chicago ° San Francisco 
THE STANDARD LINE: Drills » Reamers + Taps + Dies + Milling Cutters - End Mills » Hobs « Counterbores + Special Tools 
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ALTERNATING CURRENT MOTORS 
POLYPHASE 


Squirrel Cage Induction — 1/6 to 400 H.P. 

Wound Rotor Motors—1 to 400 HP. 

Synchronous Motors-—20 to 150 HP. 
SINGLE PHASE 


Split Phase Induction—1/6, 1/4, 1 3 HP 
Capacitor—1/6 to 20 H.P 


Repulsion Start, Brush Lifting, Induction— 
HP 


1/2 to 20 
DIRECT CURRENT MOTORS 

1/6 to 300 H.P 
GENERATORS 

AC, .63 to 250 KVA 

DC, .75 to 200 KW 
GEAR MOTORS 

1/8 to 1-1/2 H.P 
MOTOR GENERATOR SETS 


AC to DC, AC to AC 
DC to DC, DC to AC 


Open Protected, Splash Proof, Totally Enclosed 


Fan Cooled, Explosion Proof 


Drip Proof 


Splash Proof 


Totally Enclosed Fan Cooled 


. 


|. guard your production against the destructive 
effects of atmospheric hazards, Century offers four 
types of protective motor frames. 

DRIP PROOF — meets the requirements of most installations. 
Use it where operating conditions are relatively clean and 
dry. Top half of the frame is enclosed to keep out falling 
solids and dripping liquids 


SPLASH PROOF - keeps splashing liquids out of the motor 
even when the frame is washed with the full force of a hose. 
Use Century Splash Proof motors indoors or outdoors. 


TOTALLY ENCLOSED FAN COOLED — resists the hazards of 


abnormal concentrations of dusts, powders, grit, oil mists, 
acid and alkali fumes 


EXPLOSION PROOF protects life and property in atmos- 


pheres charged with explosive dusts or vapors 


The properly selected protection with the wide varia- 
tion of starting torque characteristics to choose from 
provides long operating life and improves the produc- 
tion of the driven equipment. 

Century motors are available in a wide range of kinds 
and types—in sizes from to 400 horsepower— for 
single phase, polyphase and direct current applications. 
Specify Century motors for all your electric power 
requirements. 


Ball Bearing motors are factory lubricated for sev 
eral years’ normal service. Bearing housing con 
struction permits easy re-lubrication when unusual 
service demands it 


CENTURY ELECTRIC co. 1806 Pine St. + St. Lovis 3, Mo. 


Offices and Stock Points in Principal Cities 


Explosion Proof 
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SHINYCROWNS 


THE KING OF HEX HEADS 





Zt Crowning ehievement in C af Screw Design 


FOR GENERAL ORNAMENTAL USE 


SHINYCROWNS — Low Carbon — Bright Finish — 
give that ‘New Look” to assembly where 
appearance, ultra-quality, and sales interest 
are paramount. For that ‘‘finishing touch” to 
your assembly, specify SHINYCROWNS-— Low 
Carbon—the last word in ornamental Hexagon 
Head design. 


SHINYCROWNS — Low Carbon — Bright Finish — 
are furnished in C-1018 steel in sizes 14" 
diameter through |" diameter inclusive, in 
both coarse and fine threads, in plain, zinc, 
cadmium, nickel, or chrome plate. Price 
governed by quantity desired—-bulk shipments 
only. 


FOR SPECIAL ORNAMENTAL USE 


SHINYCROWNS — High Carbon — Black Finish — 
give that ‘New Look’ appearance. Double 
Heat-Treated, they assure added strength 
where extra toughness is required. For that 
“finishing touch’’ to your assembly, specify 
SHINYCROWNS — High Carbon —- the last 
word in ornamental Hexagon Head design. 


SHINYCROWNS — High Carbon — Black Finish — 
are furnished in C-1038 steel —- Double Heat- 
Treated — in sizes !4"’ diameter through |." 
diameter inclusive, in both coarse and fine 
threads, in plain, zinc, cadmium, nickel, or 
chrome plate. Price governed by quantity 


desired —- bulk shipments only. 


Complete Information, Prices, and Samples furnished on request. 


The FERRY CAP & SET SCREW Co. 


OHIO 


2153 SCRANTON ROAD e« e 


CLEVELAND 13, 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 
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CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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New ‘18,000,000 hospital 
protects hot water supply 
with Ka M Insulation! 


Modern 1000-bed Veterans Hospital, Buffalo, New York, has 
hot water system insulations of K&M “FEATHERWEIGHT”= 
85% Magnesia, K&M DUPLEX Pipe Covering, and K&M 
Asbestos Cements. 


Here are the facts about these Keasbey & Ma’tison prod- 
ucts—facts you can use as sales points for your customers: 


Battery of hot water generators supplying hospital. 
Plumbing Insulation Contractor: E. J. Eddy, Inc., Buffalo. 


= 
Ty 


cM 2 
x 


ae 
Natare made Asbestos... \ 
Keasbey & Mattison 


has made it serve mankind since 1873. 


KEASBEY & MATTISON 


COMPANY - AMBLER + PENNSYLVANIA 


Aerial view of new Veterans Hospital, Buffalo, New York. 
Marbury-Fitzgerald Airphoto 


THE HOT WATER GENERATOR TANKS, 
“Featherweight” 85°;, Magnesia Blocks pro- 
vided the basic insulation, over which Amblerex 
No. 2 Asbestos Cement and K&M Finishing Cement 
were applied to a total thickness to economically and 
effectively minimize heat losses on these large surfaces. 


“Featherweight” 85°, Magnesia insulation has been 
widely accepted and used for more than 60 years to 
insulate heated surfaces with temperatures up to 
600° F. Time will not decrease its insulating value 
for it is not subject to deterioration. It is supplied 
in block form for flat, curved and irregular surfaces 
and in sections and sets of segments for standard 
pipe sizes. There’s a strong sales story in “Feather- 
weight” 85% Magnesia. 


Hot water pipes in this system are insulated with 
K&M DUPLEX Pipe Insulation. DUPLEX is con- 
structed of a continuous layer of specially creped 
felt, which forms countless dead air pockets. An 
inner liner of waterproofed felt, makes it equally 
adaptable for both hot and cold water pipes in a 
temperature range from 40° F. to 212° F, 


K&M Amblerex No. 2 Asbestos Cement is a highly 
efficient insulating cement for application to surfaces 
with temperatures up to 1000° F. K&M Asbestos 
Finishing Cement is a high quality insulating 
cement designed to meet general competition. 


These Keasbey & Mattison insulations—"Featherweight” 
85% Magnesia, DUPLEX Pipe Covering, and Amblerex 
and Finishing Cement—give you a quality insulation line 
you can sell for profit, as well as for customer satisfaction. 
Write us for complete information on any of these :»roducts. 
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Here is a quality line of abrasives 


sold cooperatively thru Distributors! 


a complete line... 
DISCS 
all standard sizes ...all minerals 


.- all types of backing 


Michigan Red Coat Brand Abrasives are quality abra- 
sives that are in use today by many of the largest 





manufacturers ... their everyday use has proved their 
fast-cutting quality .. . their long life and ability to 
turn out work. You can sell them with confidence. But 
most important—they are sold through distributors 
with full manufacturer and distributor cooperation. 
A simple, single discount takes the guesswork out of 
pricing ... the reduction of unit discounts to two assures 
greater PROFIT. 


Here is an opportunity to hold abrasive inventories to 
a minimum, increase turnover, improve PROFIT while 
enjoying full manufacturer cooperation. It makes a 
whale of a difference! Write for full details. 


MICHIGAN ABRASIVE COMPANY, 11900 East Eight Mile Road, Detroit 5, Michigan 





TOM GO 


‘RED COAT BRAND 





bec 
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EXTRA SMOOTH 
FINISH 


The UNBRAKO Knurled Socket Head Cap Screw. 





Knurling of Socket Screws originated with 
UNBRAKO in 1934. 


Knurled Head Socket Cap S Knurled Head Stripper Bolts 
Flat Head Socket Cap Screws S @] Cc K E T S Cc R E Ww S Precision-Ground Dowel Pins 
Self-Locking Socket Set Screws Fully-Formed Pressure Plugs 


STANDARD PRESSED STEEL 
a 
JENKINTOWN 26, PENNSYLVANIA 
28 
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BARRY STEEL SPLITS PULLEYS 


DICK’S BALATA BELTING 


BARRY CONVEYOR PULLEYS 


DICK ROPE V-BELT DRIVES 


These TTEMS are in DEMAND 
by INDUSTRIAL POWER USERS 


Power transmission is a production service 
common to all industries and one constantly 
calling for new equipment as well as replace- 
ment of old. 


Belting, power transmission pulleys, conveyor 
pulleys, and belt drives constituting the Dick 
line are basic essentials used in every indus- 
try. To be in position to supply these items 
which are in constant demand from one source 
of supply is the big reason why so many re- 
sponsible industrial distributors have made 
Dick their source of supply, year after year. 
They have found by experience that the Dick 
line is a high quality line that has won the 
approval and acceptance of their custorhers 
by fine, economical performance. 


By satisfying the demand for the tops in per- 
formance in the important phases of power 
transmission, Dick distributors have strength- 
ened their position with their customers and 
built a substantial business. 


Barry Steel Split Pulleys 


Scientifically strong, built entirely on the tubular principle, are 
electrically welded. Light in weight, carefully balanced and pre- 
serve their exact shape under all loads. Their light weight 
facilitates installation. 
Barry Pulleys are available with either straight or crown faces 
in diameters up to 72°. 


Dick Rope V-Belt Drives 


These drives meet the need for high efficiency in industrial power 
transmission. Dickrope provides strength without loss of elasticity. 
Stretch is reduced to a minimum so that operation is assured with 
least possible attention. Sheaves are carefully machined and 
balanced and can be depended on for smooth, trouble-per- 
formance. 


Barry Conveyor Pulleys 


Of modern welded steel construction . . . great in strength. . . 
light in weight . . . easy to install . . . breakage eliminated. 
Barry Conveyor Pulleys have many sales features in addition to 
being available in a wide range of sizes. Their field of ap- 
plication which includes all general conveyor services provides 
a market which offers volume business for alert distributors. 


Dick‘s Balata Belting 


The cotton duck or textile portion of this belt is of highest grade 
and strongest weave possible. It is impregnated with a special 
solution which renders it absolutely impervious to water or 
steam. It is high in tensile strength and durability. Properly 
installed it efficiently transmits the horsepower for which it is 
designed. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


Sen Francisco, Cal. 


Chicago, III 


Seattle, Wash 
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—these bits give you convenience 
economy, dependability 





* SUPER PANTHER - PANTHER SPECIAL 
- ML - LXX----> SUPER DBL-----DBL-2 








Pocket Price List 
NOW READY! 


Just send a postal-card 
request—giving name, 
position, company, and 
address. Ask for “A-L 
Tool Bit Price List,”’ 
pocket edition. While 
you're writing, also in- 
clude the illustrated four- 
page folder, “A-L Mill 
Treated High Speed 
Steel Tool Holder Bits.” 
Yours for the asking. 


Write Today 
ADDRESS DEPT. iD-8 








These better tool bits, packed in the 
famous blue-and-gold boxes, are ini- 
mediately available in standard sizes 
from stocks located at 28 convenient 
points throughout the country. 

Reaily Made—this means that bits 
are: (1 5 ane cut to correct lengths, 
with clearance bevel at both ends; (2) 
already heat treated uniformly by mill 
experts; (3) furnished with either reg- 
ular finish or ground finish; (4) in- 
spected individually for hardness, size, 
and surface. ‘Finish-ground” bits are 
extremely accurate in dimension, en- 
tirely free from decarburization and 
scale, and ready for instant use upon 
grinding the cutting point to desired 
shape. 

With six popular grades to choose 
from, you can cover a wide range of 
cutting needs by specifying these tool 


bits. Our informational service will be 
useful to you in selecting grades. Call 
A-L, or an A-L distributor. 


LLEGHENY 
UDLUM 


STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


fmt loo Sieeld 
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| Compared Wrenches 


--.and discovered that choosing 
BLACKHAWK makes a surprising difference 


BLACKHAWK GIVES 
ME SOCKET SIZES 
FROM Yo" TO 3/6" 


PUT THE BENEFITS OF SOCKET WRENCHES ON MORE JOBS! You 
can do it when you bank on Blackhawk. It’s the most complete 
line of Socket Wrenches. Having all the proper sockets makes 
it unnecessary to resort to slow, cumbersome solid-type wrench- 
es on large or isolated nut sizes. 


WE GET 
MANY MORE 
NUT-SETTINGS 
PER SOCKET 


IT’S THE SUPERIOR ALLOY STEELS THAT MAKE THE DIFFERENCE! 
This longer life adds up to big savings—especially on contin- 
uous, grueling assembly work. By lessening replacements, you 
also prevent costly work stoppages. The buying records of 
many plants specify that Socket Wrenches must be “Blackhawk.” 


mmOPERATIONS ON 
OTH REGULAR AND 
CLOSE-QUARTER 
JOBS! 


TRY THIS! LAY A BLACKHAWK WRENCH NEXT TO AN ORDINARY 
TOOL! You'll spot the big extra quality in a flash. The Black- 
hawk Wrench is thinner, better balanced, has less weight and 
more utility. Its user stays fresh longer, operates more skill- 
fully and does jobs that are impossible with ordinary tools. 


THIS THUMB-RELEASE iOCK-ON’ ) 
IDEA CUTS OUT TIME-LOSSES 
AND ACCIDENTS 


BLACKHAWK QUALITY SOCKET WRENCHES COST NO MORE... 
but even if they did, “Lock-On"” would be worth the differ- 
ence. Sockets can’t stick on the nut or fall into dangerous 
places or on workmen below. Combinations can’t fall apart. 
“Thumb-release” quickly disengages the combinations. 


COMPARE FOR YOURSELF. See why these and many other exclusive 

selling advantages create bigger volume when you push Blackhawk 

Socket Wrenches. A Product of Blackhawk Mfg. Co., Dept. W-1780, 
Milwaukee 1, Wisconsin. 


BLACKHAWK 2... 


HYDRAULIC JACKS + “PORTO-POWER” 


PIPE BENDERS * TORQUE INDICATORS 
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25-Lb. Electric Gun 
MODEL 7170-R 


For light and medium greases. 
Builds 5,000 Ibs. pressure. 110-volt 
Universal motor. 


40-LB. Air “Rock Crusher” 
MODEL 6288 


For heaviest greases made. 

Builds 33 times the air pressure used 
Exclusive Helix and 
worm in tank as- 
sure priming, even at 
freezing temper- 
atures 


——o 


ALEMITE 


le power guns? 


Paint out the speed and ease of power gun lubrication 
wherever hand methods are too extensive to be practical. Show 
how Alemite Portable Power Guns are 3 times faster’, easier to 
handle and boost production time. 

Tell your prospects how these plant-proved units prevent 
costly repairs in advance—by protecting grease from dirt and 
grit. And remember, the operator has instant finger-tip control 
of whatever pressure is needed for any bearing! 

Every Alemite Portable Power Gun is a big-money sale. 
And this complete line provides the perfect answer for plant 
lubrication with light, medium or the heaviest greases made. 


Maier 


25-Lb. Air-Operated Gun 
MODEL 6284 


For light and medium greases. 
Builds 33 times the air 
Pressure used. Operates from 
house air line 


40-Lb. Flostriec “Rock Crusher” 
M EL 7175-R 

For heaviest greases made. Builds 

5,000 Ibs. pressure. Exclusive Helix 


and worm in tank assure priming, 
even in freezing temperatures 


Write Now Aestter Predustel 


Parkway, Chicago 14, Illinois 


for complete specifications and - STEW, 
, formance data. Address Alemite, STEWART 
Dept. H-80, 1850 Diversey | WARNER 
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“MARVEL” #as 


Always HAD the edge 





MARVEL High-Speed-Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 





or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 


With greater accuracy, higher production and lower cost per 1 High-Speed-Steel cut- 
cut, come the extra dividend of Safety, for MARVEL High- * ting edge. 
Speed-Edge Hack Saw Blades are Positively Unbreakable— 

they will not shatter. 2 Tough unbreakable 
MARVEL High-Speed-Edge Hack Saw Blades cost no more ce — body “wie 
than ordinary high speed blades. MARVEL High-Speed-Edge ae Sy 

Holes Saws not only have the “edge” but the tough alloy steel 

bodies which give them the extra strength needed for deep — welded "4 
work on drill presses and lathes. MARVEL Band Saw Blades a s Fast - cutting, 
come welded to size ready for use, packaged in individual long lasting composite 
boxes . . . these three lines of superior metal-cutting saws blade that is positively 
constitute the very finest blade service you can offer your unbreakable. 
customers. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 


5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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‘The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


Show your customers how they can 
get True Fastener Economy by selling them 
RB&W Machine Screws, Stove Bolts and 
Tapping Screws .. . the product of more 
than a century of continuous research and 
progressive development in fastener 
manufacturing . . . backed by the skill of 


four generations of RB&W men and women. 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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SALES APPEAL 
CRAFTSMANSHIP. 


PROFIT PLUS 


@ No. 530, 16 oz., 
Heller Nail Hammer 


Heller hammers have everything: Finish and “feel” : ’ Heller ie, 08, 1600.9 
that sell fast! Unexcelled quality that helps promote 

your business! And an attractive profit for you, 

of course. 


OCTAGON PATTERN NAIL HAMMER, No. 530 


Alloy steel, fully polished 

Weight, 16 oz., clearly stamped on head 

Drop forged, tempered and correctly balanced 
Nail slot ground to chisel edge 

Clear lacquered, selected white hickory handle 


Semi-octagon, with rounded grip for comfort 
MACHINISTS’ BALL PEIN HAMMER, No. 802 

Highly polished and baked enamel finish 

Weight, clearly stamped on head 

Drop forged, tempered and correctly balanced 


Beveled edge on face prevents chipping, sprawling 

Clear lacquered, selected white hickory handle 

In sizes from 2 oz. to 3 lbs, BROTHERS COMPANY 
Heller Hammers are packed '/, dozen in sturdy boxes 
with attractive end-labels for easy indentification! 
Ask about our FuLut Ling of Carpenters’, Machinist Newark 4, N. J. Newcomerstown, oO. 


rinners’, Upholsters’, Bricklayers’, Tilesetters’, Black 


. that every sales-minded distributor wants! 


miths’ and Farriers’ hammers. Also Bricklayers’ and 
Plasterers’ Trowels; multi-blade scrapers; chisels, 
punches, Masterenches, files, rasps and other quality tools 
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NEW eee AND SO MUCH er 


Not even we foresaw how revolutionary 
would be the improvement in our new 
‘Load Lifter’ Electric Hoist! We en- 
visioned it, then coupled our engineer- 
ing skill and "know how" gained through 
years of hoist manufacture with the ex- 
periences of hundreds of hoist users in 
all industries. From them all, came this 
new Series "700" ‘Load Lifter.’ It's just 
as tough, just as ready to take on clock- 
round lifting with the same minimum 
operating and maintenance cost as its 
predecessor. And, it's just as safe for 
man, machine, and load. 





EXAMINE A FEW OF THE ADVANTAGES: 
HELICAL GEARING — Helical gears and. pinions give greater tooth 
contact; quiet, smooth operation, and much longer life. 


TWO-GEAR REDUCTION — Only two gears and pinions in the 
mechanism. Gears are 20" full depth cut helical teeth and made 
of alloy steel and heat treated. 


BALL BEARINGS THROUGHOUT — For maximum efficiency and to 
absorb the thrust of helical gearing and prevent shaft float. 








LUBRICATION — — one point to oil. All{gearing and bearings 
f 


are splash lubricated from the gear-case. Motor and drum bearings 
have lifetime lubricated ball bearings. 


ACCESSIBILITY — Hoist can be serviced from sides and ends without 
taking it down. All parts are immediately accessible. Covers are 
simply covers. 


PROVISION FOR NEMA FRAME MOTORS — The mounting will 
take any standard motor with NEMA Type "C" flange mounting. 
Even double wound motors built in NEMA frame can be applied 
with no mounting changes. This gives complete flexibility in motor 
application. 


MOTOR BRAKE — A new conception of magnetically operated motor 
brake that never needs adjusting, of the multiple-disc type with discs 
operating in oil. 


MECHANICAL LOAD BRAKE — Improved Weston type of substantial 
PUSH BUTTON CONTROL — construction that needs no attention or adjustment and prevents 


With only 24 volts at the * 
button for greater safety. back drift of load. 


Heavy duty, mechanically VERSATILITY — All ‘Load Lifters’ are identical in design except for 
prc enh gy ages eat variance in sizes for different capacities. All are of semi-low head- 
no a anywhere. - room construction. Extremely rare will be installations where the 


new ‘Load Lifter’ will not give the hook height required. 


IN GENERAL — Within its capacities, the ‘Load Lifter’ will do your 
lifting with the utmost economy, the least trouble, and at the 
Serits 700" lowest cost. 





SEND FOR DESCRIPTIVE CIRCULAR 


{yo Ye MANNING, MAXWELL & MOORE, INC. [24m 


SHAW-BOX CRANE & HOIST DIVISION 


ee OISTS MUSKEGON, MICHIGAN 


Builders of “Shaw-Box™ Cranes, ‘Budgit’ and ‘Load-Lifter’ Hoists and other lifting 
specialties. Makers of ‘Asheroft’ Gauges, ‘Hancock’ Valves, ‘Consolidated’ Safety 
and Relief Valves, ‘American’ Industrial and ‘Microsen’ Electrical Instruments. 
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No. 111-AS Gate Valve— 
same design as regular 
No. 111 with acid shield 
added. Size range '/2"-10" 


Aleyco Acid Shields are designed to meet rigid plant safety codes No. 110-AS Gate Valve—same de- 


sign as regular No. 110 with addition 


for the protection of personnel and minimize maintenance. They 
of acid shield. Size range 2°-4". 


adequately protect the operator’s face, hands and upper body from 
hazardous liquids and accomplish this without interfering with the 
effective operation and maintenance of the valves. 


The Shield is spun from stainless steel sheet and is securely fastened 
to the yoke bushing. Being an integral part of the valve it does not 
need to be removed for inspection or renewal of packing. It does not 
rise with the stem, thereby affording the same degree of protection 
whether the valve is open or closed. 


For additional safety and to further reduce maintenance, all valves 
ordered with Aloyco Acid Shields are supplied with stainless steel 
yoke bushings and nuts and Teflon stem packing as standard equip- 
ment. The initial cost of these features is nominal and many No. 311-AS Globe Vaive—same de- 
satisfied users report maintenance savings are substantial. sign es regular Ne. 311 with acid 


shield added. Size range /2°-6". 
Send for further information. 


Aloyco Acid Shield Valves are available in Aloyce 20, 18-85, 
18-8SMo, Monel, Nickel, and other alloys. Regularly equipped 
with Tefion-packing and stainless steel yoke bushings. 


Aloyco Valves are f d in pli with the new MSS Stainless Steel Valve Standards $.P.- 42. 


ALLOY STEEL PRODUCTS CO., Inc. 


1306 W. ELIZABETH AVE., LINDEN, NEW JERSEY 
ATLANTA — CHICAGO — HOUSTON — LOS ANGELES — NEW YORK — PITTSBURGH — WILMINGTON 
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LARGE on suns... 


CLE*FORGE HIGH SPEED DRILLS GIVE YOU 


MORE HOLES PER GRIND 


¥% via you ever sharpen a tiny drill .020” in diam- 
eter? It’s a tricky job, and makes you realize the im- 
portance of getting more holes per grind. } A shop 
making jet nozzle parts of #347 stainless steel 
was having difficulty drilling very small holes. Drills 
were averaging less than 9 holes per grind. The job 
went slowly, and costs were high. oe When a 
Cleveland Service Representative was called in, he 
_, Suggested switching to the CLE-FORGE High Speed 
Drill illustrated here (greatly enlarged), and chang- 
ing the speed from 800 to 1200 R.P.M. The number 
of holes per grind was increased to more than 50! +} 
When you have a drilling problem, let a C@eeland 
Service Representative help you step-up production 
and cut your costs. Contact our nearest Stockroom, 


Or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 * Detreit 2 + Chicage 6 + Dallas 1 + San Francisco S + Los Angeles 58 
£. P. Barres, itd., Londen W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER C&veeland TOOLS 


i AAI 
Ganttian 
DISTRIBUTORS EVERYWHERE 

are ready to serve you! 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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These latest developments in steam hose are For more profits and customer good will 
typical of the results obtained through Thermoid’s ee ¢ “a4 
continuing research and study of product applications. it will pay you to Specify Thermoid! 
Thermoid’s planned program of product research Thermoid Quality Products: Transmission Belting « 
and development assures your customers maximum F.H.P. and Multiple V-Belts * Conveyor Belting « Ele- 
service and lowest operating costs whenever you 


; vator Belting * Wrapped and Molded Hose * Molded Prod- 
specify Thermoid Industrial Rubber Products. ucts * Industrial Brake Linings and Friction Materials. 


verre liittt and Factory * Trenton, N. J., U.S.A. 


Western Offices and Factory * Nephi, Utah, U.S.A. 


industria! Rubber Products + Friction Materials + Oil Field Products 
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ew, simplified fluorescent lamp 
line makes choosing best lamp 


for the job easy as 1-2-3! 


Decide whether the job calls for 
warm atmosphere or cool 


If your customer wants an intimate, homelike 
atmosphere, fluorescent lighting should be warm. 
If the job calls for a brisk, businesslike air, specify 


@ol fluorescent lighting. 


Decide whether highest efficiency 
or best color effect is needed 


If it’s a store installation where the light should help 
show off merchandise, color effect is most important. 
In factories and offices, on the other hand, lamp 


efficiency is often the top consideration. 


3 Let this chart show you which General Electric fluorescent lamp to sell 


With General Electric’s new simplified fluorescent 
lamp line, it’s easy to select the kind of fluorescent 
lighting a job calls for. There are just four lamps 
ig the simplified fluorescent lamp line: DeLuxe Cool 
White and DeLuxe Warm White—two new G-E 
lamps that bring out the full beauty of all colors; 
and Standard Cool White and Standard Warm White 
which offer excellent efficiency with reasonably 
good color rendition. The chart at right shows 
how these lamps fill practically every fluorescent 
lighting need. Other types of G-E fluorescent lamps 


continue to be available for replacement. 





FREE SALES AID! 


Selector guide helps you show cus- 
tomers which G-E fluorescent lamps 
nusemcen they need. Write General Electric 

LAMPS Company, Div. 166-ID-8, Nela Park, 
Cleveland 12, Ohio. 

















IF YOU WANT COOL ATMOSPHERE 
en J 


a 








WITH HIGH 


STANDARD COOL WHIT 
EFFICIENCY, USE “ . 








WITH BEST COLOR 


EFFECT, USE 4 DE LUXE COOL WHITE 





IF YOU WANT WARM ATMOSPHERE 
= J 


ae 








WITH HIGH qs 
STANDARD WARM WHI 
EFFICIENCY, USE - 


WITH BEST COLOR 
EFFECT, USE 








DE LUXE WARM WHITE 











GENERAL @@ ELECTRIC 
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These and others give you a complete 
line from one source. 


(SEE THEM IN OUR CATALOG NO. 36-R-7, PAGES 20 and 21) 


© Don’t overlook the profit in Flue Brush Sales. The big season 
is right ahead—so, be prepared by being well stocked—meet 
the demand and make steady customers. 


The Milwaukee line of Flue Brushes gives you about every type 
that is used, for standard makes of boilers and furnaces—you 
can make every sale. 


Get that proved Milwaukee quality in each type of brush—make 
all of your purchases from this one dependable source. There 
never is a variance in the quality of Milwaukee Brushes regard- 
less of the number you sell of any one type. 


More wire per brush is characteristic of Milwaukee—so is the 
rigid construction and the specially tempered carbon steel wire 
used. These brushes outlast ordinary brushes several times over 
—they do the kind of job that gets full customer approval. 


Order now—be ready on time. In addition to our catalog, ask 
for a copy of Bulletin 45-91, a valuable flue brush sales aid. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 
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FLUE BRUSH SEASON Big Profit Source . . 


Be prepared with MILWAUKEE Quality 


STOCK 
UP 








THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 
Every Industrial Need . . . 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 








NOW... AMERICAN SCREW CO. 
‘Steps Up National Distribution 


New plant at Willimantic, 
Conn. ... one of the most modern opera- 
tions in the screw industry. 


---@s production 
steps up in NEW 
WILLIMANTIC PLANT 


American’s pipelines are being 
pumped full of ample supplies of all : 
types of Phillips and slotted fasteners. es 
Industrial supply distributors and hard- Norristown, Pa., plant, now a full-scale 
ware jobbers from coast to coast are American production unit manufacturing 
set to serve you now. a complete line. 
For American's new high-production 
plant in Willimantic is now geared up 
to meet all demands promptly and 
efficiently. And this production is fur- 
ther augmented by the American 
plant at Norristown, Pa., while dis- 
tribution is kept on a “delivery now” 
an basis by large warehouse stocks in 
» DRIVER CAN'T SUP Norristown and Chicago. 
+ py PHILS TAPERED RECESS today, if you want action on orders 
x for Phillips and slotted fasteners Chicago Warehouse in North Pier Termi- 
... just mark those orders nal, 589 E. Illinois St., Chicago, Il. 
“AMERICAN”! 
AMERICAN SCREW COMPANY 


Plants at: 
WILLIMANTIC, CONN. and NORRISTOWN, PA. 
Warehouses at: 
589 E. WLINOIS ST. 502 STEPHENSON BLDG. 
CHICAGO 11 DETROIT 2 


AMERICAN 
SCREWS 
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We believe in helping Spang CW Distributors. For instance, the one above tells of your belief in 
And one of the ways we do this is by strong, quality...in quality service...in quality products. 


consistent advertising. . . . . i 
9 Spang also believes in quality .. . in maintaining 


Every month leading trade papers carry a Spang a 122 year reputation for quality that is recog- 
message to many of your customers and prospects. nized wherever pipe is used . . . in quality service 


These messages are telling pipe buyers about you. to a far-flung distributor organization. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; New York; Philadelphia; Pittsburgh; St. Lovis; Sen Francisco 
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Avoid “DOWN-TIME "for 


Maintenance-Slandardize 
on the POWELL LINE 


Every time you sell a valve, ask yourself two ques- 
tions. First, will it operate satisfactorily, in the 
service in which it is to be used? Second, how much 
maintenance will it require? Because, every time 
maintenance becomes necessary, there’s a two-fold 
cost to your customer. One, the cost of labor—and 
possibly parts—to put it back in working order. 
Two, the loss of production farther down the line. 


And because Powell Engineers always have this in 
mind, every valve in the complete Powell Line* is 
designed and made to avoid, insofar as possible, 
“DOWN TIME” for maintenance. 


That’s why Powell Distributors find it pays to ad- 
vise customers to standardize on the Powell Line. 


Fig. 2608—A new 200-pound Bronze 
Globe Throttling Valve. Scientifi- 
cally designed and proportioned to 
permit FULL FLOW through seat 
when wide open, greatly minimizing 
turbulence and pressure drop. Has 
special bronze stem and stainless 
stee! disc and seat hardened to ap- 
proximately 500 Brinell. 


Fig. 3003—Class 300-pound 
Cast Stee! Gate Valve with 
flanged ends, outside screw 
rising stem, bolted flanged 
yoke, tapered solid wedge. 


Fig. 1861 — 200-pound Stainless Fig. 559 — 125-pound Iron Body Bronze 
Steel Globe Valvé with screwed Mounted Swing Check Vaive with flanged 
ends, union bonnet, inside screw ends, bolted flanged cap and regrindable, 
stem and plug type disc. renewable bronze seat and disc. 


*The Complete Powell Line includes Globe, Angle, ‘‘Y”, Gate, Check, 
Non-return, Relief, and Flush Bottom Tank Valves in Bronze, Iron, 
Steel and a wide range of Corrosion-resistant metals and alloys. 
Fig. 1823—Bronze Globe Valve with 
wesley anaes gael teemaagg Consult our Engineers for Special Designs 


composition disc and solder ends 
for use with copper pipe or tubing. 


orn big ray bn gh cgady Gn my The WM. POWELL Co., 2525 Spring Grove Ave. 


Check patterne. P. 0. Box 106, Station B, Cincinnati 22, Ohio 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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WHATEVER YOU NEED IN POWER TRANSMISSION 


LINE-O-POWER STRAIGHT LINE 
DRIVES — Newly developed, modern 
design, compact and highly efficient, 
these drives incorporate Duti-Rated 
High Hardness Helical Gears. Available 
in a wide range of ratios and sizes 
in double and triple reduction. Ideal 
for use on original equipment. Write 
for Bulletin LPA. 


MAXI-POWER ENCLOSED HELICAL 
GEAR DRIVES—Rugged dependability 
and high efficiency. The alloy steel 
gears and pinions have teeth gener- 
ated to great accuracy, And improved 
methods of heat 
creased strength, 

double, and triple 
for Bulletin MPA 


treating give in- 


longer life. Single 


reductions. Write 


Foote Bros. offers industry a com- 
plete line of drives to meet any 
power transmission need. All of 
these drives have been newly en- 
gineered to assure maximum com- 
pactness, long life, high efficiency. 

Modern developments in gear 
generating make possible the ad- 
vanced type of gearing found in 
Foote Bros. drives, and this im- 
proved gearing assures longer wear 
life. Whatever your needs in power 
transmission, call Foote Bros. You 
will find a Foote Bros. representa- 
tive near you. 


| « 
vy ys 


HYGRADE ENCLOSED WORM 
GEAR DRIVES 
drives in a wide range of sizes, ratios 
ond types — horizontal 
Hytop (long, unsupported vertical shaft 
extensions) 


Enclosed worm gear 
vertical 


Precision generated -worm 
gears. give high efficiency and maxi- 
mum load carrying capacity. Write for 
Bulletin HGA 


FOOTE BROS.-LOUIS-ALLIS GEAR- 
MOTORS—New compactness, in- 
creased efficiency. Cast housings, 
streamlined inside and out, Duti-Rated 
Gears have file hard tooth surfaces 
and tough, cores, assuring long wear 
life, and maximum load capacity. 
Single, double, and triple reductions. 
Wide selection of motors. Bulletin GMA. 


; 7D) GF - 
(seller ‘ower 


Addres: 


City 


HYPOWER ENCLOSED WORM 
GEAR DRIVES — Smaller, lighter in 
weight, deliver horsepower at lower 
cost. Increased thermal capacity is due 
to a high velocity stream of air pass- 
ing through an air channel cylinder 
immersed in the oil reservoir. Wide 
range of sizes, ratios. Horizontal, ver- 
tical and Hytop. Write for Bulletin HPA. 


DUTI-RATED GEARS 
IZED) Can be 


horsepower 


(STANDARD 
selected for load 
and life expectancy from 
rating tables as easily as you select 
antifriction bearing? 
to 50% in cost 


Savings of 10% 
reduced engineering 
time—quick deliveries. 1 hp. through 
200 hp. in a wide range of ratios and 


center distances. Write for Bulletin DRA 





1D.4545 S$. Western Bivd., Chicago 9, Illinois 


send following Bulletins: 


[MPA — GMA 
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HIS CHART ~ 


ball bearings 
that just “get by” 
or the best 
ball bearing “buy” 


EXTRA-LIGHT 
9100 Series 
mpact, space-sav- 

ifig, large bore, light 
ss section design. 

M9100 SERIES 





_ 








LIGHT 
200 Series 


far loads relatively 
light in proportion to 
shoft capacity. 


M200 SERIES 





MEDIUM 
300 Series 


for medium or aver- 








age loads and con- 
tinuous operation. 


300 SERIES M300 SERIES MM300 SERIES 


Fafnir Radial Ball Bearings are available 
in standard shaft sizes in single and dou- 
ble row designs, in duplex arrangements 
of matched pairs (tandem, back-to-back 
and face-to-face), and with various ar- 
rangements of seals and shields. Fafnir 
also makes a complete line of ball and 
roller bearing power transmission units, 
Write for catalog. The Fafnir Bearing 
Company, New Britain, Conn, MOST COMPLETE 
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GS @ AGAIN MAKES 
Type L—standard headroom, 
has grooved cable drum 
long enough for 37 foot lift 
without overlapping. Rigid 


or bolt mounting. 
No. 1 (S00 to 2000 Ibs. capacities) now available 
with 37 ft. Lift or Low Headroom Mounting. 


The SPEEDWAY line of high quality electric hoists is now even more 
complete— more attractive to the large user of hoists— more than ever the 
line you can sell at a profit. @ In addition to the No. 1 Speedway, Wright 
offers the No. 2 and No. 3 Speedways with capacities up to 10 tons—a wide 
selection of mountings. In short, there is a model in the Speedway line 
to meet practically any specifications. @ For further information about 
Speedway Electric Hoists, write for copy of Bulletin DH-133. 


Type L—standard headroom 
— 37 foot lift without over- 
lapping. Trolley mounted. 


Type H—for close headroom, 
with plain trolley, cross- 
mounted. 





W 


WRIGHT 


Ip fA Say 


ELECTRIC HOIST ' 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
mtn: & AMERICAN CHAIN & CABLE 
\A CA 


react SOP © >) In Business for Your Safety 
mark WY | 
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“YOU GUYS SEE YOUR 
PICTURES IN THIS DOUBLE-SPREAD ON 


MORSE 20%” TOOLS?” J 


SURE-AND 
1M STILL TAKIN’ THIS 
REAMER HOME AT NIGHT 
TO BE SURE NOTHIN’ 
HAPPENS 
YEAH, AND 
TO IT! 
I’M DOIN’ THE SAME 
WITH THIS MORSE-ELEC- 
TROLIZED DRILL... IT’S 
STILL GIVIN’ ME 8 


YOU SAID 


TIMES MORE 
IT, BROTHER— 


HOLES! 
eg aney THE ONLY BUILD-UP ON 


THESE MORSE~ELECTRO~ 
YOU CAN 


SAY THAT AGAIN! 


LIZED CUTTERS IS MY 


PIECE—RATE! 
THIS MORSE~ELECTRO— 


LIZED TAP IS GIVIN’ ME LESS we 
DOWN-TIME...MORE 





PIECES... MORE 
DOUGH! 


Morse 2-page color ads in the user magazines are spread- 
ing the word on Morse-Electrolized Tools . . . and “the 
word” is something to read! For typical examples, read the 
shop-talk of the 4 machinists here . . . that’s what every- 


one is saying all over the country. 


Here’s proof, made plainer every day, that anyone who >t] Franchised Distributor 


. ‘ . i | ne (Under the Morse Code) 
uses Cutting tools can’t afford to use anything BUT Morse- Sf MORSE ELECTROS EY, *MFD’s Salesmen of 
" . one / - and PROVE | TOOLS can = 
Electrolized Tools. And that’s why MFD* salesmen are the \ *+ Such statements as these 
es MORSE Twist Dey : 
; ; ° : : 1@ § — 
busiest men in town . . . trying to keep up with the wild- ‘e7 NEW BEDFORD, mae" co. 























fire demand for the longest-lived, lowest-cost tools that 


industry has ever seen! 
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SERVICE 


Life! 


@ PERMANENT GRIP... 
accurate, sharp threads 


@ SMOOTH FIT... 
tough, true shanks 


@ NON-SLIP... full, wrench fit 


WITH 
REPUBLIC UPSON 


"200 and Nui. 


--from the more than 20,000 
members of the REPUBLIC 
UPSON Quality Line. 


* 
REPUBLIC STEEL CORPORATION 


Bolt & Nut Division 
CLEVELAND, OHIO ° GADSDEN, ALABAMA 
Export Department: Chrysler Bldg., New York 17, N. Y. 


[REPUBLIC 


STEEL 


whic upson 


BOLTS AND NUTS 
E ae o 
—— Y ae ee ed en cea ee ee cee ee ee ee 
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The building of the present Bunting Distributor > 
organization has not been a matter of weeks 5 
% or months; it has taken years. ; 
\\. Beginning before the war and finishing in these first 
post-war years we, at Bunting, know we have the 
finest Distributor organization in our history. 
These Distributors have, instantly available for you, 
Bunting Standard Stock Bearings and Bunting 
Bars of Cast Bearing Bronze. The leading Distributor in 
your community is, almost certainly, the Bunting 
Distributor. The Bunting Brass & Bronze Company, 
Toledo 9, Ohio. Branches in Principal Cities. 


BRONZE BEARINGS 
PRECISION BRONZE BARS 
BUSHINGS 
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You're looking at an instruction class in machine 
operation for salesmen — distributor salesmen. It’s 
a new Walker-Turner service, added recently to 
make selling easier, and more profitable, for the 
industrial distributor. 

In time, every Walker-Turner Distributor will 
have the benefit of this training program. The 
product knowledge gained from such briefings 
will give the distributor’s salesman a real competi- 
tive advantage . . . help him to get a bigger share 
of the metal and woodworking machine business. 


Re . LATHES + TABLE SAWS - 


RADIAL SAWS, 
JIG SAWS -* 


a 
ii 


; 
i 


A 
' 
‘ 
‘ 
‘ 


is 





oe - 


Here is another example of how Walker-Turner 
designs for sales. Now, with a well-informed 
sales staff, the distributor can take full profit- 
advantage of Walker-Turner’s strongest selling 
point: machines built with the customer's special 
needs in mind. Write for complete information. 


SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS 


KEARNEY 8TRECKER) 


eT” 


WALKER-TURNER DIVISION 


PLAINFIELD, NEW JERSEY 





TILTING ACTION SAWS 
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BELT and DISC SURFACERS 


™ ©_@O@iTitta- laze 
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... Speeds TV Production 


“a 


| 
’ 





Plenty of power is needed to start and drive self-tapping 
screws fast on TV assembly lines. But torque must be 
automatically, accurately limited or threads strip, delicate 
electronic parts crack and crush. 

That was the problem a leading electronics manufac- 
turer faced. Other drivers were tried. But it took the 
versatile Millers Falls No. 50 with patented ‘“‘Adjustomatic” Clutch 
to solve the problem. 

Today this manufacturer is using 36 of these powerful, super- 
sensitive tools — with an additional 36 to go into service shortly as 
new TV tuner lines are started. 

Stories like this are typical of the outstanding performance you can 
offer your customers — and the volume of sales you ‘can obtain — 
when you carry Millers Falls ““Adjustomatic’” Clutch Screw Drivers. 

Available on the suspension-type No. 50 and pistol-grip ‘“Dyno- 
Mite’”’® Screw Drivers, Millers Falls ““Adjustomatic” Clutch can open 
up highly profitable new business for you in local plants wherever 
delicate assembly work is performed. 

Write today for complete details on the profit possibilities offered 
by a Millers Falls distributorship. Millers Falls Company, Greenfield, 


Massachusetts. 


Millers Falls SaZer- Seaective 
“ADJUSTOMATIC”’ SCREW DRIVERS 


OTHER HIGH PRODUCTION, HIGHLY PROFITABLE MILLERS FALLS ELECTRIC TOOLS INCLUDE: DRILLS, POSITIVE-CLUTCH SCREW DRIVERS, 
NUT RUNNERS, STUD SETTERS, BENCH AND PORTABLE GRINDERS, BUFFERS, POLISHERS, SANDERS, HAMMERS AND CIRCULAR SAWS, 
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Jacking Up Sales 


PUT A NEW PEAK— 
in Summer Sales! 





Ab as 


nooet? | 


\ 





Sure you can! Summer may be 
vacation time in some lines .. . 
but not in jacks. When buyers 
say “No soap!” to other things, 
dig into your bag of tricks and 
come up with jacks—Simplex 
Jacks, that is. Then you'll get ac- 
tion—and sales. Construction work, in particular, is booming ... 
and you don’t have to dig tco deep in the mining field to uncover 
a good vein of prospects. Remember, summer is an especially 
active time for jack usage. 











Vu 
esairetae 


ONE MAN “FLOOR SHOW” 


The old time vaudevillian who could “do anything” can’t hold a 
candle to T-K’s famous Util-A-Tool. Here’s a low-cost work-saver 
that easily handles a score of maintenance and repair jobs. Ver- 
satile? Just one unit .. . and it pushes, clamps, holds, pulls, bends, 
lifts, spreads, lowers, etc. Use it as your summer “sales opener” 
you'll find it the right tool for more profits. 


Until the Law of Gravity is 
repealed—there'll always 
be a big market for jacks 
... and, remember, there's 
a Simplex Jack for every 
job—large or small. 


“THE LONGER A PRODUCT'S LIFE, THE LESS ITS COST”, says 
Kreolite News. How true! This apt axiom of sound buying applies 
particularly to jacks. The “length of life’ expectancy of a jack 
should be an important factor in every purchase. Pre-testing of 
T-K Jacks proves that they can be depended on to do a full job 
longer. As part of final inspection. every T-K Jack is subjected to 
a load far in excess of its full rated capacity. No wonder you can 
be confident of extra long service life when you sell Simplex. 





EVERY MAN HIS OWN SOOTHSAYER 


It doesn’t take the seventh son of a seventh son to predict that 
Simplex distributors, who avail th lves of ial Simplex dis- 
tributor ads, are the most likely candidates for a new car, another 
yacht or other tangible rewards. Which is why we suggest that 
you talk to your T-K representative and ask him to show you this 
sales-making series. These ads really get results .. . and Simplex 
distributors harvest the profits. 





HOW TO 
BET ON A 
“SURE 
THING” 


You can't 

when you tip off 
your customers 
that 

Screw Jacks lift 
88% easier... 
THEY DO AND 
YOU CAN PROVE 
IT. A single 
chrome-moly ball, and floating cap, makes this possible. This, and 
many other important features, make the Simplex Screw Jack as 
near to a “sure thing” as you might ask for. You can bet your 
bottom dollar that these jacks will give you worth-while sales vol- 
ume. (Be sure that you're supplied with the latest Bulletin, Indus- 
trial 49, to help you sell. 














PUNCH IS IMPACT—Timed Right! 


Desk-pounding sales enthusiasm is swell—sometimes. But most 
jack salesmen find it pays to soften up the point of impact for 
their “Sunday punch” by using effective sales literature to help 
their timing. You'll find this true, too, with Simplex Jacks. Make it 
a point to pre-sell your prospects with Simplex bulletins, catalogs 
and other potent sales help. This strategy works—-salesmen tell us! 


TEMPLETON, KENLY & CU 


1036 S. Central Ave., Chicago 44, III 
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Sucu things happen even today. Industrial supply 
salesmen have a lot of merchandise to think about. It’s 
easy to overlook everyday items while concentrating on 
“big unit” specialties or equipment . . . easy, therefore, 
to miss some of the more logical orders by not asking 
for them. 


Among the most prolific items to “‘speak for’’ are 
FILES—an industrial consumer item if there ever was 
one. Like all abrasive tools, files are wear-away tools— 
“consumable.”’ Even though the user gets a break in 
the longer-lasting quality of Nicholson and Black Dia- 
mond brands, there’s always an accumulating need of 
a fresh supply. 


“Keep asking for that file order,”’ is what an aggres- 
sive Middle Atlantic distributor has been pounding into 
his salesmen. “If you don’t, somebody else is going to 
walk away with the order.” 





Nicholson field representatives will be glad to help 
you organize a go-get-’em file-selling program—backed 
by plenty of sales ammunition. When shall he call? 


Seto, NICHOLSON FILE CO., 42 Acorn St., Providence 1, R. 1. 
@ u.s. a* 


(In Canada, Port Hope, Ont.) 


FOR EVERY PURPOSE 
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From past experience you know how varied can be the 


types and sizes of bolts requested by your customers. 


Yet, meeting their needs becomes relatively easy when 


you handle Bethlehem Bolts. For Bethlehem Bolts are 
made in hundreds upon hundreds of individual types and 
sizes. Bethlehem Bolts are good bolts, too... good quality 
- -- good sellers .. . good builders of repeat business. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


INDUSTRIAL DISTRIBUTION * AUGUST, 1950 





} 
y 


What..... 
> NO rabbit 7 


a 


No. But you can show your customers a nice 
bit of time-and-money saving magic in Bright- 
boy—with a very profitable effect on your 
sales. 


Here's how: By selling Brightboy as a sub- 
stantial timesaver in metalworking, wood- 
working and plastic products manufacture. 
Brightboy BURRS, FINISHES, CLEANS, 
POLISHES, IN ONE OPERATION; bridges 
the gap from the rough grind through the 
buff. Brightboy’s abrasive and rubber work 
together in a combination action that means 
time-savings of up to fifty per cent for your 
customers. They'll like that! 


: 
é 
: 
: 
. 


Widely adaptable Brightboy comes in wheels, 
sticks, rods and blocks for machine and man- 
ual use; can be shaped to contour, works to 
close tolerances. And from your standpoint 
turns over fast and often. Brightboy is a 
“sales natural” that ties up with the sale of 
logically related products: cutting tools, files, 
coarse abrasives. It is a “must” to round out 


your complete abrasive service to customers. 


Would you like a Brightboy Selected Distrib- 
utor Franchise? There are some mighty at- 
tractive territories open. Write for details. 


BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO., Newark 7, N. J. WHAT 
America’s Pioneer Manufacturers Abrasive 
of Rubber Bonded Abrasives Plus Rubber 


BRIGHTBOY 
DOES: 


Bridges the gap between the rough grind and the buff, fre- 
quently in one operation 
Works to close tolerances: can be shaped to centour 

. Produces a wide variety of conventional and special finishes 
and patterns; frequently the final polish. 

. Requires no before-use preparation or dressing; no skilled labor 
to handle it. 
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q/ i . PACKINGS 


FOR MAINTENANCE 
ARE SOLD 
ONLY 


THROUGH 
R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, manne, Pa. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, S.C. Passaic, N.J. 
RAYBESTOS-MANHATTAN, INC. Manufacturers of Packings « Asbestos Textiles « Mechanical Rubber Products « Abrasive 
and Diamond Wheels * Rubber Covered Equipment ¢ Brake Linings « Brake Blocks + Clutch Facings « Fan Belts 
Radiator Hose *« Powdered Metal Products ¢ Bowling Balls 
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salesmen to do a 
better selling job. 


FOUR 1950 BUSINESS PROGLEMS... 





- 
ory? 


Son Choosing repu- 























3, Balancing your inventory for quick turn-over at 
low cost. 














4. Delivering the 
goods on time. 











...and how to solve them on fittings for wire rope and chain 
CONCENTRATE ON LAUGHLIN becouse: 


Laughlin helps you equip your salesmen to do a 

better selling job by providing the easiest-to-use, 
most educational catalog in the industry; p/us such door- 
opening sales leaders as: “‘Fist-Grip’’ Wire Rope Safety 
Clips; Safety Hoist Hooks in a wide range of sizes and types; 
Clevis Grab and Slip Hooks; Weldless Rings and Sling Links; 
genuine “Missing Links,’’ oval and pear-shaped; large-eyed 
Grab and Slip Hooks; Pad Eyes for welding; Lifting Eyes; 
newly designed Turnbuckle Eyes; Plow Steel Wire Rope 
Thimbles; plus a full line of shackles, wire rope sockets, 
turnbuckles, hoist hooks, eye and ring bolts, etc.; p/us con- 
sistent national advertising to back up your sales force. 


Laughlin helps you choose a reputable line with 
&> a fair profit margin by giving you the widest selec- 


tion of well-accepted fittings from any one source with sug- 
gested resale prices that make your profit picture look rosy. 


Laughlin helps you balance your inventory for 

quick turn-over at low cost by giving you a liberal 
freight allowance on 100 Ib. shipments so you can avoid 
parcel post, express and minimum transportation charges. 


Laughlin helps you deliver the goods on time 
Oo by living up to the motto “Ship today” from a large 
stock constantly maintained for the convenience of you and 
your customers. 

SO, if you’re interested in more profitable business in 1950, 
it will pay you to get the whole story from a Laughlin repre- 
sentative. THE THOMAS LAUGHLIN COMPANY, 
Portland 6, Maine. 


a 


_4 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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ROUND 
Sling Chain 
Any length. 
Single, double 
3-way, 4-way. 
Any pattern 














Steel Sash Brass Safety 


Double Jack Single Jack 


Proof Coil or BBB Coil e » _— 
E 2 » » S$ Hooks Repair Links Slip Hooks Cold Shuts 


Liberty Coil—Twist Link 


2 VELAND (HAIN 


Liberty Coil—Straight Link 


SOOGOOOGOOOG «7s Setene Cintn ee ce 
Cleveland 5, Ohio 


Liberty Machine—Twist Link 
— i ee vaelige, ROUND Associate Chain Companies: The Bridgeport Chain 


& Mfg. Co., Bridgeport, Conn. * The Cleveland Chain & 


Lock Weave or Triumph Pattern Mfg. Co., Cleveland, Ohio * Round California Chain Co., 


So. San Francisco and Los Angeles, Cal. ¢ The Round 
— a a Chain & Mfg. Co., Chicago, Ill. * Seattle Chain & Mfg. Co., 
Buckeye or Brown Pattern Seattle, Wash. * The Southern Chain & Mfg. Co., Birming- 


A-2788 ham, Ala. * Woodhouse Chain Works, Trenton, me J. 
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Talk of the Trade 

















WHAT A TRIP: It'll be a long time before Leon Wat- 
kins (Watkins, Inc., Wichita) forgets his recent trip 
East . . . After the convention in Atlanltic City, Leon 
spent a week visiting suppliers .. . He wound up in Mary 
land, took a plane to New York and had a reservation 
from N. Y. to Kansas City . The only trouble was that 
there was a six hour layover in New York . . . Leon 
decided to kill the time by going to a movie . . . He did 
... And when he left the theater he strolled into a drug 
store for a Coke .. . As he started to seat himself at the 
soda fountain, he slipped and fell . . . His leg was broken 
in two places . . . Leon’s experiences with a county hosp 
tal, amubulances, etc., was a harrowing one but finally 
things got straightened out—including his leg in a cast 

He flew home in a cast and, at last reports, was 
doing well but fully determined that the next time he 
gets thristy he'll seek refreshments at a bar and not a 
soda fountain. 


ATTENTION BACHELORS: John A. Riechman 
(Riechman-Crosby Co., Memphis) thinks the supply 
industry should organize a club similar to the one he 
belonged to way back in 1913 . . . The club’s reason for 
being was to raise funds for needy children . . . It was 
called the “Bachelors Baby Club” . . . Any unmarried 
male, over 21, who wanted to go gallivantin’ in Memphis 
in the evening had to pay a privilege tax and carry a 
license . . . The “ordinance” said that any bachelor loose 
after dark could be challenged by “any unmarried woman, 
married man or police officer” to show his credentials . . 

If he did not have the credentials, he was subject to a 


fine of not less than $5 or more than $50... If he didn’t 
pay the fine, he had to work it off by pushing baby car 
riages or baby sitting—at the rate of 40 cents a day... 
The fund sent needy children to camp during the sum- 
mer and provided milk for babies . . . Well, who's going 
to sign up? 


TRUE GOLFER: We couldn’t get his name but one 
of the guests at the Keystoners’ birthday party, certainly 
proved himself to be a golfer ‘‘with nerves of steel’, as a 
sports writer would write . . . It was on the 18th green, 
the golfer had lined up his ball, everything was quiet, after 
what seemed to be several minutes, he started his back 
swing and, as if that were a signal, a cotton-tail bounded 
out of a sand trap and scooted right in front of the putter 
.. . If the golfer blinked an eyelash, you’d never have 
known it .. . He stroked the ball evenly and smoothly 
and made it—a 25-foot putt ... And to think I miss them 
at three and four feet with no interference . . . It was quite 
a party the Keystoners held; officers and committees can 
take a deep bow for a job well done. 


SILLY: Have you heard the one about the fellow com 
plaining to his friend about not being able to sleep . . . 
“I’m having a devil of a time,” he said, “I get to bed and 
doze off but I just keep seeing red and green lights.” 

His friend was concerned and inquired: “Have you seen a 
psychiatrist?” . . . “No,” was the reply, “just red and 
green lights.” . . . Well, you do have to remember it IS 


hot in New York R. W. B. 
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Fast-Action 
Bronze Gate Valve 
125 Ibs. steam 200 Ibs. O.W.G. 





NO OTHER VALVE 
of its type 
HAS THIS FEATURE! 


Notice the guide rims (A) of the discs which 
rotate freely on the guide tracks (B) cast in 
the body, as the valve opens or closes. This 
roller action provides a self-cleaning and 
polishing effect, and also distributes the 
wear, since the seating position of the discs 
changes with each closing. Rapid, uneven 
wear is prevented, and continuous tight 
closure assured. 





co JENKINS DISTRIBUTORS 


In the new Jenkins SWINGTITE Fast-Action 
Bronze Gate, the exclusive rolling disc and guide 
track design lengthens valve life and assures 
maximum tightness as it prevents uneven wear of 
seating surfaces. Only a quarter turn of the spindle 
is needed to open or close the SWINGTITE. 
Here’s a valve the Jenkins Distributor can 
sell with confidence—yes, and with ease, wherever 
full, free flow is essential, and valve opening or 


closing must be instantaneous. Out of Jenkins 


broad knowledge of valves and valve service has 
come a Fast-Action Bronze Gate that will quickly 
win preference throughout industry—for quality, 
for design and performance. 

It all adds up to more valve sales for the 
Jenkins Distributor—another reason why in 1950, 
as for years past, Jenkins will continue to be the 
preferred valve franchise. Jenkins Bros., 100 Park 
Ave., New York 17; Jenkins Bros., Limited, 


Montreal. 


Advertisements featuring the new Fig. 302 SWINGTITE 
Gate are appearing in current issues of leading indus- 
trial magazines—in the chemical, engineering, mining, 
textile, paper and food fields. Another news-making 
valve by Jenkins Bros. . . . another profit-making oppor- 
tunity for Jenkins Distributors. 


nhens bFre 
o (Frey 


Valve designed to swing more sales... 


ORY SOCEM SLD, ERC LOIS 





put it ona 
Republic 
hot material 


conveyor belt 


@ Republic's Super Excelo Hot Material Belting is 
a rugged, versatile belt that’s setting dramatic new performance records in 
every industry. 

At Carlsbad, New Mexico, a 24-inch, 740-foot long Super Excelo Hot Material 
Belt operates 20 out of every 24 hours under a continuous load of hot potassium 
salts. Average temperature is 325° F. 

This installation, at the International Minerals & Chemical Corporation, is a 
typical example of Super Excelo’s adaptability to high temperatures and difficult 
working conditions. Five plies of 32-ounce, specially treated duck provide the 
necessary inner strength, while a 3 16-inch top cover gives the belt extra 
resistance against heat. 

Check your catalog for the many other possibilities Super Excelo Hot 
Material Belting offers your prospects in better performance records and lowered 
operation costs. Remember, if it’s hot . . . it belongs on Republic Belting 


REPUBLIC’S 5)-POINT POLICY 


@ A LINE of rubber items sufficiently complete to permit effectively supplying the 
requirements of the trade solicited. 


A QUALITY of product uniformly good and capable of delivering service results 
that should reasonably be expected 


A PRICE basis inducing and making possible aggressive competition with reason 
able profit return 


FREEDOM from competition from his source of supply, either direct or indirect, 
among the trade covered by his day to day solicitations 
Mr. Luis Zork, President of the Zork SELLING helps of reasonable amounts so that his sales force may be given the 
Hardware Company, Republic's advantage of specialized training and a knowledge of the product sold 
Distributor in El Pas Texas 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber & Tire Corporation 
YOUNGSTOWN, OHIO 


INDUSTRIAL DISTRIBUTION ©* AUGUST, 1950 








—Industrial Distribution- 





Uncle Sam Defines Salesman 


COUPLE of days ago I came across a book put 

out by the Division of Occupational Analysis of 
the U. S. Employment Service entitled “Dictionary 
of Occupational Titles.” In this impressive array of 
all things man does to make a living, some 40,000 
jobs are identified. 

First off, I turned to “Editor, Trade Paper’’ to see 
if the compilers of this volume knew what they were 
talking about as far as my job is concerned. They 
did. And in the process of thumbing through the 
book I came across some exceedingly intriguing job 
titles. How about “Hotbed man?” Or “Butt Press- 
er?” Titles range from ‘“Accommodator” to “Zach 
ero.”” And from “Obstetrician” to “Pallbearer.” 


Two Definitions 


Ihe thing that interested me most, however, was 
definitions of two kinds of salesmen. We have both 
types in this industry. Here they are, comments in 

are mine. 


“SALESMAN, WHOLESALE—commercial trav- 
eler; drummer; salesman, road; salesman, traveling; 
traveler. Calls on prospective buyers in the retail 
market, or on industrial consumers, and solicits or- 
ders for merchandise, the selling of which requires no 
professional or technical knowledge, but may require 
a trade knowledge based on familiarity with the prod 
uct sold: Attempts to interest prospective purchasers 
by showing sample articles or displaving a catalog. 
Points out the salable features, merchandise value, 
durability, economy, or other merits of the product. 
Quotes prices and credit terms. Tries to complete 
sales with hesitant purchasers by offering reductions 
‘Could this possibly be true?], giving information 
regarding contemplated price rises, or obtaining the 
good will of the purchaser, frequently by entertain 
ing him. Takes orders, forwarding them to home 
office. Makes periodic reports of business transac 
tions, keeps expense accounts, studies trade periodi 
cals [I love this], and keeps informed of price 
changes and other marketing conditions. Attends 
sales conferences and other meetings to exchange 
sales information. Usually operates within a_ re- 
stricted territory, making periodic calls on customers 


May collect payments for products sold. May esti 
mate cost of installing industrial equipment.” 


“SALES ENGINEER-sales-engineering consult- 
ant; salesman, industrial. Sells chemical, mechanical, 
electrical equipment, industrial supplies, or services 
that require professional or technical knowledge over 
and above a trade knowledge based on familiarity 
with equipment, products, or services sold: Calls at 
factories and industrial plants and on engineers, archi- 
tects, and other professional and technical workers, 
attempting to convince prospective customers of the 
desirability of purchasing from him. Computes the 
cost of installing equipment and calculates saving in 
production costs anticipated by use of equipment. 
Makes estimates from blueprints, plans, or other rec 
ords submitted by potential customers. Draws up and 
proposes changes in equipment or use of materials 
which would result in cost reduction or more eff 
cient operation of enterprise [This is the line we 
have been talking—sell solutions to customer prob 
lems}. Usually specializes in selling one product ot 
service or a group of closely related products, such as 
electrical equipment, industrial machinery, air-con- 
ditioning equipment, chemical goods, mineral prod 
ucts, or electricity and gas for industrial purposes.” 


What Kind Are You? 


On the average, I would say an industrial distribu 
tor salesman would fall [not literally, of course] some 
place between these two definitions. To be sure, we 
have lots of salesmen in the sales engineer category. 
But we also have a very substantial number of 
“Salesman, Wholesale.” The training efforts of 
manufacturers, distributors and salesmen, on their 
own hook, should be directed toward increasing the 
percentage in the higher category. 


Ratti Maariihns 
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THE DOPE SHEET for the weekly races was prepared by Assistant Sales Manager 


4 CLOSE RACE but 


up at the last minute 


Salesman-Jockey McAllister came 
to win the Williams Hardware sweep 


NE ep ePID ( AALS | IM PE 


LAST WEEKS RACING HIGHLIGHTS, 


AT THE WWERE BARES 
OO GETTERS RACE eer. 








Joe Walser's horse, <nowledge, always 
wanted to jump the fence to catch up 
with the horses in the lead, but 
finally Joe got his horse under con- 
trol and he ran the complete circle,~ 
ending up with 9 races won this 

week. I don't think any jockey 

can beat 9 races won in a single 

week of racing, do you think 

so? 


Jockey Young, riding his 
horse, Ability, is mak- 
ing a someback, He won 
6 races last week. 


Tom Young is now wearing his 
racing cap baciwards. Do you 
suppose he thinks he is cutting 
down wind resistance? 


é y. Kleinschmidt 


SY 


ook, ee” 


Pemrite TT been bribing his 
horse, Imagination, giving him 
an extra bucket of oats for 
every race won, It must be 
working as Jockey Femrite won 
2 races lest week. Imagine- 
tion hed better not think too 
strongly about the oats as 
Jockey Julen is riding his 
horse, Seles Plenning, very 
herd. . « 


— 


he 








Anderson. It whipped up enthusiasm and kept it at a high pitch. 
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stakes in Minneapolis. 





McAllister (center in right photo) 


is rewarded by Vice-President Howard and Harold Anderson. 


For A Sure Winner, Add id Showmanship 


Distributor beats summer 
doldrums by staging “horse 
race”’ for salesmen with cash 
awards at stake; uses I. D.’s 
Q&A pages to increase prod- 
uct knowledge 


You MAY THINK summer doldrums are 
tough to lick but H. D. Howard, vice- 
president and general manager of The 
Williams Hardware Co., Minneapolis, 
has a system which he believes will 
help overcome inertia any season of 
the year. Mr. Howard's recipe is 
extremely simple: 

1. Take a group of salesmen who, 
like all other human beings, are 
susceptible to ups and downs that 
affect their activity. 

2. Determine what will help them 
in their work. 

. Mix with a tangible incentive. 

.Garnish with showmanship. 

. Serve with a flourish 

Mr. Howard’s latest bit of showman- 
ship was the staging of a “horse race” 
sales contest with the tangible in- 
centive being cash awards and a $100 
cash “sweepstakes” prize. As for de- 
termining what will help salesmen in 
their work, Mr. Howard knows there 
is nothing more basic and more help- 
ful than product knowledge. One of 
the most recent ways in which Mr. 
Howard served up product knowledge 
was with reprints of Inpusrriat D1s- 
TRIBUTION’S question and 
pages. 

“Serving with a flourish,” to Mr. 

Howard, means keeping salesmen well- 


answer 








informed as to the progress they are 
making in sales drives, etc., and doing 


it in interesting and novel ways. ~ = 
Take the horse race game for ex- TO SELL GRINDING 
ample. It would have been simple to AR AC HB WES 


issue a mimeographed sheet showing 
the standings but Williams Hardware F S F 
accomplished the same result “with a NEEU TH AN W RS 4 
flourish” by turning the job over to WHY KEEP YOUR NOSE TO THE CUSTOMER'S ( hs 

Harold Anderson the sales depart- GhINDSTONE WHEN YOU Cal SELL NIN A 

ment. Mr. Anderson not only com- WHEEL-DRESSER? a ‘ Yh THEY'RE 
piled a straightforward weekly list of QUESTIONS, THEN TURN TO HE NEXT (a if Pr 
standings but attached to it a yellow PAGE FOR THE ANSWERS. RIPES 


cartoon “tip sheet” that gave the latest 


fachateman xt Witians tat | TO SELL BAND SAW BLADES 


ware was assigned as jockey to a 
“horse.” The Toate all canted names an WOU RY & BE iD THE ae 
that tied in with selling. The names YOUR FEED ON BAND-SAW SALES? W. An 

included More Calls, Hard Effort, Ou THe SETA CSER? LEP OUT tue Teusron 

Ever-Ready, Merchandiser, Pre-Ap- PAGE FOR THE ANSWERS.” —— 

proach, Demonstration, Cooperation, Questions: 

Determination, Courage, Confidence, , 

Imagination, Dependability, To The Eine tinuous band-saws are of two 


mesic Aukiion Coateun, We TO SELL ELECTRIC TOOLS 


ergy, Personality, Knowledge, Optim- YOU NEED THE ANSWERS 


ism, etc. 


Each Friday night the salesmen re- LOSING VOLTAGE ON YOUR SALES oF 
ported their weekly results, using a nS eee ee tae 
special mimeographed form. Specified ON THE CURRENT WITH THESE 16 
lines were pushed, of course, and for QUESTIONS, THEN SWITCH TO THE 


LAS WIERS 0. 
each $50 worth of products in these a oo ee - 
lines that a salesman sold during the Que st ions: a heh 

b 


ca 2m: 
week he was credited with winning Le Subic the following teens fer ~Tyek 
one race. For each race he won, a ert ee electric drill parts: “i, IL ; 2h - 

. ‘ 7 2 (a) End Handle (c) Spade Handle ; aS 
salesman received a chance in the ib} side Hendie (4) Pipe Handle HAT fy ifs nat AGW 
sweepstakes. The standings changed 
every week and it wasn’t until the final 
week that the eventual winner of the 


“sweepstakes” stepped out in front. TO SELL N UTS AND BC NTS= Ee 
Product Knowledge ‘om SALES AVERAG = OW FASTENERS \YOU NEED ee 


As for the dispensing of product Gh RB eg 
: T HOT-HEADE E “ 
knowledge, here again Mr. Howard : . - — YOUR FATIGUE A ne ! ANSWERS 
believes in employing a bit of show- 0 SE QUESTIONS, THEN TURN 70 . 
IEXT PAGE FOR THE AuSWERS. suaalieiansapianesteniienerarnaneaaites: 
manship. His first step was to obtain = - Pa 12. eine vinieahalt-ncsein tee 
reprints of InpusrR1AL DisTRiBUTION’S Questions: (a) the surfece of thread which 


ure ‘ 
question and answer pages. And, al- they say, is only as aban an at ose Geer aes ee 
though the reprints were complete wy \ | strong a3 its contact with the work (c) the sur- 
within themselves, Mr. Howard did Cont ///, weakest link. face which accommodates the wrench. 
not hand them out to the Williams \4 pay 8 Sr ne Wiss: gaia tei aiiaee ait 
salesmen immediately. Instead, he had ASW Al) (a) the root head of a bolt and the nut is said 
the pages reproduced separately, add- te Seer i oka cee eee 
ing line drawings by Mr. Anderson. \o [Ks the pitch a) twice the thickness of the 
Then, over a period of weeks he dis- a Hi ave sea go pe apn A grr Bo voy To 
tributed the individual pages. At sales 3 ‘i Le ae 
meetings, the questions became a and 3 ike How would you define # properly 
major topic of discussion. PORE? 108% 
Once all the pages had been used, iis 25 can you define 15. \hat is most likely to happen 
Mr. Howard distributed the reprints, // WS streagth ef © teit? pot Rare Re A Ky in- 
giving the salesmen a bound copy that alD (b) tae fatigue ~ 
makes it easy for them to keep for of |] ~~ je 2es Sats enturence ie) jeevepens as 
future reference. Had he distributed /L/} 2} 3+ Cold working will as otress renge Geucmene tet ata 
the bound copies, originally, Mr. How- Hal tile meena ot ten- not affected by stress range. 
ard felt that the salesmen would view / steel bolts (b) de- 17. Hot pressed nuts ere usually 
the 32 quizzes as “too much to study” crease their tensile covered by « black omide scale to 


and would not spend as much time PRODUCT INFORMATION, in an easy-to-take form was supplied with repro- 
on them. ductions of Industrial Distribution’s question and answer pages. 
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DEMONSTRATION of portable electric saw is given to turer’s man, as Bud Flore, salesman for Standard Industrial 
owner of woodworking shop by J. L. MacDonald, manufac- Supply Co., Inc., Springfield, Mass., looks on. 


Small Shops Spend Money, Too 


One-man wood and metalworking shops can provide a steady source of income; 


distributor goes after the business with a specially designed sales effort 


Ir pays to investigate the possibilities of profit from all 
types of buyers of industrial supplies, the small shop as 
well as the large, according to S. E. Shaw, sales manager 
of Standard Industrial Supply Co., Inc., Springfield, Mass. 
Several months ago the management of Standard 
inaugurated a drive to increase sales to small woodwork- 
ing and metalworking shops and local contractors. 
Already, repeat calls have boosted sales and goodwill, 
and Mr. Shaw expects profits to take a jump as soon 
as the initial costs of starting the sales program are 
amortized. 
[he management of Standard went after the small 
customer potential in a carefully organized manner. 
According to Julius Siegel, president, small shops and 
contractors in the Springfield area had not been receiv- 
ing the attention they deserved. It was a seller’s market 
in industrial supplies during and after the war and sales- 
men had gotten out of the habit of calling on small 
accounts. With the decline in sales of industrial sup- 
plies last year, most salesmen, according to Mr. Siegel, 
increased their efforts to hold their big customers instead 
r'YPICAL call on small customer takes Bud Flore, and of looking for new, smaller ones. 
John L. MacDonald, sales representative of Independent A check with the telephone directory and Chamber 
Pneumatic Tool to one-man woodworking shop of Commerce records revealed many one and two man 
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PROSPECT list of woodworking and metalworking shops 
and contractors is compiled by S$. E. Shaw, sales manager, 
and Bud Flore from telephone book. 


shops in Springfield, as well as home and small store 
contractors, on whom calls were not being made. 

Standard Industrial Supply’s officers figured that a 
high potential should exist in this market for electric 
drills, screwdrivers, polishers, saws, grinders, power planes, 
routers, belt sanders, and portable electric saws. Fur- 
ther, they reasoned, sales of this equipment would result 
in increased sales of accessories and supplies. 

Mr. Siegel's first move toward tapping the market was 
to round out his firm’s line of metalworking and wood- 
working machinery. This entailed adding a line of 
power machinery to the line of power tools his firm 
already carried. 

So that Standard Industrial Supply would be in a 
position to offer complete service on the new line, Mr. 
Siegel sent his store manager, Chris Paulson, to the 
manufacturer’s training school for salesmen. There, he 
was given careful instruction in the construction, main- 
tenance and applications of the types of machines han 
dled by Standard Industrial Supplv. 

Because the small shops and contractors represented 
virgin territory for his company, Mr. Shaw selected a 
salesman to work exclusively on these accounts. The 
man chosen was a young inside salesman, O. H. 
Flore, Jr., who had worked on the counter for som« 
time. After Mr. Paulson returned from the training 
school, he passed on to Mr. Flore all the information 
about the line he had picked up there. 

Next, after stocking the items for which there existed 
the highest potential in this market, training a service 
man and a salesman, Mr. Siegel and Mr. Shaw compiled 
a list of prospective customers. A basic list was compiled 
from the telephone directory and from Chamber of 
Commerce and Building Trade Association information. 


RE has mene nay angen 


TECHNICAL points of a tilting arbor saw are explained 
to Salesman Flore by Chris Paulson, store manager, who 
attended manufacturer's school. 


To pick up the names of any prospects they might 
have missed by this method, and to stimulate interest 
in their new lines among the shop owners and con- 
tractors, Standard’s executives held an open house and 
product exposition of their woodworking and metal- 
working lines. A general invitation was issued through 
newspaper advertisements, and small shop owners and 
contractors were urged particularly to attend. 

Guests registered at the open house for door prizes, 
portable electric saws, and wet this registration Mr. 
Shaw took the names of additional prospects. 

As a help to the salesman, the company is running a 
series of newspaper advertisements publicizing the sup- 
plies, equipment and service that are available from 
Standard. These advertisements are slanted directly to 
the users of Standard’s woodworking and metalworking 
lines, and appear biweekly on Sundays in the local news- 
paper. The management currently is considering increas- 
ing the advertising to a weekly schedule. 

Mr. Flore schedules calls to all the prospects about 
every two weeks. Primarily he tries to push the machinery 
and equipment items, but, of course, also takes orders for 
accessories and supplies. 

He is often accompanied by a factory representative. 
On a typical call, he takes along some portable tool to 
demonstrate to the shop owner. 

Both Mr. Shaw and Mr. Siegel feel successful selling 
to this type of customer will depend on how well they 
educate customers to the economies of using machine 
tools. 

“Sales are up considerably,” Mr. Shaw said, “and it'll 
be only a short time before we are making real money. 
These men need what we have to sell, and it’s just a 
question of finding them and selling.” 
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PROBLEM: One leg of a twin clevator set-up of feed mill broke down, closing both legs and threatening a tie-up of two 


weeks, unless Goodyear 


Rubber & Asbestos, Portland, Ore., could... 


Get Them Rolling Again... 


By giving service “above and beyond consideration of a sale’’. 


Arthur H. Allen, sales engineer, does and earns good customer 


\ CUSTOMER'S or prospect’s predica 
ment, as far as Arthur H. Allen, sales 
manager of the Goodyear Rubber & 
Asbestos Co., Portland, Ore., is con 
cerned, is the supply salesman’s golden 
opportunity It may mean giving serv 
ice “above and beyond the considera 
tion of a sale” but Mr. Allen thinks 
it is worth it 

Up until last Christmas, the Quaker 
Oats Co.’s feed mill on the Willa 
mette River in Portland seldom pur 
chased anything from Mr. Allen’s 
company Today, Goodyear Rubber 
& Asbestos supplies most of the mill's 
requirements And it’s all because 
neither the mill nor Mr. Allen “missed 
the boat’’ on the Christmas weekend 
when circumstances threatened they 


70 


would. Hlere’s the story. 

The mill makes feed of all kinds 
but also has grain terminal facilities 
which require considerable materials 
handling and power transmission 
equipment and supplies. The grain 
arrives in freight cars, is unloaded into 
the elevators and then discharged into 
process and into ships for tranship- 
ment overseas. A rigid schedule of un- 
loadings and loadings is maintained 
to make fullest use of storage and 
transportation facilities. 

Quaker Oats’ predicament, which 
turned out to be Mr. Allen’s golden 
opportunity, occurred on the Friday 
moming before Christmas. ‘There 
were two bucket conveyor legs which 
picked up grain from freight cars and 
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carried it to the top of the elevator 
for distribution into the storage bins. 
Both legs were driven by a single line 
shaft, powered by a single motor, by 
a flat belt and gear drive. If either 
leg jammed, both had to shut down: 
And that’s just what happened Fri 
day morning. Unloading from freight 
cars was at peak in preparation for a 
ship which was due in Tuesday after 
Christmas. Spurs on a large diameter 
gear, which ran one of the legs, broke, 
causing a shutdown of both legs. The 
shutdown threatened to be a costly 
one. 

It would take a minimum of two 
weeks to replace the broken gear. Mr 
\llen offered help with advice and 
was summoned. A_ two-week delay 





SOLUTION, PART I: Mr. Allen ad 


vised Jess Likens, department head, to 


SOLUTION, PART II: Working with maintenance men 
over weekend to install separate drive with chain, V-belt 


was a bogey and Mr. Allen was told 
that the main idea was to get the con 
veyors going again. After inspecting 
the set-up, Mr. Allen proposed a so- 
lution. 

He suggested cutting the line shaft 
which powered the two legs. This 
would permit operation of one leg 
from the original motor with flat belt 
and gear drive. It was done and one 
leg was in operation within four hours. 

he real problem, however, was to 
get the other leg going as soon as pos- 
sible—one conveyor was inadequate to 
handle the unloading and loading op 
eration. To get the other leg going, 
Mr. Allen suggested installing a sepa 
rate drive and promised that he could 
have it running by Tuesday, the next 


cut line shaft powering both legs, leav- In four hours, free leg was in opera- 


ing one free to operate with old dnve. tion 


working day 
light. 

he mill had an extra motor on 
hand. Although Mr. Allen did not 
think it of sufficient power for per 
manent operation, he said he could 
make it work. He worked all week 
end with mill employees to install 
the new drive. He used a counter 
shaft, roller chain and sprocket drive 
connected to the head shaft. He 
placed a stock reducer drive on the 
countershaft and connected that with 
a multiple V-belt drive to the extra 
motor which he mounted on a pivot 
base. The leg was ready for operation 
on Tuesday and the emergency was 
cleared 

Jess Likens, elevator department 


He was given the green 
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Other drive gear had broken. 


and speed reducer, all available from stock, Mr. Allen had 
both legs of elevator back in operation on the next work-day. 


head, was more than pleased with the 


results. The separate drives, he 
pointed out, made for more flexible 
and economic operations. It no longer 
is necessary to operate both legs when 
only one is needed. 

What impressed Mr. Likens most, 
however, was Mr. Allen’s drive in 
getting the elevators running again. 
Mr. Likens didn’t think that the sale 
of the base, V-belts, sheaves, reduc- 
tion unit, sprockets, roller chain, pil 
low blocks, lubricants and other items 
was sufficient compensation for Mr. 
Allen and his firm and the time and 
effort they expended in getting the 
elevators going again. 

“We can’t forget service like that,” 
said Mr. Likens. And they haven't. 
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POWER TO OPERATE all units on custom-built portable 


saw mill must be transmitted from single source and A. B 


THE MAN who knew how and made 


Southern 


the sale—A 
Pump & Suppl 


Barney 


Cur's 
Tampa 


I 


Curls, Southern Pump & Supply salesman, had the answers 
with technical information and types of products. 


Good Sales Precepts 


Following four tested principles of salesmanship 


mission items on portable saw mill; here’s just 


A. “Barney” Curts, salesman for 
Southern Pump & Supply, Inc.,“T'ampa, 
Fla., recently turned in a “‘jack-pot” 
sale of all power transmission products 
used in a custom-built portable saw 
mill. How did he do it? Merely by 
following four basic precepts of good 
salesmanship—knowing his products, 
knowing their applications, knowing 
his market and keeping in close touch 
with that market. 

Mr. Curls knows power transmission 
products and applications. That knowl 
edge was obtained from practical ex 
perience and special training. In 
addition, Mr. Curls continually adds 
to his store of knowledge from the 
experience of others, from technical 
journals and books. He feels qualified 
to work out drives for virtually any 
application 

Working in an area where the pre 
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dominant industries are citrus growing 
and canning, lumbering and phosphate 
mining, Mr. Curls has explored all 
transmission potiential from simple 
pump drives to complete materials 
handling equipment. 

Mr. Curls’ close association with 
J. W. Huff, owner of Bartow Machine 
Works, led to the portable saw mill 
sale. “I believe,” he said, “in making 
regular calls and spending as much 
time with my customers as the situ- 
ation warrants.” By calling on Mr. 
Huff regularly, Mr. Curls learned that 
the Townsend Sash Door & Lumber 
Co. was interested in a portable saw 
mill. Mr. Curls offered to place his 
knowledge of power transmission at 
the disposal of Mr. Huff. Mr. Huff 
did the basic engineering but Mr. 
Curls worked out all drives, ratios, belt 
or chain, sprocket or gear applications 





. ‘aetoey > am wemMe | ‘ 


HEART OF SAW MILL is array of jack shafts under floor 


distributing power in required rpm’s and utilizing almost 


every item in power 


Hit the “Jack-Pot” 


earns Florida salesman order for all trans- 


how he did it and the results he obtained 


The following description gives an 
idea of the problems and _ products 
that were iaveioad in the deal. A single 
150 h.p. Diesel was used for all power 
requirements on the saw mill. Mr. 
Curls recognized the fact that the use 
of a single engine made it necessary to 
utilize almost every item in the power 
transmission field and the opportunity 
was worth expenditure of considerable 
time and effort. 

The initial take-off from the engine 
was with v-belts to the first jack shaft. 
No reduction of speed was possible on 
this shaft as it powered the saw man- 
drel which operates at 1800 rpm. Due 
to the high pre as well as heavy 
loads, Mr. Curls specified pillow blocks 
and flanged units to handle bearing 
requirements on the first jack shaft and 
the two saw mandrels. Ball bearing 
pillow blocks and flanged units were 
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used throughout the equipment. 

A second v-belt drive was used to 
get a speed reduction between the first 
and second jack shafts, from which the 
line shafts connected to drive feeder 
carriage, loading elevator, dipping vat 
chains and refuse belt and blowers. 
In order to get the proper speeds and 
rotation, Mr. Curls used miter, bevel 
and spur gears with final drives being 
roller chain and sprockets. Clutches 
were used to control each separate 
operation. 

Special training to do the selling 
job he did, according to Mr. Curls, is 
largely a matter of initiative. After Mr. 
Curls completed high school, he went 
to work for Food Machinery Corp., at 
Dunedin, Fla. in the storeroom. From 
stores, where he acquired a_ basic 
knowledge of supplies, he moved up 
through the paint shop, machine shop, 
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transmission field. Mr. Curls worked 


out drives, ratios and product specifications 


welding and assembly floor 

In the meantime, Mr. Curls added 
to his practical experience additional 
book learning. He completed a course 
in business management and one in 
mechanical engineering. 

During the war years, Mr. Curls was 
made chief inspector of a force of 
about sixty inspectors. This force 
covered plants in most of the South 
eastern States out of headquarters lo- 
cated at the Lakeland, Fla. plant. 
Supervising the inspection force gave 
him further opportunities to increase 
his knowledge about plant methods 
and operations. 

After a short stretch with the Mari 
time Service, Mr. Curls returned to the 
company as_ production — planning 
superintendent. From this post he 
went into sales with Southern Pump 
& Supply 
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So You Think You Know Hand Tools? 


Well then, let’s see how handy you are at naming these correctly; 


if you need help, just turn the page and you'll find the answers 
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SO YOU THINK YOU KNOW HAND TOOLS? 





ANSWERS AND BOX SCORE 


. Slip joint pliers 
. side cutters 
. Needle nose pliers 
. diagonal cutters 
. taper tap 
. plug tap 
. bottoming tap 
. T-handle tap wrench 
. tap wrench 
. standard file types 
a. flat 
b. hand 
c. pillar 
. warding 
». Square 
. three-square 
. Tound 
. half-round 
. knife 
. Straight grip hacksaw 
. pistol grip hacksaw 
. Inverted grip hacksaw 
‘ plastic tip hammer 
5. rawhide faced hammer 
. cross peen hammer 
. brass head hammer 
8. ball peen hammer 
. Straight peen hammer 
20. center punch 
. Starting punch 
. pin punch 
. automatic center punci 
. aligning punch 
25. toolmaker’s clamp 
. hand reamer 
. tin snips 
. threaded extractor 
. C-clamp 
. ratchet screwdriver 
. Ttatchet screwdriver 
2. offset screwdriver 
. cold chisel 
cape chisel 
5. (a) round nose chisel 
5. (b) diamond point chisel 
. Scraper 
. scraper 
. Scraper 
. scraper 
scriber 
. scriber 
. pin’ vise 
. Spline type extractor 
. double-end open end wrench 
5. single oe wrench 
. Swrench 
. combination wrench 
3. box wrench 
. pipe wrench 
50. T-handle socket wrench 
. L-handle socket wrench 
. striking wrench 
. monkey wrench 
. adjustable wrench 
. chain pipe wrench 
hook spanner 
. face pin spanner 
. hollow-head screw and wrench 
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0-25 You need plenty of study 
26-40 Better take a refresher course 
, 41-55 You'll get by 
58 q y 56-68 You do know hand tools 
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FILES are maintained for “active” and “inactive” jobs by FULL DETAILS of any job are immediately available from 
EF. R. Lindstrom, Industrial Supply Corp., Richmond file. Machine records voice, plays it back immediately 


Keeping Service Experiences Alive 











PERSON—PLACE—SUBJECT—INSTRUCTIONS 





NO. OF CARBONS 


CORRECTIONS 


Sounoscamen Disc Fiten 8-226-B ConTinusp ON Disc No. 











RECORDINGS are filed in envelopes listing customer’s name, installation described 
on record, and date. Engineering drawings are kept with records 
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Engineer for Industrial Sup- 


ply Corp., Richmond, uses 
voice recorder to hold im- 
pressions, details of service 
job, keep data fresh for fu- 


ture use 


VoOICE-RECORDING the details of the 
installation of industrial equipment 
for customers of Industrial Supply 
Corporation, Richmond, _ provides 
Vice-President E. R. Lindstrom, the 
firm’s engineer and service specialist, 
with a valuable source of information 
for following similar jobs. 

Mr. Lindstrom carries a_ portable 
voice recording machine in his auto- 
mobile, and records all the pertinent 
data concerning a particular installa 
tion immediately after the job is com 
pleted. A convertor-transformer unit 
supplies 110 volt alternating current 
from the car’s battery to power the 
recorder. 

rhe records are filed in envelopes 
under the customer’s name, and cross 
filed by type of installation or engi- 
neering problem solved. Subsequently 
faced with the problem of, say, plan 
ning the installation of unit heaters 
for a customer, Mr. Lindstrom is able 
to bring completely to mind his ex 
perience with the same type of instal 
lation for another customer by play 
ing back the records he made of all 
the details of the job. 





HIS SELLING JOB ABOUT DONE, Charlie Schaefer waits confidently while the operator proof-tests his vise 


Why Sell One Vise?—“Sell Them By The Dozen” 


Big plants or small, they all use vises. 


But Charlie Schaefer wanted 


quantity sales—and got them, and won a skeleton key to the shop itself 


PHILADELPHIA probably has as much industry concen 
trated within its city limits as any other urban area in 
the country. That was one thing Charlie Schaefer, 
salesman for Diamond Specialty & Supply Co., Inc., in 
Philadelphia had in mind when he decided to sell vises 
“by the dozen.” The potential in and around Philadel 
phia was great 

Another thing in Mr. Schaefer’s favor, sales-wise, 
was the size of the plants he intended to call upon. So 
big were they that a man couldn't help thinking about 
the number of machines at work where vise sales 
might be made 

One company, for instance, ran 40 to 50 drill presses 
at one time. Every one of those presses could use M: 
Schaefer’s vise. In fact, the plant would lose money if 
it didn’t buy at least a dozen vises. It would even 
lose money, as Salesman Schaefer saw it, if it confined 
its buying to only a dozen, for that would mean work- 
ers would compete with each other for the vises at 
the tool crib; first come, first served. 


Vise Was Versatile 

Nor did his market stop there, nor his thinking. 
The vise, which was comparatively inexpensive, could 
be used as well on hand millers, on #1 millers and 
similar light milling operations. The plant mentioned 
earlier, the same firm that operated the 40-odd drill 
presses, had 8 to 12 of these milling machines in 
operation 

Mr. Schaefer had decided that only the big outfits 
could buy a dozen vises at a time. He knew, of course, 
that he might have a job of it to get out on the shop floor 
with his vise; he might have to see several people before 
he got an “okay.”” Yet it needed a demonstration to sell 
the vise; the proof of its versatility was to be found, Mr. 
Schaefer reasoned, in actual performance on the job, 
preferably on work already in production 


A Simple Presentation 
It was around these ideas that Mr. Schaefer built his 
presentation. He studied the vise and jotted down its 
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FIRST PLANT CONTACT for Salesman Schaefer is Tom 
Curtin, assistant p. a., to whom he explains the merits of 
the vise 


LAST MAN TO CONVINCE is practical-minded “Zip” 
Monaco, tool supervisor, who thinks the vise may stop th 
‘ganging up” at the crib for drill fixtures 


advantages. It was sturdy, yet easy to handle. It was 
simple to operate, easy to adjust. It was safe. It would 
take a lot of punishment, and such tools do take a beat 
ing from shopmen. He wrote down every possible advan 
tage his customers could get out of the vise, (a), (b), 
c), and so on, putting the ear-catching facts up front in 
his presentation to get himself off to a good, solid start. 

Then he experimented with the vise itself. He lifted it; 
it wasn’t too heavy. Still holding it, he picked up another 
vise. He could do that without strain, too. So he 
hefted two in one hand, still holding one in the other 
and thus found the limit he could carry into a shop on a 
single call. Psychologically, that was important to him 
For now he could get his customers to thinking quan 
tity” right from the start; in terms of “three at a time’, 
rather than one. If he had three along with him, chances 
were they'd ask him to leave all three. 


A Simple Approach 


His approach in the plant itself was normal; he fol- 


FIRST SHOP CONTACT, Frank Colline, supervisor of 
tools and equipment at the plant, is hard to sell. Mr. 
Schaefer stresses tool economies possible with the vise 


THREE VISES IN HAND, first delivery on twelve ordered, 
finds Charlie Schaefer calling ‘‘around back” at the receiving 
department of the plant. He sold 50 in three weeks 


lowed the line of authority where it led him. He had little 
difficulty, however, in seeing the men he had to see. His 
beforehand planning, his organization of product, market 
and appeal, had set him up for most of the personalities 
and situations he encountered. 

His success was slow but steady. (That, too, he had 
anticipated.) He sold only fifty of the vises in the first 
three weeks of calls. His sales in vises in the wecks fol 
lowing were equally unspectacular—in vises. But his sales 
in other products slowly began to climb. For, because of 
his campaigning in the shop for vise sales, he was learning 
more and more about his customers operations. He was 
able, here and there, to make suggestions for improvement 
of existing setups; jobs where the machinist himself, and 
his foreman, were not satisfied with results. 

And, when you come right down to it, that was all to 
the good. For no salesman can hitch his sales-ability to 
a single product—not for long, not if he wants to remain 
a salesman. Mr. Schaefer wants to remain a salesman, and 
a good salesman, for a Jong, long time. 
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AS THE 


CROW FLIES is best and fastest so Howard Long, J. E. Haseltine & Co., Seattle, 


yoards a Cessna 4-placer with Howard Dally, Acme Welder, for some hard-to-get-at calls. 


Wings Help in Covering the Northwest 


['RADING TERRITORIES with a 100-mile 
radius seem relatively easy to cover in 
these days but Seattle supply salesmen 
won’t subscribe to that. Seattle is 
the hub of the West Washington in 
dustrial area, which has a radius of 
only a 100 miles but take it from 
Howard Long, sales engineer for J. E. 
Haseltine & Co., 
problem 
That 100-mile figure, Mr. Long ex 
plained, is as deceptive as a booby 
trap. The trouble is that it is meas 
ured as the crow flies and, Mr. Long 
commented, even cannot cir 
cumvent some of the obstacles that en 
ounter Seattle salesmen 
water and the elements 
combine to give a unique and frus 
trating character to the western Wash 
ington territory In the first place, 
Seattle is located in the center of the 
territory but, cutting right the 


coverage 1s quite a 


crows 


lerrain 


into 


middle from the north is Puget Sound. 
Since the Sound is anywhere from a 
mile to 10 miles wide, it is necessary 
to endure long waits for ferries, take 
a long ferry ride or make a detour 
double the straight-line distance from 
point to point. 

In the second place, the Cascade 
Mountains which bisect the state 
north and south are only 50 miles 
from Seattle barring the way east. 
I'he passes are high up, are few and 
far between. Direct line progress east 
to west or vice-versa is impossible. 
And, just to make things tougher, 
most of the passes are closed in the 
winter because of deep snow. In fact, 
some times they are all closed, even 
if for short periods only. 

I'he development of the small plane 
is a bright spot in the picture, Mr. 
He has used it advan 
the number of 


Long said. 


tageously to increase 





calls he can make in a single day. For 
example, the straight line distance 
from Seattle to Olympia is only 45 
miles but, with the Puget Sound inter 
vening, the trip by car takes two and 
a half hours of fast driving. By plane, 
the trip can be made in exactly a half 
hour. From Olympia to Grisdale 
where another of Mr. Long’s cus- 
tomers is located, takes three hours by 
car, but only a half hour by plane. 
By car, it is a good day’s work to make 
the two calls. By plane, only a half- 
day, with time to spare. 

Being a licensed pilot, Mr. Long 
sees the small aircraft as the 
promise of increased coverage in his 
territory. Airport operators are en 
couraging; they provide car transpor 
tation from airport to town and back 
free. When more airports are built, 
Mr. Long thinks salesmen in his terri 
torv will become more air-minded. 


sole 


HERE'S SOME HELP COMING YOUR WAY 


SALESMEN, 


LIKE THE WEATHER, evervbody talks about sales funda 
mentals but nobody seems to do anything about them. 
Just to prove INpusrriat Disrrisution is on the ball, 
the September issue will be featured by a special section 
entitled “Help Yourself To Sales” setting forth the 
basic, fundamental principles of salesmanship as_ they 
ipply to industrial selling and just what the supply sales 
man who cares can do about them 

‘he section title is double barrelled. In the first place, 
the section will provide a check sheet on every aspect of 


basic salesmanship against which you, as an industrial 
salesman, can measure your performance. It will help you 
to analyze your weak points and apply remedies for th« 
defects you find. That is one way to increase sales. 

In the second place, the title implies that there are 
more sales available which is true. Only a lot of sales 
aren’t made because some fundamental of good sales 
manship is overlooked or violated. The section will spell 
out the things that make a good salesman—mental, 
physical and personal. 
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WELCOMING GUESTS at the Keystoners’ party were 
these officers and committee chairmen: Joe Casey, Nicholson 
Jillson, Buffalo Bolt; Dick Noyes, agent; Ed 


File; W. N 


AFTER GOLF, F. J. Carr and Harry 
Vollmer, Anderson & Ireland, Balti 
more, head for their car to stow their 
gear 


alia |f 


OBSERVERS at the 18th green included Charles Pearson 
and Ralph McIntosh of Maddock & Co., Philadelphia; 
Jack McCann, J. H. Williams Co.; John Usher, Auto-Car; 


Ramsdell, Spartan Saw; Bob Casey, Lamson & Sessions; 
Ed McGlynn, Corbin Cabinet Lock; Russ Hoehl, Russell, 
Burdsall & Ward; and Al Morris, Bay State Tap & Die. 


Keystoners Entertain 


DistRIBUTORS AND BUYERS in the Phil 
adelphia area were guests when ‘The 
Kevstoners staged their thirteenth an 
nual birthday party at the Llanerch 
Golf & Country Club, Manoa, Pa 
More than 400 attended the affau 
The party started with lunch afte: 
which the ind hosts played 
golf, softball and tug-a-war. ‘Those not 
engaging in sports played cards and 


After din 


guests 


watched the sports events 
ner there was a floor show 

On the entertainment 
were Edward McGlynn, 


comunitte¢ 
chairman, 


Russell Hoehl, and Albert N. Mor 
ris; on the sports committee were 
W.N. Jillson, chairman, W. Stanley 
Martin and Joseph Casey; the visita 
tion committee was made up of J. P. 
Price, chairman; Earl Hoffman, and 
I’. W. Hissey. 

Officers of the organization, made 
up of manufacturers’ men in the 
Philadelphia area, are Robert D. 
Casey, president; George L. Moran, 
Everett J. Ramsdell, 
Richard Noyes, treas 


vice-president; 
secretary; and 
urer. 


CLUBHOUSE “GOLFERS” taking it easy included: G. H 
Hickman, Theo. C. Ulmer Co., Philadelphia; Bill Davenport, 
Simonds Abrasive; J. W 


Friel, Standard Pressed Steel; and 


Percy Maddock, Maddock & Co., and Nels Koehler of RCA Mike Gardner, Hardware & Supply Co., Chester, Pa 
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WHERE IS THE SALESMAN in this picture of a machine man Arty Weber, C. H. Ticbout & Sons, Brooklyn helped 


that turns out 1,400 dozen ice cream pops an hour? Sales build it, supplying drills, reamers, taps, air-jet motors, etc. 


“Give Me the Small Shop Any Day” 


A salesman does a lot more than just sell things, if given the chance. 


Arty Weber sees that he gets chances, and makes sales, in the small plants he serves 





HERE’S WHY ARTY WEBER FINDS IT HARD GOING 
AT LARGE PLANTS ... 


Many large plants are just friendly contacts—“Good day, and goodbye.” 

You never know what to suggest there; you never know what’s being done 
nside. The p.a. just asks you to leave a pamphlet. That’s supposed to tell 
him all about the product 

You can’t teach them anything. They know it all “After all, we've got an 
engineering department, you know.” 

lhev can’t teach you anything. (How? They won't even let vou in 
They won't tell you a thing—about anything. (You might tell their competi 
tion 


AND HERE’S WHY HE LIKES “THE LITTLE GUYS”... 
hev’re always “on the make” for new ideas. Thev’ve got to be; sometimes 
their business life itself depends on the things they learn from you 
heir “open ears’ generally result in sales of your products 
They don’t have engineering departments, and they don’t have purchasing 
departments who hem and haw for eight davs before they come around to a 


small “ves.” 

Thevg« friendly as can be, the kind of good Joes you'd take home to supper, 
if vour wife would let you 

They give you the run of the plant—and all that means in helping yourself 
to “know-how’’—things vou can remember to some other good (non-competi 
tive) customer later on 

I'hey give you a chance to make a reputation for yourself as a trouble 
shooter and problem-solver 

GETTING THE ORDER at the ice 7. They're hungry for help, advice and information. They make you feel like 
cream machinery builder's plant meant somebody, the way they open the door to you and listen to what you've got 
sitting down with owner J. Phillips to sav 

corner-cutting with him on ‘costs.’ 8. Thev’re the most grateful guys in the world 

Here they talk up a H/S dnl 
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TROUBLE IN THE MACHINE that makes and packages 
the ice cream “pops;” the salesman’s cue to be useful. The 
problem: How to get the paper bags to open on schedule 


It’s A LONG HOP and a dangerous one from jobbing on 
precision parts in wartime, to building an ice-cream “pop” 
making machine in peace—but the J. & P. Equipment 
Co. has made that changeover. If they did it painlessly, 
ind with considerable financial gain, it is because of some 
large “assists” from Arty Weber, salesman for C. H 
Tiebout & Sons, Brooklyn, N. Y. distributors. And 
that’s only one of many such “‘war baby’ conversions 
brought about with the advice and help of Mr. Weber. 

For Arty Weber is sold on the small shops, and they 
are sold on him, judging by the expanding volume of 
business he gets from them every month 

He got interested in them almost by accident. C. H 
Tiebout had had a number of small accounts on_ its 
books, listed under a question-mark. Like many dis 
tributors, President H. F. Wahlig decided to find out 
what they really were worth to his firm, and Mr. Webet 
inherited the surveying job 


More Than A Bell-Ringer 


He did more than just call on these “unproductive” 
accounts, however. He got all wrapped up in what they 
were doing. He became sincerely interested in then 
rect from 


business, as well as in the business he could 
them 

He did get their business, just about 100 percent 
And as they prospered and grew, his business with them 
grew and prospered proportionately. 

When he knew something, or learned something to 
their advantage, he told them about it and helped .them 
to adapt the idea or the tool to their own operations 
When thev were doing some time, labor or machine 
saving technique, one that might be used or adapted by 
another of Mr. Weber’s customers, he asked for and gen 
erally got an okay to export the news to the other 
iccount, provided, of course that this “other account 
wasn’t a competiter. 

When the J. & P. Equipment Co. decided to mak 
ice-cream “pops” in peacetime, Mr. Weber was mor 
than skeptical; he was worried. “Where do I fit in, he 
asked J. Phillips, owner of the plant. “You trying to do 
me out of a job?” 

That was some time ago, of course, and since then 
Mr. Weber has learned that you can get as much busi 
ness out of a “pop” machine maker as you can out of the 
same firm busy making war material. For consider how 


PROBLEM IS SOLVED by Arty Weber's sale of a small 
motor that sends a jet of air through a lead-in hose at the 
exact moment the bag should open and receive the popsicle 


4 NEW PRODUCT SALE comes easy at the small shop 
where competition-conscious Mr. Phillips keeps up-to-date 


on new torils and techniques to match “big business.” 


much machinery is involved in the “pop” making devic« 
itself—an automatic dipper for the chocolate coating; 
a freezing unit that hardens the forms; a steam chamber 
that releases the ice cream shapes from the mold, a ma 
chine that automatically bags the finished “pop”; a 
conveyor that carries them to the human hands that 
package them—and so on 


And because ice cream “pop” making is a_ highly 
sanitary operation, it requires high satin finishes on most 
of the surfaces involved; motors to run the automatic 
areas of the machinery; drills, reamers, grinding wheels, 
h/s tools, threading dies, milling cutters, abrasive belts 
ind discs, portable air and electric tools, etc., to machine 
the parts as well as the finished product. Mr. Weber 
sells them everything they buy from an industrial distribu- 
tor. That can be said as well for many of the small shops 
he serves. 

He’s a mechanic to them, an adviser and a friend—and 
their doors are always open to him. “Give me the small 
shop any day—-it’s the best training school for the begin 
ning salesman you'll ever find,” says Mr. Weber, now a 
vear-and-a-half with Tiebout. To which Mr. Wahlig 
idds: “Arty ought to know. That’s how he learned his 
way 
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QUALITY OF ROD is explained by Howard Long, weld- 
ing sales engineer at J. E. Haseltine & Co., Seattle, Wash., 


to maintenance engineer of transit firm as Jerry Knox, 
salesman, absorbs presentation. 


Look For “Trouble’ 


Howarp LONG, welding sales engineer at the Seattle, 


a saa 
FOUL TIPS on spot welder in aluminum fabricating plant 
ire cured this way, maintenance man learns from Mr. Long 
ind Howard Dally, field engineer, Acme Electric Welder 


Wash. branch of J. E. Haseltine & Co. looks for 
“trouble” as a means of increasing sales. Naturally, 
the “troubles” Mr. Long is interested in are those 
arising out of welding operations by customers. 

Welding troubles give Mr. Long an opportunity to help 
customers and prospects. An analysis usually results in 
recommendations which eliminate the difficulties. In 
many instances, a sale is made of specific products, 
but this immediate sale is not the primary objective 
of Mr. Long’s interest in “trouble.” 

The good will engendered by eliminating customers’ 
welding problems, Mr. Long explained, leads to more 
lasting benefits. In the first place, the service demon- 
strates the salesman’s interest in the customer's operat- 
ing efficiency and in maintaining or improving it. This, 
in turn, increases the customer's reliance on the sales- 
man and his firm for quality products, dependable 
service and enchances the salesman’s opportunity for 
obtaining a greater share of future requirements. 

Mr. Long’s hunt for “trouble” is constant and 
diligent. There are three primary sources from which 
he learns of them: (1) from the special accounts on 
which he calls more or less regularly; (2) from regular 
salesmen on the branch staff who do not confine their 
selling effort to welding alone; (3) from the branch 
office which lists mail, telephone or wire inquiries. 

As a member of the local unit of the welding 
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SUPPORTING DATA on production welding equipment 
proposed to butt-weld window frames are given by Mr. 


Dally to the production engineer while Mr. Long, Halseltine 
welding engineer, plays listener. 


To Inerease Sales 


society, Mr. Long attends meetings at which he learns 
of welding problems. Also, having taught welding, 
Mr. Long maintains contact with many of his former 
pupils now engaged in welding operations 

Mr. Long covers the branch’s  territory—western 
Washington which embraces a wide variety of custom- 
ers from small repair shops to huge lumber camps 
with large maintenance crews. 

Typical of Mr. Long’s daily activity are three types 
of calls, one with a salesman and two with a manufac 
turer's man. The call with the salesman involved, some 
welding rods which had been substituted on the origi 
nal order. The transit system which had ordered the 
rod wished to return those sent but Jerry Knox, the 
salesman, secured a delay for the purpose of bringing 
Mr. Long to explain the substitution. 

Since salesmen were not permitted to enter the 
maintenance shop to talk with the men who were 
using the rods, the interview had to be conducted with 
the purchasing agent, who admitted he did not know 
much about welding. However, by avoiding technical 
terms and presenting his story in language the pur 
chasing agent could understand, Mr. Long won a 
sympathetic interpreter. The agent relayed the story 
to the men in the shop. After hearing the story, the 
shopmen accepted the substitution cheerfully. 

On the same call, Mr. Long recalled that the customer 
did a lot of purchasing on bids and decided to complete 


the selling job. An interview with the maintenance 
engineer was secured and the merits and composition 
of the rod were explained in order to obtain consideration 
in the writing of specifications. Mr. a gained a point 
when the engineer accepted several rods for testing. 

Production problems usually involve assistance from 
manufacturer’s men and Mr. Long does not hesitate to 
call them in. One of his regular accounts was engaged 
in making kitchen cabinets of aluminum and reported 
trouble with a spot welding machine. The points on the 
machine fouled after only a few welds and had to be 
cleaned frequently by filing it with emery cloth. 

Mr. Long arranged a date with the customer and 
brought along Howard Dally, field engineer for Acme 
Electric Welding Co. Mr. Dally diagnosed the trouble 
as inadequate cooling and a slight misalignment of tips 
to an appreciative maintenance electrician. 

In another case, a customer had a contract for a large 
quantity of aluminum frames made from flat molded 
stock but was faced with the problem of butt-welding in 
quantity. Mr. Dally and Mr. Long discussed the product 
with the production superintendent—costs, rate of pro- 
duction, etc. Mr. Dally then recommended the machine 
to do the job. Price was important to the superintendent 
but Mr. Dally emphasized production rate which would 
keep costs down. The superintendent was impressed and 
took notes to present this phase of the story to the 
management. 
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GEORGIA-ALABAMA’S NEW BLOCK-LONG BUILDING IS DESIGNED ... 


For Ease and Economy in Operations 


Radiant heating used in distributor’s new West Point, Ga., plant; outside 


storage area is on same level as warehouse, railroad car and truck floors 


RUBBER-TIRED CARTS, such as the 
Wallace Houston 
help order fillers work efficiently and 
speedily 


one being used by 
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Wuen Georcia-ALABAMA SUPPLY 
Co., West Point, Ga., planned its new 
office and building, the 
primary requisite in design was ease 
and economy in operations. 

Situated on the main highway on 
the outskirts of the city, the new one 
story concrete-block building, water 
proofed and finished, is divided into 
three main sections section 1S 
devoted to executive, sales and clerical 
offices; the second to the display, sales 
ind shipping, and the third to ware 
house operations. 

Unique is the radiant heating in 
stallation which maintains three tem 
peratures, depending upon the type of 
activities. The office portion is main 
tained at a comfortable temperature 
for those working at desks. This is 
partitioned by a glass-panel steel wall 
and the ceiling is soundproof 

I'he second zone, adjacent to the 
office portion, covers the sales and 
shipping departments where the tem 
perature is maintained around 68 to 
The third zone is for the 
used entirely for 
torage and the temperature is kept 
it approximately 60 degrees 


warehouse 


ONC 


70 degrees 


large warehouse, 
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as storage 


arrange for windows. 


Each zone has a circulating pump 
which circulates the warm water 
through coils set in the concrete floor. 
A thermostat regulates temperatures 
in each zone. 

The temperature in the boiler is 
maintained at from 100 to 125 degrees 
and the temperature of the floor is 
usually 85 to 90 degrees, depending 
on outside temperature 

lhe advantage in this type of heat 
ing system is that the temperature 
in each zone can_ be _ individually 
regulated and the comfort of em 
ployees has been increased. L. R 
lillery, president, said that the system 
is economical to operate and_ there 
have been no complaints of cold ankles 
or other discomforts. 

Lighting is by fluorescent fixtures 
throughout, using a minimum of 
windows and depending on large ex 
haust fans which provide ventilation 
throughout the building. This enables 
use of practically all of the warehouse 
space without having to 

There are two large picture windows 
in the sales and display section which 
supply an abundance of natural light. 





Ihe building is approximately 90 
t., by 309-ft. Outside storage is a yard 
approximately 100-ft., by 200-ft., in- 
closed with a wire fence and paved. 
his area is on the same level as the 
warehouse, the floor of the railroad 
cars and the floor of delivery trucks. 
This makes for ease in handling 
material. 

A railroad siding runs along the back 
of the building. On the front side of 
the building are drive-in loading ramps. 
hese loading ramps are so arranged 
that they serve as a garage for trucks 
at night. The advantage is that trucks 
can be loaded before closing and are 
ready for early morning delivery. 

In the rear of the sales and shipping 
zone, rows of steel stock shelves and 
bins have been installed for small items 
and those stocks which have a rapid 
turnover. In the main warehouse zone, 
heavy steel racks and other equipment 
have been installed to provide storage 
for the heavy stock. To reduce hand 
ling of heavy merchandise, heavy steel 
rods, bars and shapes are stored neat 
the railroad siding entrance. 


Handling Simplified 


All storage is so arranged as to allow 
for ease in movement and flow of 
merchandise from receiving to ship 
ping. R. Fred Cook, vice-president, 
says this arrangement has considerably 
increased the movement of merchan 
dise and it is possible to unload railroad 
cars in much less time than before, 
as well as load trucks for shipment 

Handling of merchandise inside the 
warehouse has been simplified with 
the latest in materials handling equip 
ment. Steel carts, with rubber tire 
casters, are used in filling customer 
orders. These are then wheeled to the 
packaging department. Duck covered 
laundry baskets are used in making 
deliveries of orders calling for a large 
number of items to any one customer 
This saves a lot of packing 

All packaging is done on a large low 
platform of a height for ease of work 
ind physical comfort. Wrapping ma 
terial is overhead and is easily acces 
sible 

The building is completely covered 
by an automatic sprinkler system of 
the wet type, since there is no possi 
bilitv of freezing. Portable fire extin 
guishers are strategically located 
throughout the warehouse and where 
they are hung, the area is painted with 
red and white stripes for quick indenti 
fication 

The concrete floor in the office is 
overed with asphalt tile and there is 
1 special treatment on the floor in the 
remainder of the building to eliminate 
dust. 


EXPOSED STOCK promotes sales in the new builc ling. Frank Dixon, salseman, 
stands behind the counter which is in the center of the display area. 


FAST-MOVING STOCK is kept close at hand for ease in filling orders. President 


L.. R. Tillery checks some items with Salesman Frank Dixon 


PACKAGING is done on a platform. Bernard Rogers, secretary, 


Dixon prepare a shipment, using an overhead spool of steel band 
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Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


DISPOSABLE FIRE EXTINGUISHER: Extinguishers for one-time use are 
under development by the army. ‘The extinguishers will weigh about one pound, 
carry a three-pound charge, and can be tossed away like a paper picnic plate 
after use. 


LAST OF THE COAL BURNERS: Diesel power replaced the last coal burner 
last month on the Chicago & Eastern Illinois R.R. Coal traffic now provides about 


20 percent of the road’s total freight haul; it serves southern Illinois bituminous 
fields. 


CANNED OIL ON WHEELS: Chalk up another for the Dutch, this time for 
the world’s first oil drum factory on wheels. A convoy caravan, 32-cars long, can 
roll right up to an out-of-the-way oil field and start turning out drums on the 
spot; and it’s completely self-sufficient. 


NON-LOSEABLE GOLF BALL: You may not be plagued much longer by lost 
golf balls. B. F. Goodrich is experimenting with a radioactive ball that can be 
found with a Geiger-Mueller counter. 


HALF A HAIR’S-BREADTH: A hole half the diameter of a human hair has 
been drilled in metal by a Navy technician in Maryland. Made it in a piece of 
platinum; probably the smallest ever drilled in metal in this country. Now if 
you've got a customer who wants to drill platinum . . . 


COOKING ALONG WITH GAS: Railroads and the coal industry stand to gain a 
couple of headlocks on an old problem with the perfection of the coal-fired gas 
turbine. Though coal still is the cheapest fuel in terms of cost per million Btu, 
it's no longer cheap enough when burned in conventional steam locomotives 
to offset the merits of diesel-electric. 


COMBAT COPTERS: A new anti-submarine helicopter is being designed by 
the navy for long range combat military use. The copters will load a step beyond 
the largest currently available. Navy competition for anti-submarine copter con- 
tracts is expected to be announced soon. 
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@ Whether brushing stainless steel to a lustrous 
satin-like finish or brushing carbon steel to refine 
its polish prior to piating, Osborn MONARCH“ 
Power Driven Brushes perform the job easier, fast- 
er and at a lower cost. In the application pictured 
above, Osborn MONARCH® Brushes ovtlast all 
others 2 to 1. This longer brush life is the result of 


the Osborn Ringlock construction, which prevents 


LOOK FOR THE NAME, 


ae ms a OLS iS) 
TAKES SLICE OUT OF FINISHING COSTS 
with OSGORN BRUSHES 


TO HELP YOU SELL 


Messages such as this appear regu- 
larly in leading busi gazi 
reaching more than 500,000 key 
men in industry — many of whom 
are your s and prospect 


—_— ——— © 
SS  - se 








shedding, assures balance and a full, even work- 
ing face required in an efficient brushing tool. 

For your finishing problems, whether removing 
scale or producing micro-smoothness on metal, 
plastics or any other materials, consult an expe- 
rienced Osborn Sales Engineer. Write or call: 


Tee OSBORN MANUFACTURING COMPANY 
Dept. 325, 5401 Hamilton Avenue Cleveland 14, Ohio 


RECOGNIZED EVERYWHERE FOR 
LOW END-OF-SERVICE COST 
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U. S. TOTALS 





June 1950 
Compared with 
May 1950 


+3% 


June 1950 
Compared with 
June 1949 


+2 1% 


First Half 1950 
Compared with 
First Half 1949 





-2% 


CompiLep By INpustRiAL DistRipuTION 





Supply Sales Trends 


June sales for reporting distributors were 21 percent 
above their June, 1949, level. Every region showed 
higher sales for June, 1950, than for the correspond- 
ing month a year ago. The increases ranged from 44 
percent in the New England area to 15 percent in 
the West. 

Year-to-date sales for the first six months of 
1950 were only two percent below the sales for 
the first six months of 1949. The East South Cen- 
tral states of Alabama, Kentucky, Mississippi and 
Tennessee showed a 13 percent greater volume of 


sales for the first six months of this year as com- 
pared to the first half of 1949. 

Total U.S. sales for June, according to cooper- 
ating distributors, were about three percent above 
May’s. New England, the East South Central, and 
the West South Central showed small declines in 
June, but remaining regions had gains of up to nine 
percent. 

The East North Central states and the Pacific 
states were the two regions which showed the 
strongest advances in June. 





June 1950 


May 1950 


Compared with 


June 1950 
Compared with 
June 1949 


First Half 1950 
Compared with 
First Half 1949 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 


Pennsylvania 





-1% 


+1% 


+44% +1 O% 


+19% ~2% 
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THE “AUTO-GRIP” SHOWN ON THE 
OSTER NO. 422 POWER VISE STAND 


THE NeW 


NOw standard equipment on all Oster 
2” pipe machines with revolving spindles 


AUTOMATIC CHUCK 


Nothing like a “homer” with the bases full! Nothing 
like the new Oster “AUTO-GRIP”! 


“AUTO-GRIP” gets its name from its automatic grip- 
ping action. Here’s how: The operator spins the 
handwheel until the chuck jaws strike the pipe.. 
starts the machine...the jaws take hold instantly! 
THE TOUGHER THE PULL — THE TIGHTER 
THE GRIP! 


Yes, it’s all grip and no slip with "“AUTO-GRIP”. It 
plays no favorites ...equally effective on steel, iron, 
galvanized, or any other pipe. As far as “AUTO-GRIP” 
is concerned, chuck bars and T wrenches move back 
to the bush leagues or sand lots. From now on, all 


So 


Oster 2” pipe machines which revolve the work are 
equipped with the "“AUTO-GRIP”, It’s an 
EXCLUSIVE Oster feature ... Patent Applied For 


Add the extra time saved by the new “AUTO-GRIP” 
to the threading speeds of all Oster machines 
equipped with this revolutionary front chuck. There’s 
only one answer: MORE SALES FOR YOU when 
you sell Oster machines 


Tell every customer owning an Oster No. 422 Power 
Vise Stand that he can get a liberal trade-in allow- 
ance on his present front chuck and re-equip with 
the “AUTO-GRIP”, 


THE OSTER MANUFACTURING CO. 
2041 East 6Ist Street °« 


Cleveland 3, Ohio 
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SALES TRENDS (Continued ) 





June 1950 
Compared with 
May 1950 


June 1950 
Compared with 
June 1949 


First Half 1950 
Compared with 


First Half 1949 





SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
rennessee 


WEST 


Arizona 
Colorado 


Nebraska 
Nevada 
Idaho New Mexico 
Iowa North Dakota 
Kansas South Dakota 
Minnesota Utah 
Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 


Oklahoma 


Texas 


PACIFIC 


California 
Oregon 
Washington 








+3% 


+9% 


-1% 


+(% 


-2% 


+9% 





+22% 


+2 6% 


+19% 


+15% 


+16% 








-I% 


2% 


+13% 





INDUSTRIAL DISTRIBUTION ® AUGUST, 1950 








WHY YARWAY 
STEAM TRAPS 


ELL FASTER: 
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Publication Advertising 


A good product— widely advertised—is hard to beat. 

Strong advertising of Yarway Impulse Steam Traps appears in 2% leading 
trade publications. Every month more than half a million trap users see 
helpful facts on Yarway traps... an important reason why over 600,000 
Yarways have already been bought. 

Other reasons—reliable performance, small size, easy installation, mini- 
mum maintenance, adaptability (suitable for wide pressure ranges without 
adjustment), low cost. 


No wonder Yarways lead in supply house trap sales! 


YARNALL-WARING COMPANY 
111 Mermaid Ave., Philadelphia 18, Pa. 
Branch Offices in Principal Cities 


WAY MhnsasanyG 
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The Outlook For Business 





Business To Feel 
Korean 
Repercussions 


Inflation Threat 
in Added 
Expenditures 


Korean Situation 
Underwrites 
Business 


Business will feel repercussions from Korea in the months ahead. 


Direct effects in the first few months will be small. The U.S. is already 
stepping up military orders to industry. Armed forces need new weapons and 
supplies not only for Korea but to guard against a possible outbreak elsewhere 
on the Communist front. 


Washington estimates that military orders to industry will be increased 
about $2 billion in the next few months. Orders have been at a $5 billion a year 
rate. They can be stepped up rapidly. 


Business can absorb that much of a rise without too much trouble. But a 
gain of $5 billion in military orders and civilian buying would bring controls with 
it. Controls would be needed to (1) give military orders priority in production, 
and (2) check inflation. 


It was different in 1939-40. Then the U.S. had a big pool of reserve man- 
power ~— eight million unemployed. And we had idle plant capacity. War orders 
could be stepped up sharply without straining resources or creating danger of 
inflation. 


Now the economy is stretched taut. There are only about three million un- 
employed -- not far from what experts believe is rockbottom. And there is little 
idle plant capacity. Mobilization would bring with it an immediate danger of run- 
away inflation. Workers - putting in longer hours at higher paid jobs — would 
have more money. And there would be fewer consumer goods on which they could 
spend it. Result: Prices would go up fast. Controls on prices would be needed 
to check that. ‘ 


Even a $2 billion rise in military production will put pressure on some 
prices. Today’s shortages of steel, cement, freight cars, lumber, and other ma- 
terials will become more troublesome. 


War-scare buying -- by customers wanting new cars and new houses, and by 
businessmen building up inventories —- would complicate the problem. If carried 
far enough, it could bring controls on key prices and production. As yet, though, 
there has been little evidence of panic buying. 


Biggest effect of Korea: It underwrites good business for the year ahead. 


Prospects are now that industry’s buying of new plants and equipment will 
go on at a high level. After dipping since early 1949, capital expenditures turned 
up this spring. This year’s sales and continuing good profits give business both 
the incentive and the ability to expand and improve its plants next year. It is an 
axiom in American economics that high-level capital expenditures bring good 
general business. 


Korea, however, sharply underlines that fact that, with business booming, 
the U.S. needs more industrial capacity for even limited emergencies. Steel, elec- 
tric power and railroad freight cars are among the potential bottlenecks. 


Stepping up the rate of expansion in industry will boost capital spending. 
Where business’s capital investment is now running about $18 billion a year, it 
might well go above $20 billion next year. That prospect in itself underwrites 
good business. 
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WHETHER YOU USE 


..OR TINY ONES 
} (No. 2 set screw * i. 


actual size) 


In ANY size get genuine ALLENOHEAD screws 
.... for greater strength, accuracy, grip 


If you buy for production or 
replacement... Be sure to get gen- 
uine AllenOQ Head screws in the 
familiar black and silver striped box. 
Used with genuine Allen keys and 
drivers they give you the unbeatable 
fastening team. 


To help improve your product, we 
work constantly with manufacturers 
to create better products through 
more dependable fastenings. We 
invite you to write us if you have 
such a problem 


Here's an application for a 
tiny #6 socket set screw de- 
veloped by Allen to hold the 
laminated rotor to the vibrat- 
ing shaft in a Schick Electric 
Razor. This Allen O Head 
screw, unlike the ordinary 
slotted type, insures the un- 
failing performance required 
by this leading shaver man- 


co \J 


SOLD ONLY THROUGH LEADING DISTRIBUTORS 
Write the factory direct for technical 
information and descriptive literature. 











Hartford | 2, se ere, Ju. S.A. A. 


YORK. Cif) 
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ALLEN 
DISTRIBUTORS 


_Here’s how to save 
time and correspondence, and 
get the goods to the customer 
soonest when ordering SPECIAL 


Allen Screws. 


THREAD LENGTH 


measured from the point to las€ 
usable thread. 


TOLERANCE 

on smoothness (in micro-inches), 
concentricity, squareness, and 
decimal dimensions. 


MATERIAL 
whether regular alloy or not. 


FINISH 
type and thickness. 


APPLICATION 


high or low temperature con- 
ditions, etc. 


Here’s the advertisement in 
leading publications that is 
helping maintain Allen prefer- 
ence in your customers’ minds 


this month. 





“Selling Is Miy Business” eee “Do I make regular 


calls? . . . Try a dramatic approach? . . . Spend time with assistants? 


FRANK SPARGO: 


Try A Little Drama 
With Your Product Story 


Frank Spargo, salesman for Wim. J 
Burns, Inc., Providence was on the 
edge of a sale a couple of weeks back 
ind knew it, but didn’t know what 
gimmick he could use for that extra 
little push to the close. He was dem 
onstrating a lightweight hoist, knew 
its outstanding feature was its ex 
tremely light weight, but lacked the 
device that . Then suddenly he 
had a bright idea. Turning to the 
shop superintendent, he asked him to 
call one of his workmen over. The 
super did so, puzzled, but willing 
“Now tell him to carry that hoist 
down to the other end of the shop.” 

The super, guessing Spargo’s no 
tion, started to grin but he gave the 
order. The mechanic gave him back a 
dirty look. But he bent down and 
braced himself, the way any man will 
when he is asked to heft a_ hoist 
capable of lifting a ton of material 
The look on his face when he found 
himself upright again with the 35-Ib 
hoist riding lightly in one hand was 
something to see, it clinched the sale 
when he walked off, swinging the 
thing down the aisle. It’s the same 
type hoist they used to use back in 
wartime in the B-29’s. 

Maybe you'd like to steal a page 
from Mr. Spargo’s technique; try a 
little drama next time out with a 
product 


% 


ROBERT JOHNSON: 


Regular Calls 
Get Sales Results 


Robert Johnson has been an outside 
salesman for the W. S. Walter Co., 
Inc., Tacoma, Wash., for only a short 
time but he already has learned the 
value of making regular calls. Regular 
calls, Mr. Johnson thinks, show an 
interest in the customer and prospect. 
l'his interest is often repaid with sub 
stantial orders. 

Given the assignment of covering 
city accounts, Mr. Johnson found that 
they were solicited quite frequently 
by rival houses. In order to become 
known and to keep his firm’s lines 
before his accounts, regular calls were 
a necessity. 





| 


“Built it myself for only $89.78 for materials.” 
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In one instance, Mr. Johnson 
thought he wasn’t making much head- 
way with a purchasing agent who did 
not say much during interviews. How- 
ever, after four calls, Mr. Johnson re- 
ceived an order for two veneer knives. 

Mr. Johnson, a graduate of business 
administration, University of Wash- 
ington, served three years as inside 
salesman before going outside. 


LEONARD KIERNAN: 


Cultivate Assistants, 
They’re Next In Line 


After 41 years with The Congdon & 
Carpenter Co., distributors of Provi 
dence, R. I., Salesman Leonard Kier 
nan has this to say about “the profes 
sion’: That salesmen as a group spend 
too little time with the assistant pur 
chasing agent, too much with the 
fellows on top. He thinks it’s a mis 
take, “for 8 times out of 10 the 
assistant will succeed his boss in the 
job.” 

Mr. Kiernan’s habit is to make per 
sonal friends of them, all of them, not 
only with an eye to the future but 
with his order pad out for a sale today. 
The assistant p. a. can exert consider 
able influence on company purchases; 
his recommendation to the p. a. him 
self generally is accepted. 

Nor does Mr. Kiernan stop there; 
he tries to make good friends all the 
way down the line. “You never know 
when some request for information on 
a product, spoken out loud in the pur- 
chasing department, is going to re- 
mind someone that ‘Kiernan, down at 
Congdon & Carpenter, was talking 
about that just the other day’.” It 
has happened; and they frequently are 
sizeable orders Mr. Kiernan gets that 
way 
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It takes 


Eight sweeps swinging in unison give a shell plenty 
of drive. But the 9th man is also a pretty important 
member of the crew. 


It’s much that way in industrial selling. The sales crews 
of our industrial distributors realize that “organized 
teamwork” is the key to successful and profitable sell- 
ing. They also realize the CARBORUNDUM salesman 
is a helpful member of their crew. That's because 
CARBORUNDUM Offers tangible backing to their efforts. 


This is done by developing new and improved prod 











— 


Coated Abrasives by 


CARBORUNDUM 








9 to make an 8-Oar Crew... 


ucts. By providing experienced technical and sales 
assistance. By creating an active preference for abra- 
sives by CARBORUNDUM. 


With co-operation like this, the industrial distributor 
is supplied with sales tools that are a definite aid in 
personal solicitation. They can be used with success 
to secure increasing abrasive volume and profits. By 
following through with a progressive sales job, the 
full value of featuring abrasives by CARBORUNDUM is 
realized. Coated Products Division, The Carborundum 
Company, Niagara Falls, New York. 


Making ALL abrasive products... 
to give you the proper ONE 


ke 





j 


"*Carborundum’’ is a registered trademark whicl 


indicates manufacture by The Carborundum Company 
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meas: HOW they ee 


... speed up band saw sales-service 


STEP ONE: Henry Barske of N. 'T. Bushnell Co., New Haven, Conn. reels STEP TWO: Still at the counter, 
off a band saw length to size on the pre-measured counter and snaps it off he inserts his length of saw into 
clean with the hand shear. The saw-dispenser holds 8 reels of stock in butt-welder and joins ends with a 
popular sizes, finger-touch 


... merchandise small and large machine tools 





LARGE industrial stand equipment at Farquhar Ma- SMALL home workshop items stand on cabinets con 
chinery Co., Jacksonville, Fla., is arranged carefully on taining parts and accessories. Posters on wall entice 
the display floor to permit leisurely inspection by inter- prospects to the section. William L. Wahl, president, 
ested callers. On the average, three pieces are sold shows how easily potential buyers can see and feel the 
each week by the display. displayed products. 
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RUST-OLEUM 


Show up in large figures 
* THE PRODUCT i] 


RUST-OLEUM is a scientifically prepared 
rust preventive that is easy to apply and 
is self-levelling. Here is a product with 
either flat, semi-gloss, or gloss finish that 
has great salability because of the excellent 
job it does wherever applied. It is pliable 
and retains its elasticity. RUST-OLEUM 
resists expansion or contraction. It is 
applied by spray, dip, or brush method. 
Any trade area can be a volume sales 
producer. 


* ITS PURPOSE 


There are Industry-Proved RUST- 
OLEUM products for protecting metal, 
wood, brick, concrete, etc. RUST- 
OLEUM is applicable to stacks, metal 
roofs, fire escapes, boilers, structural 
steel, window frames, pipes, ducts, tanks, 
and a long list of other items. It is used 
both indoors and out. In its various types 
RUST-OLEUM resists acid fumes, alkali, 
grease, oil, exterior weather elements, brine, 
slight abrasion, salt water, salt air, etc. 


* THE RESULTS 


Where RUST-OLEUM is used, time, labor, and money are saved. 
This has been true for years past throughout industry, and means 
that you build permanent customers and therefore steady sources 
of profit. Now particularly when all of industry is seeking ways and 
means of saving money, RUST-OLEUM gives you an excellent 
opportunity for increasing your earnings. 


* Your MARKET 


Rust is one of industry's big problems. It is being fought continuously. 
It means that you have a market for this rust preventive that is as 
big as all industry itself. Distributors require no complicated, tech- 
nical knowledge. The repeat business in YOUR market is something 
for you to think about. You can be the “stop the rust” man in your 
territory and make excellent money as such. 





Available in colors, white 
and aluminum. 
Decorates as it protects. 


DISTRIBUTOR 


POLICY 


We cannot emphasize too strongly 
the value of a RUST-OLEUM dis- 
tributorship and the protection it 
gives you. Our policy of selective 
distribution assures fast, profitable 
turnover on minimum inventory. 


Promotional support — Your sales 
effort is backed by an increased 
advertising schedule in Time, 
Newsweek, Business Week, Factory, 
Mill & Factory, Modern Industry, 
and other leading industrial pub- 
lications — plus direct mail adver- 
tising, directories, and our catalog 
in Sweets. 


Cooperative Field Men — RUST- 
OLEUM trained field engineers 
qualified to do a thorough sales 
job are ready at all times to help 
you build and maintain high profit 
volume. 


Write — As a good business move 
we suggest that you write for 
complete information and data on 
tested sales promotion and sam- 
pling campaigns. 


RUST-OLEUM CORPORATION 





2410 Oakton Street * Evanston, Illinois 
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William A. Purtell 


Bill Purtell 
Almost Made It 


Connecticut’s gubernatorial nomi- 
nations have come and gone and the 
news is that Bill Purtell didn’t quite 
win through at the Republican Gen 
vention. The nomination went to 
John Davis Lodge, present member of 
the House of Representatives serving 
from Connecticut. However, the out- 
come was in doubt up until the last 
minute. 

The Hartford Times and _ several 
other of the Connecticut papers edi- 
torialized on Mr. Purtell’s candidacy, 
remarking on his surprising showing, 
though he was a late starter. The 
limes editorial put it this way: 


It Did Him Credit 


William A. Purtell, who entered 
the contest for the Republican guber- 
natorial nomination practically in the 
last hours need have neither regrets 
for his candidacy nor chagrin over his 
showing in the convention. 

Starting with no organization, he 
rapidly drew to him a large amount of 
the kind of popular support which he 
may, and undoubtedly will, cherish for 
the rest of his life, whatever happens. 

The men behind the Purtell candi 
dacy and who rallied to it, represent 
the best and most conscientious in 
Connecticut citizenship. That they 
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were able, under the leadership of 
former Mayor William H. Mortensen, 
to rally an organization which pro 
duced 106 votes in the convention, is 
more than anything clse a tribute to 
the character and caliber of the candi 
date. 

People didn’t rally to William Pur 
tell for political reasons. They rallied 
to him because they felt that he would 
make Connecticut a first-class Gov 
ernor and that he would always be 
loyal to his ideals and convictions. 

The Republican Party has more 
need of William Purtell than he has 
of any nomination within its bestowal 
for any political office. This chapter 
of his career, which is 
creditable to him. 


closing, is 


Eugene W. Drody 


Drody Named President 
At Frank T. Budge Co. 


Eugene W. Drody recently was 
elected president of the Frank T. 
Budge Co., Miami, Fla., at a mecting 
of the board of directors of the firm. 

It is the intention of the manage 
ment to continue the operation of the 
company under the same general poli 
cies adhered to in the past. 
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Rhae M. Swisher 


Rhae M. Swisher, 


Accountancy Firm Head 


Rhae M. Swisher, head of the fim 
of the same name and for many yea! 
a guest speaker and consultant to the 
Central States Association, died on 
June 8 after undergoing a serious brain 
operation. 

Mr. Swisher directed Rhae M 
Swisher & Co., certified public account 
ants, and ir. that capacity he spoke 
several times at Association meetings 
Ile was an able member in the panel 
that discussed “Evaluation of Lines”’ 
at the annual meeting of the Central 
States Association in Chicago in No 
vember 1946, in which he described 
line evaluation in nine firms. In a 
subsequent report, he gave the “engi 
neers” outlook on the same subject, 
in the January, 1947 issue of “Mill 
Supplies”. 


Tidewater Adds Salesmen 


George Montague and Jack Daniels, 
formerly with the Southern States Iron 
Roofing Co., Savannah, Ga., have been 
added to the counter sales staff of 
the Tidewater Supply Co., Columbia, 
= &. 

Tidewater Supply Co., Columbia, 
S. C. has been named distributor for 
products of Gleco Division of Reed 
Roller Bit Co. 





HENRY SCHMIDTKE, bookkeeper 
for Paramount Supply Co., Tacoma, 
Wash., has just begun his 14th year 
with the firm. 





American Steel & Wire Co. 
Advances Perry T. Coons 
Perry ‘I’. Coons, veteran of 40 years 
if sales service with American Steel & 
Wire Co., U. S. Steel subsidiary, has 
been appointed assistant to the vice- 
president of sales, H. M. Francis. 
Che wire rope and construction ma- 
terial division of the company, headed 
for 14 years by Mr. Coons, will be 
plit into two separate sales units 
M. FE. Capouch has been named 
imanager of the construction materials 
ales division and E. ‘I’. Eggers man 
iger of the wire rope sales division. 
Mr. Coons started in the wire com 
pany’s New York sales office in 1910 
and since then has been identified 
with the company’s sales activity in 
the construction materials, wire rope 
ind tramway lines. Since 1937 he has 
been in Cleveland as manager of the 
vire rope and construction materials 
ilés division 





FATHER AND SONS at a recent 
Boston meeting of distributors in- 
luded F. Marsena Butts and his off 
pring, Parker (left) and Frederic, all 
f Butts & Ordway, Cambridge, Mass 


Mine Safety Appliances Co. 
Dedicates Research Lab 


I'he world’s largest research labora 
tory devoted to the development of 
safety equipment for all industries re- 
cently was dedicated in Pittsburgh by 
the Mine Safety Appliances Co. About 
400 leaders in safety and industrial 
hygiene and health, as well as top in 
dustrial executives, attended the 
dedication exercises. 

Principal speaker at the ceremonies 
was Ned H. Dearborn, Chicago, presi- 
dent of the National Safety Council, 
who hailed the opening of the labora 
tory as one of the most significant 
advancements in the history of this 
country’s industrial safety movement. 

The new laboratory was dedicated 
to the memory of John T. Ryan, in 
ternational pioneer in the field of 
industrial and mine safety and co 
founder of Mine Safety Appliances 
Co. Mr. Ryan died in 1941. 


Guy Petty 


Lewis Supply Co. 


Promotes Guy Petty 


Guy Pctty has been appointed as 
sistant sales manager of Lewis Supply 
Co., Memphis, Tenn. Mr. Petty has 
been with the concern since 1943, 
ind his father was one of the com- 
pany’s leading salesmen for 25 years. 

Mr. Petty will take over a good por 
tion of detail work in the sales depart- 
ment and will have specific responsi- 
bility for keeping stock items and pre- 
ferred lines active. 

Other promotions at Lewis in- 
lude Nelson Rollins’ appointment as 


head of the city desk; replacing Mr. 
Petty; Douglas Black, who has been 
made assistant stock control manager; 
and Henry Sajonce, promoted from 
the shipping department to salesman 
in charge of the Stuttgart, Ark. terri- 
tory. 

George Wells, Jr., Camden, Ark., 


now covers that area for Lewis Supply. 


Lloyd F. Childers 


Childers Made Manager 
Of Oregon Concern 


Lloyd I’. Childers was named gen 
eral manager of the Goodyear Rubbe: 
& Asbestos Co., Portland, Ore. indus 
trial supply firm. Mr. Childers re 
places Lewis. C. (Lou) Garrigus, who 
died last December at the age of 72. 

Mr. Childers joined the company 
on Aug. 10, 1912 as a 15-year-old of 
fice boy. He has filled practically 
every position in the company and, in 
recent years, has been in charge of 
purchasing. He is an active member 
of the Purchasing Agents’ Association 
of Oregon. 

The late Mr. Garrigus was born 
Noy. 28, 1877 in Kentucky and went 
to Oregon with his parents at the age 
of 19. He obtained his first job with 
the Goodyear Rubber and Asbestos 
Co. as a warehouseman and worked 
his way to the general managership in 
1923. He was a member of Al Kader 
Shrine, the Aero Club and the Port- 
land Golf Club. He was widely known 
as a golfer and once held the cham- 
pionship of the Pacific Coast Rubber 
Association. 

The Goodyear Rubber & Asbestos 
Co. started as a national organization 
in 1872 as the Goodyear Rubber Co. 
It was reorganized in 1933 as an Ore- 
gon Company, the Goodyear Rubber 
& Asbestos Co. The firm is not and 
never has been connected with the 
Goodyear Tire & Rubber Co 


ADDITIONAL NEWS BEGINS ON PAGE 163 





IT NEVER PAYS 
TO BUCK A TREND 


pal OSI ar A I 








PREPARED BY LUNKENHEIMER 


ESPECIALLY FOR LUNKENHEIMER DISTRIBUTORS 
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Tre MARKET 
IN STEEL VALVES IS 
BIG AND GETTING BIGGER 


TRENDS have never been bucked — successfully — particularly 
in selling. Why try? 


If you ignore a market trend, you lose twice . . . now, and 
later. Look at today’s valve market. 


It’s broadening, and the emphasis is on Lunkenheimer steel 
valves. Horsepower-per-worker is on the rise. Newer, faster 
production techniques demand high-pressure installations, 
operating at higher temperatures. Service is more rugged . . . 
which means that valve-quality is essential. See how the trend 
works for Lunkenheimer? Quality is needed . . . good service 
is needed . . . steel valves are needed more than ever before. 





If you’re selling only a “normal” quota of Lunkenheimer steel 
valves, you’re missing business — because the market is big 
—and getting bigger every day. 


The Lunkenheimer representative in your area will work 
with you to increase your steel valve volume — substantially. 
Call him in. Ask questions, go to work, and be sure to get 
your share. The Lunkenheimer Co., P. O. Box No. 360U, 
Annex Delivery Station, Cincinnati 14, Ohio. 


STEEL + + * IRON © * * BRONZE 


LUNKENHEI MER 
THE ONE COOK NAME IN VALVES 
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40 YEARS OF SERVICE is the record of H. T. Riddick (right), assistant treas 
urer and office manager of the Osborn Manufacturing Co., who is receiving the 
congratulations of Franklin G. Smith, company president. 


CHARLES L. HASLUP has been ap 
pointed sales manager of the R-P & C 
valve division of American Chain & 
Cable Company, Inc. His headquar 
ters will be in Reading 


DISCUSSING DISTRIBUTION with O. W. Sandstrom (left), vice president, and 
E.. W. Taylor (right), president, of the S. G. Taylor Chain Co. is W. J. Heyd 
enter), vice-president of Hagerty Bros. Co., Peoria, I]I 


mis ANNUAL ROTATION POLICY for liams (right), vice-president in charge of 
GEORGE A. ROESINGER was re the office of president has been adopted purchasing and finance, will assume the 
yutside general supply Che Mau-Sherwood Supply Com presidency for one year. The responsi- 

iles representative of Strong, Carlis] pany, Cleveland. John Williams (left), bilities of both men will remain the 
Hammond eveland distribu vice-president in charge of sales and same regardless of the office they hold, 


ently mad 


& 
tors. He w \ ort f t idvertising, has been elected president and bot vill continue as partners in 
vest side territor mtil August, 1951 when Howard Wil idministrating nanagement duties 


hirm $ 
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by a BIG USER of 
all types 
of Cutters! 


Here’s some down-to-earth sales logic that will go far 
toward helping you expand your sales of cutters. 

In the process of manufacturing an unsurpassed 
line of machinery, tools, and other products, Brown 
& Sharpe is one of the world’s largest users of milling 
cutters. Brown & Sharpe cutter design engineers have 
the opportunity to see at first hand the needs for 
specific jobs, and how the many possible solutions 
work out. This system of design, trial, and improve- 


ment tolerates no second best results. In each and 


... because they’re made Fs, 





_ 





every cutter application, Brown & Sharpe manufac- 
ture demands the best, and Brown & Sharpe experi- 
ence is able to produce it. 

The benefits of this experience are a real buying 
inducement which you can offer your customers. For 
the best assurance of low real cutter cost, and efficient 
cutter operation, sell the cutters with the “experience 
background” — cutters that have passed the most 
strenuous and exacting tests of performance. Brown 
& Sharpe Mfg. Co., Providence 1, R. 1., U.S.A. 


A COMPLETE LINE OF MILLING CUTTERS 


PLAIN MILLING CUTTERS * HELICAL PLAIN MILLING CUTTERS + SIDE MILLING CUTTERS * STAGGERED TOOTH SIDE 
MILLING CUTTERS * INSERTED TOOTH CUTTERS * END MILLS * ANGULAR CUTTERS * CONVEX AND CONCAVE CUTTERS 
METAL SLITTING SAWS * SCREW SLOTTING CUTTERS * SPROCKET WHEEL CUTTERS * GEAR CUTTERS 





We wige buying through the Distributor 


BROWN & SHARPE CUTTERS (55 


ro sELL Belt Fasteners. vou NEED THE ANSWERS 





Belt fastener sales slowing 
down? Find it hard to clinch 
an order? Rivet onto these 
15 questions, then turn to 


Page 151 for the answers. 


1.Can you identify correctly the 
types of belt fasteners pictured in 
the drawing 
“oe 
b. 
c. 
d 
e 
l'reedom from belt-lacing trouble 
is dependent: 
]} on fully embedding the hooks 
to avoid contact with the 
pulleys 
] on clinching of hook point 
Jon careful selection of the 
belt lacer 


Belt hooks, properly embedded 

with hook points clinched to keep 

hook legs down, will pull a heavier 

load and last longer. 
] Ialse 


0 True. 


Which one of the following me 
tallic fasteners would you recom 
mend for a job requiring heavy, 
slow-speed belting 

wire hook lace 

pressed steel, hinged 

} steel-prong hook 


I'he customer phones in this data 
Needs a belt fastener on a small 
diameter, high-speed pulley job; 
runs mineral-retanned leather up 
to 10-in. wide; wants flexible joint: 
uses take-up insert; no hand shift 
ing involved. You would suggest, 
is fastener 

0 pressed steel hinged lac« 

}steel prong hook 

}wire hook with rawhide (or 

fibre) pin 


» While it mav not be good prac 
tice to use hand shifting, ther 
ire still places where it is done. On 
belting to be hand shifted, vou 
would recommend that rawhid« 
lacing be emploved Tre 


OQ False 














How well do vou know your belt fasteners? See question | 


7. There is a lot of truth in the opin 


ion: “If a small hook will provide 
a good lacing job, a larger hook 
will provide a better job.” O Truc. 
0 False. 


.The best rawhide pins, used for 


joining wire laced belt ends, arc 
made with high gluten content. 
] Truc. © False. 


In canneries that move and proc 
css pineapples, tomatocs, cherries, 
ctc., vou would be inclined to 
suggest their conveyor belt fas 
teners be made 

1 of monel metal 

of stainless steel 
lof phosphor bronzc 


Wherever a sparking hazard is 
present, as ina powder plant, vou 
would recommend the belt fas- 
tener material should b« 

| copper alloy 

| stainless steel 

monel metal 

) phosphor bronzc 


When applying riveted steel plat 
fasteners, the rivets should b 
spread flush with the pulley sid« 


of the belt when driven through. 
(0 Truc. 0 False. 


2.One of the following plate type 


fasteners, employed on jobs where 
heavy strain and shock loads are 
common, can be used over and 
over again. Which? 

0 riveted steel plate fasteners 

OC hinged plate fasteners 

] bolted plate fasteners. 


. When using metallic fasteners, the 


maximum amount of metal should 
be at the joint. 0 True. 0 False. 


\ contractor who makes installa 
tions in mines, quarries, pits, con 
struction projects, ctc., wants a 
readily separable device for his 
convevor belting. You would sug 
gest: 
the riveted steel plate fastencr 
0 the bolted plate type 
1 the hinged plate tvpe 


After installing hinged plate fas 
teners that are bolted in, the belt 
should be run for several hours, 
then the nuts should be tightened 
again. (Good idea Bad idea. 
1 Doesn’t matter 





Next month: 


COUPLINGS 
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YOUR CUSTOMERS WILL APPRECIATE... 


Moisture-Tree 


CHICAGO 
CUT-OFF WHEELS 


in NEW 


Sealed 
Packages 


Chicago Cut-Off Wheels—in their 
new moisture-free heat-sealed pack- 
age—give your sales force a really 
new and effective selling argument. 
And we're backing up this develop- 
ment with a double barreled adver- 
tising and promotional campaign! 

Only Chicago Cut-Off Wheels 
stay Factory-Fresh until put in serv- 
ice. They cut faster ... last longer... 
with efficiency increased as much 
as 10‘<. No shelf-life loss... and 


wheels are always easily identified 
IMPORTANT! A few choice 


through transparent wrapper! 
territories are now open to 


Packaged Cut-off Wheels—another 
“Exclusive” for Chicago Wheel! 


industrial distributors on a 
franchise basis. This includes the 
entire Chicago Wheel line— Mail the Coupon today / 
grinding wheels, cut-off wheels, ’ 
mounted wheels, and HANDEE, the 
“Tool of 1001 Uses.’ Send the 


coupon today for full information. 


CHICAGO WHEEL & MFG. CO. 


1101 W. Monroe Street, Chicago 7, Illinois 
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W PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Micrometer 
Rounded Anvil 
Measures Tube Thickness 


his micrometer has a rounded 
il which makes it possible to meas 
thor Iths of h tl I] 
thousandths of an inch the wa 

f tubing, half bearings, and 

irious cylinders with 


inch thick and di 


rings and 
up to on 
| 
inside ciameter 
well as 
rust re 
finish 
vhich makes markings stand out sharp, 
under any 
decimal 
stamped on the thim 
graduations arc 


down to 2 in 
frame as 
hav 


full finished 


+} 


\ , 
th himble and sleeve 


— slat hror 
inf no glare satin chrom< 


ind casv to read 


nination Convenient 


ents ar 


| quick reading 
thousandth numbered 
ion is assured by the 
pindle with threads hard 
m the 


bilized and ground fr 


L.. S. Starrett Co., 
Indust 


Athol, Mass 


ial Distribution, August 1950 














Moisture Meter 
Measures Moisture Content 
Of Wood and Plaster 


] 


ontent of wood and plas 


centage figures, is indicated 


INDUSTRIAL DISTRIBUTION 


it the touch of a button by 


ture mete! 
inscrts the 


] 
SIN pie, presses a 


Chis mols 
1 


' } : 
lo check wood, the user 


necdle clectrodes in the 
button, and reads 
direct from the 
ile, calibrated from 7 to 
l'o check plaster, 
the user and 
presses the clectrodes directly against 
the surface being tested. 

Ihe meter measures +4 in. x 44 
in. x 34 in., weighs less than four 
pounds, and uses only two common 

batteries. Slung from the shoul 
it is as handle as a 


| 
moisture content 
large, open s¢ 
30) percent moisture. 


removes the needles 


casy to 
camecta 

lagliabue Division of the Weston 
I:lectrical Instrument Corp., Newark, 
N. J Industrial Distribution. Au 
gust 1950 


This new cutter is offered to stand 
rd specifications in 3 in., + in., 5 in., 
ind 6 in. diameters, in right hand only. 
The number of blades in cach case is 
twice the diameter. 

Super Tool Co., Detroit 
Distribution, August 1950 


Industrial 




















Shell End Mill 
Carbide Tipped Blades 
Easily Adjustable 


| 
tipped inserted blad« 


P} 
been d igned by 
i¢ manufacturer. ‘he rl tipped 
slack ibk CTTAawt¢ | back bla lk ire 
ly held, easily adjust ind their 

ion msures maximum 


] 
well 


A new carbide 
shell 


} 
+ 


end mill has 


AUGUST, 1950 








Puller Items 
Separator-Puller Plate 
Added to Line 


Addition of new pulle 
items, including a bearing separator 
puller plate, fourteen step plate adap 
ters, two jaws and two screw tips, has 
been announced by the manufacturer 
Che separator-puller plate has flat sur 
faces and knife-like edges that permit 


insertion behind many bearings, 


several 


gear>s, 
etc., where limited for 
heavy puller hooks. It protects ex 
pensive whik 


space is too 


bearings from damage 
being pulled 
The step plate adapters fit into thc 
ends of hollow shafting or housings 
and provide a for puller screw 
when forcing off bushings, gears, etc 
The new range from 3 in. and 
1 in. diameter to 22 in. and 2§ in 
liameters 
One new reversible slide-hammet 
ller jaw features a 2 in. inside reach 
24 in. outside spread. The other 
med to pull flywheel pilot and 


bores 


base 


SIZCS 


down to 


bearings with 
ind depths of 1 in. or less. 

Phe detachable puller screw tips d 
° 


not rotate when the serew | 


s turned 
thus preventing shaft damag« 

Plomb Tool Co., Los Angeles—In 

dustrial Distribution, August 1950 
Continued on page 112 





To readers of “Industrial Distribution”: 


This message to your customers, published in 
Business Week and Newsweek, is reprinted here 
for your information. It will help you whenever 
you sell products made with Du Pont “Cordura” 
High Tenacity Rayon. Just be sure to remind 
your customer about the engineered qualities of 
“Cordura” that give better performance. 

And keep “Cordura” in mind whenever your 
customer needs a yarn that provides Aigh strength 
at low cost 








SINEWS OF “‘CORDURA” YARN make 
steam hose lighter, more flexible and safer. 
They provide full strength with fewer plies. 
Such lighter, more flexible hose means faster 
cleaning .. . less worker fatigue. 


Why this yarn 
gives you room for 


improving products 


I’S OFTEN POSSIBLE to reduce the bulk of a strength sec- 

tion by reinforcing the product with Du Pont Cordura* 
High Tenacity Rayon. For “Cordura” yarn is inherently stronger 
than natural fibers commonly used. It is made in continuous 
filaments with no short ends to pull apart under strain .. . and it 
is scientifically uniform ...a yarn wishout weak spots. 


Because “Cordura” reinforcement takes up less space, hose can 
be made thinner, more flexible, yet stronger .. . tires, thinner and 
cooler running. And “Cordura” packs extra strength into con- 
veyor belts without increasing bulk—gives them the flexibility to 


perform better. 


Best of all, “Cordura” builds these extra sales advantages into 
most products without increasing cost. That's why “Cordura” may 
be just the right yarn to help you improve your product or 
process, or bring a new one into production. 


"ne Pat 


WRITE NOW FOR THE FREE BOOKLET.’ Sinews for Indus 
try.” It gives physical properties of “‘Cordura™. . . tells 
you how Du Pont wil! help you benefit from the advan 
tages of “Cordura” Rayon. Address Rayon Division, 
Room 4421, E. 1. du Pont de Nemours & Co. (Inc 
Wilmington 98, Delaware 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTR“ 


j 


6é . 7 . 
Du Pont Cordura” High Tenacity Rayon—for high strength at low cost 
for RAYON...for NYLON...for FIBERS to come... look to DU PONT 
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WINTER BROTHERS COMPANY 


rat 
RA 


CHIP DRIVER TAPS 


3 


One of the important problems on many high speed 
production tapping jobs is to get rid of the chips without 
choking the tap or scratching the completed thread. 
Winter Balanced Action Chip Driver Taps (Spiral Point) 
do this successfully. The accurately ground and scientifi- 
cally designed chip driver contours drive the chips ahead of the 
tap, so that no chip choking can occur. These taps are 
suitable for a wide variety of tapping operations, but are not 
recommended for use in blind holes. 
Other Winter products include Precision Commercial and Cut 
Thread Taps of all common types, such as Four Flute, 
Three Flute, Machine Screw and Pipe Taps and many others. 


ALWAYS AT YOUR SERVICE—wintER BROTHERS advertising in leading business 
publications points out that WINTER distributors cerry @ complete stock of WINTER 
Taps. Your customers ore encouraged to deal with their industrial distributors when 
they need any staple industrial product. 


e Division of the National Twist Drill and Teol Company 
Rochester, Michigan, U. S. A. Distributors in Principal Cities | ° Branches in New York, Detroit, Chicago, Son Francisco 





THE WIDE APPLICATION 


NATIONAL END MILLS 


A wide variety of milling operations that cannot 

be done by any other tool can be advantageously 

performed by end mills. 

National End Mills are available in a great many types and 
sizes to meet these varied job requirements. 

Shell End Mills, Heavy Duty Taper Shank End Mills, 

Helex End Mills in Single and Double End construction, small 
diameter Short Series End Mills and many others 

are available from stock. 

National Engineers will aid you in recommending the 

best type for your customer's application. 

The complete National line also includes Twist Drills, Reamers, 
Counterbores, Milling Cutters, Hobs, and Special Tools. 


“CALL YOUR DISTRIBUTOR" — it is NATIONAL'S firm belief, based 
on long experience, that the local industrial distributor is the one 
best source for all staple industrial needs —including NATIONAL 
Metal Cutting Tools. 


NATIONAL TWIST DRILL AND TOOL COMPANY * Rochester, Michigan, U.S.A. 
Distributors in Principal Cities © Factory Branches: New York © Chicago «+ Detroit « Cleveland ¢ San Francisco 





hex washer heads. Finish is satin to 1764:1. This range of speed and 
nickel. power, the manufacturer claims, elim- 
J. H. Williams & Co., Buffalo, mates the necessity for many years to 
N. Y.—Industrial Distribution, Au-  ¢™ploy speed reducers that include 
oust 1950. horsepower ratings 50 to 100 times 

7 greater than required. 
Winfield H. Smith Corp., Spring 
ville, N. Y.—Industrial Distribution, 

Angust 1950. 





Screw Sockets 
Drives Case-Hardened, 
Self-Tapping Screws 
Ihe screw drive opening in these 
new impact self-tapping screw sockets 
formed of solid carbide, which is 
permanently inserted into a hardened 
| blank Actual life due to the 
bide surfaces which drive the screw Speed Reducer 
least ten times that of all stecl 
iccording to the manufac 











Fractional Horsepower 
Requirements Served 








ew sockets arc designed to his latest addition to the manufac 


case-hardened. sclf-tapping — turer’s line of speed reducers is stocked Arc Welder 
; with power tools of all types in 24 right angle drive assemblies, and Welder Manuf d 
may also be used with hand is designed to serve fractional horse anner CpeerEsoS 





power and small space requirements In Three Sizes 

ble in Designated Type DBRA, it is totally (his instant ac arc welder is manu 

in. square drive with } in. and enclosed in a single piece, compact  factured in three sizes ranging up to 

n. nominal hexagon openings. Both housing, and offers a range of | 20 150, 200, and 250 amperes. The trans 
ts fit hex, hex washer and oval to § hp and reduction ratios of 25:1 former in the welder is of the 


\ iila 





Product Manufacturer Page Product Manufacturer Page 





Micrometer L. S. Starrett Co. 108 | Punch O’Neil-Irwin Mfg. Co. 130 
Moisture Meter lfagliabue Div. of Weston Shop Desk Republic Steel Corp. 130 

Electrical Instrument 

Corp. 108 
Shell End Mill Super Tool Co. 108 
Puller Items Plomb Tool Co. 108 
Serew Sockets J. U. Williams & Co. 112 
Speed Reducer Winfield H. Smith Corp. 112 
Are Welder Marquette Mfg. Co. 112 
ee ivep 3 arnall-W aring Co. 14 Pumps Geo. D. Roper Corp. 110 
Mand Heiste Wright Hoist . Div... Ameri- End Mills Putnam Tool Co. 142 

ean Chain & Cable Co. 114 . : 4 
Bed Turret South Bend Lathe Works 116 Valve A. W. Come vee on Comp, Bae 
ee Mladen a 118 Motor U.S. Electrical Motors, Inc. 144 
Rock Drills Kennametal Ine. 118 Punch Press Bonchunaster eepliry ‘ 
ae te ae Bi 118 Chain Block Shaw-Box Crane and Hoist 

; Div.. Manning, Maxwell, 

& Moore 
Clutch Twin Dise Clutch Co. 
Belted Generator Fairbanks, Morse & Co. 
Compressor Worthington Pump 
Automotive Body Drill. Cummins Portable Tools 
Welder’s Clamps Adjustable Clamp Co. 
Drill Chip Breaker Commander Mfg. Co. 
Electric Saw Independent Pneumatic 

Tool Co. 


Gantry Crane Wise Engineering Co. 132 
Electrode Holder Lincoln Electric Co. 134 
Micrometer Brown & Sharpe Mfg. Co... V4 
Swivel-Based Vise Kenco Mfg. Co. 138 
Steam Union Capitol Mfg. & Supply Co... 138 
Elevator Buckets Ft..Worth Steel & Machin- 

ery Co. 110 


Slip Clutch Device F. W. Stewart Mfg. Corp. 120 

Air Compressor Paramount Compressor 
Corp. 

Floating Holder Scully-Jones and Co. 

Face Mill Nelco Tool Co., Ine. 

Electric Hoists Whiting Corporation 

Gearmotors Abart Gear & Machine Co. 

Electric Drill Milwaukee Electric Tool 

Wire Slings Cambridge Wire Cloth Co. 

Cabinet Model Saw DeWalt Ine. 
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THE DIRECT ROUTE 


to Bigger and Better 
Steel Equipment Sales 


DIVERSIFIED MARKETS 


BIG PROFIT 
MARGIN 





PACKAGED SELLING PROGRAM 


FACTORY-TO-DEALER PRICES 


FACTORY COOPERATION 


NATIONAL ADVERTISING 


METAL PRODUCTS, INCORPORATED 
General Offices: 853 Monroe Avenue, Aurora, Illinois 
Factories: AURORA, ILLINOIS * YORK, PENNSYLVANIA 
Sold Nationally through Factory Branches and Dealers 


LYON Metal Products, Incorporated 
853 Monroe Ave., Aurora, Illinois 


Please send me information about the LYon dealership. 











A °PARTIAL LIST OF LYON PRODUCTS 
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MALLEABLES. Standard and extra heavy. Tough close-grained 
iron, black or galvanized, precision threaded with generous 
chamfer for easy pipe entrance. Constantly checked for align- 
ment and depth of thread . . . individually inspected to in- 
sure high quality. Hot-dip galvanized for a thoroughly 
bonded, heavy coating of uniform thickness. High safety fac- 
tor in service rating. 

BRONZE. Durable, long-lived bronze, rough or polished, 
precision threaded and well chamfered for easy pipe-fitting 
and thread protection. Individually inspected .. . each air- 
tested under water. 

CAST-IRON. Flanged and screwed fittings and flanges, 
(Standard and extra-heavy), sprinkler and drainage fittings. 
KENNEDY Higher Strength Cast-Iron 50% stronger than 
ordinary gray iron . . . extraordinarily tough, dense and 
homogeneous throughout. Individually inspected. Dimen- 
sions and drilling conform to accepted standards. 





New Products 


(Continued from page 112) 





actance type, and is insulated with as- 
bestos throughout. There are no 
moving parts to wear, lubricate or get 
out of order. 

Each heat stage is accurately cali- 
brated to give exactly the amperage 
indicated in the panel arrangement 
of taps. The operator merely plugs 
in the tap that gives him the correct 
voltage and amperage for the job. 

Marquette Mfg. Co., Minneapolis 
— Industrial Distribution, August 
1950. 
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Steam Trap 
Steam Trap Has 
Stainless Steel Body 

To provide additional resistance to 
the abrasive wear and corrosion en- 
countered in severe steam trapping 
service, the manufacturer’s impulse 
steam trap is now made with body 
of stainless steel bar stock. Internal 
parts, as before, are made of selected 
stainless alloys. 

The trap is designed for working 
pressures up to 400 pounds and tem- 
peratures up to 450 degrees F. 

Yarnall-Waring Co., Philadelphia— 
Industrial Distribution, August 1950. 


Hand Hoists 
New Hoist Line 


BUY DEPENDABLE KENNEDY FITTINGS sioner YOUR DISTRIBUTOR Has % to 4 Ton Capacities 


THE This new line of hand hoists in 

cludes hoists in capacities from 4 ton 

VES ee ng to four tons with an unusual degree of 

; ELMIRA, NEW YORK safety, efficiency and portability. They 

are compact, close headroom, light- 

VALVES + PIPE FITTINGS + FIRE HYDRANTS weight and easy to handle in tight 

OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES places. 
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Any Way You Look At It... 
ForT Worl BUCKETS 


Gur Greater Capacity - Longer Life 


BOLT HOLES FRONT LIP MADE OF DOUBLE 














THREE DIMPLED TO THICKNESS STEEL and ROLLED 
THICKNESSES AVOID WEAR to GIVE MORE RIGIDITY 
OF STEEL IN BACK 
GIVES GREATER 
RIGIDITY 


























LARGER 
CAPACITY ; ‘ SMOOTH 
DUE TO INCREASED CURVATURE 
HEIGHT OF ENDS OF BODY 


, ELIMINATES 
AND FRONT LIP CONCENTRATED 











WEAR 








L 


ENDS EXTENDED 
AND LOCKED UNDER 
FRONT AND BACK TO 

SUPPORT BODY 

















TAPERED ENDS — 
TO DECREASE DRAG as 
OF PICK-UP — 


aes & tna MADE OF HEAVY-GAUGE STEEL 
ALL WELDED « NO RIVETS 











OTHER 
“ee” NEW HI-CAP ELEVATOR BUCKET 
DISPLAY is suitable for count- 


COMPLETE er, window or wall display. 


V-DRIVES 
WRITE FOR CATALOG SECTION 410 


be A cate 


PLANTS IN FORT cates ond DALLAS 

SCREW CONVEYORS SALES OFFICES and WAREHOUSES 

& ACCESSORIES HOUSTON KANSAS CITY CHICAGO ATLANTA 
LOS ANGELES $T. LOUIS MEMPHIS DALLAS 
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STANLEY HAMMERS 


strike customers right 


ind 


( 


Because they’re perfectly bal- 
anced ... work better, Stanley 
hammers make a hit with 
customers... make profits for 
you. Designed with many ex- 
clusive features, Stanley ham- 
mers are favorites on produc- 
tion lines and in shipping 
departments . . . wherever 
hammers are used. And what- 
ever hammers your customers 
eed, Stanley makes them all 
. more than 40 styles, in a 
Variety of sizes. Four typical 
hammers are shown here: 


100 PLUS. Finest hammer made. 
Exclusive design— extra driving 
and pulling power. “Evertite” pro- 
cessed handle. Perfectly balanced. 


No. 51!) NAIL. All-purpose, bell 
face claw hammer. Highly polished. 
Selected hammer steel. “Evertite” 
: hickory handle, 





No. 312 BALL PEIN. Machinists’ 
and special jobs. Super heat-treated 
head. “Evertite” hickory handle. 


No. 601 MAGNETIC. Forked end 

strongly magnetized Pre-shrunk 

handle triple-wedged to head. 
VYou’re backed by powerful 
spoverinneg in leading maga- 
‘zines that directs business to 
‘YOU. And the century-old 
‘reputation for top quality and 
)dependability, makes Stanley 
‘Tools easier to sell. Let cus- 
‘tomers know you stock the 
complete line of hammers and 
other fine industrial tools. It’s 
profitable. Stanley Tools, New 
Britain, Conn, 


ya 1 \ ' 
Suit Send for Catalog 34. Shows the complete line of 


\ Stanley Tools for industry. 


bao THE TOOL BOX OF THE WORLD 


Reg. U.S. Pat. Off. 
HARDWARE + TOOLS + ELECTRIC TOOLS ~- STEEL STRAPPING + STEEL 
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Their contsruction features sim- 
plicity of design, a modern gear drive, 
Weston type brake, steel load chain, 
steel housing, self lubrication, and 
drop forged top and bottom hooks. 

The hoists have a high safety factor 
against possible impact loadings. 

‘Wright Hoist Division, American 
Chain & Cable Co., York, Pa.—In- 
dustrial Distribution, August 1950. 


Bed Turret 


Designed for Use 
With 16 Inch Lathe 

The manufacturer is producing a 
hand feed turnstile operated bed tur- 
ret as an accessory for his 16 in. swing 
lathes. This bed turret is so designed 
that it can be accurately fitted by the 
user to the inside bed ways of any 
of the manufacturer’s 16 in. swing 
lathes. Such an installation makes 
possible the economical production of 
duplicate precision parts, but does not 
change the basic lathe. 

All feeds are hand operated through 
the balanced turnstile. The turret 
can be locked in position at any point 
along the usable length of the lathe 
bed. Double gibs provide precision 
adjustment for the turret slide and 
heavy sleeve bearings assure long life 
and easy action for the tumstile as- 
sembly. The turret head may be back 
indexed or spun to skip tool positions. 
A crank type binder lever is provided 
for locking the turret head. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
August 1950, 








VILD SALES 


ight application necessary 
and seals belting from for- 


mp on belt or pulley 
and preserves belting 
belting 


j& injurious ingredients such 
@s resin, grease, etc. 


@ keeps belting pliable in all kinds of 
atmosphere and under all conditions. 


@ good for all types of belting 


The regular use of CANTOL BELT WAX will not 
only insure better traction but will give a new 
lease on the life of the belt itself. CANTOL spelis 
good business for anes . . « let us send you 
facts and cash in them to “you ur advantage. 
We urge users to buy through their local distributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON + INDIANA 














Can be placed in any position. 
Flexible Monel Metal Poppet cannot 
leak. For cold or hot water or steam. 
150 Ibs. pressure. Noiseless. Ask 
for bulletin 402. 


Onder from your Jobber 


s 
* Cleveland Fastener! 
have the ¢ confidence : 
Bay and ae 
their 
e earned 
at measure UP to 
trengtD ie 
e fro 
. Readily spoon a 
ro 
F. immediate 


Sell in size 
locating 


CAP SCREW co. 
treet, Cleveland 4, eo 
Warehouses: Chicage, ree nitedelphie, New 

or 








Reinforced 
cartons 


labels 


acs | Also packed 


et ad in bulk 





ORIGINATORS OF THE 
ep peo 


‘ 


Specialists for more thon 30 years in 
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A VINCENT DRESSER 





MORE SALES 
FOR YOU... 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your custo- 
mers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardiness, these cutters stand up on the 
toughest applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 
customers . . . and for sure repeat sales. 


HON I@ESNES 

















Saw Blades 


Blades Cut Lumber 

350 Hours Without Resharpening 
It is claimed that these carbide 
tipped blades will cut lumber for 350 
hours without resharpening. For use 
with the manufacturer’s 74 in. and 
larger saws only, these blades provide 


| continuous high production on heavy 


duty gang cutting of all lumber and 
are available in 7 in. diameter with 18 
teeth and 8 in. diameter with 20 teeth. 

Skilsaw, Inc., Chicago—Industrial 


| Distribution, August 1950. 


Rock Drills 


Triangular Design 

Gives Maximum Resistance 

The manufacturer is producing a 
line of three point rock drills for drill- 
ing granite, sandstone, hard limestone, 
concrete, etc. Cutting tips are made 


| of vacuum sintered cemented carbide. 
| The triangular shaped design of the 
| thick carbide tips is said to give maxi- 


mum resistance to wear and shock. 
Drill shanks are heat treated alloy 
steel. 

Diameters range from # in. to 1 in. 
Lengths are from 72 in. to 12 in., de- 


| pending on drill diameter. These drills 
| are used in air or electric hammer type 


drills. 
Kennametal Inc., Latrobe, Pa.—In- 
dustrial Distribution, August 1950. 


Fixture Tester 
Pocket Size Tester 
Locates Source of Trouble 
This new pocket-size tester for fluo- 
rescent fixtures quickly locates the 
| trouble and indicates whether it is in 


TEEL PROCESS COMPANY 
: ‘ Heat Treaters of Metols—300 Tons Capacity Daily q 
— Producers of GRINDING WHEEL DRESSERS AND CUTTERS ¢ WSS TOOL BITS © 
; CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 
TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS 





2424 Bellevue Avenue Detroit 7, Michigan 
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CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Sponge iron 
section acts os 
a wick, lubri- 
cating the 
shaft by capil- 
lary action. 


SELF-ALIGNING PERMANENTLY LUBRICATED 
48" Lubvalife Bearing still operating after 860,760,000 revolu- 
tions! 


Vibration proof rubber grommets with static 
dissipator available for type A pillow blocks. 





ACTUAL 
SIZE 


This 414" test tube 
illustrates the 
Flange type Lubralife Pil- amount of lubricant 
low Block, with heavy duty in a 54¢” bore Lubra- 
cast body. Same rugged NO OILING! lite Bearing 
bearing as pictured above. 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 





SOLD ONLY THROUGH 
DISTRIBUTORS 








BADGER Cor Movers con 
shift and move cars from 
loading ond unloading 
platforms in a minimum of 
time. Selling BADGER Car 
Movers is alwoys profitable 
becouse each type fills o 
porticular need. The AD 
VANCE Sofety Cor Wrench 
is another leader. We urge 
wsers to buy thru their 


distributor 


For All SODERING—WELDING— 
BRAZING PROBLEMS 


¢ Sedering Paste—Sodering Sticks ©* Sodering 
Oil + Sodering Flux ¢ Stainless Steel Polish 
} © Sodering Liquids « Sodering Syrup * Sodering 
SPURS ae, é Acid + Solid Sal Ammoniac « Send for Free 
4 Sodering Chart which shows melting point of all 
soders. 


L. B. ALLEN CO., Inc. 
ADVANCE CAR MOVER re ; 6731 BRYN MAWR AVE. 
sh meliln baw mca CHICAGO 31, ILL 


No. 22 Double spurs fit most ~ 
stondard mokes of railway Cor Movers. There is o Bodger Spur for 
every Car Mover. 
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Leadership 
through Craftsmanship 
for 
sixty years 


4, 
r <5 = 


AMERICA’S NUMBER 1 BLOW TORCH 


There can only be ONE first 

. and there’s good reason 
why that one is C&L. A life- 
long policy of seeking out 
and employing only the most 
finished craftsmen, and putting 
into their skilled hands the 
finest materials money can 
buy, has found its reward. 
They have built into C&L 
Blow Torches the rugged 
dependability, the year-in-and- 
year-out service you'd expect 
from America’s finest heat 
tools . . . the wise buy for 
over 60 years. 


Choose from 12 “Job Engi- 


neered” models at your jobbers 
. . or write for catalog. 


CLAYTON & LAMBERT MFG, CO. 
Louisville 10, Kentucky 


CHL, vv108 GREAT HEAT TOOLS 








“Sustained TAP Gccura cy” 


assures 


STRONGER FASTENINGS 


HY-PRO Taps stay accurate longer to produce threads 
with uniformly close tolerances. This SUSTAINED 
ACCURACY effects stronger, tighter, more enduring 
fastenings that resist the loosening action of vibration. 
When tapped with SUSTAINED ACCURACY, your 
threaded parts will give longer, trouble-free service. 


eae agian” <i 


PEUDUOLUOEEEUSTT 


HY-PRO Taps provide definite production economies 
because they stay on the job longer . . . require less 
sharpening . . . produce more accurately threaded 
holes per tap. Competitive tests on the job prove this 
economy aids in offsetting high labor costs through 
greater production. 


TERRELL ED ORO e RE ' 
LALLA DE wig 


Specify HY-PRO Taps for High Production at Less 
Cost! Their stamina and precision assure every tap 
user of definite economies, plus sustained accurate 
threading on the toughest or the most meticulous 
assignment. Effect these savings and efficiencies in 
your tapping operations NOW! 


(OP rrrrererererrrrrrrrcy 
Se 


If you are troubled by “Threadaches", consult our 
Engineering Department. A thorough diagnosis will 
be made and a treatment prescribed by specialists 
with an enviable record of cures. Just send the symp- 
toms in detail. Prompt recommendation for treatment 
will be forwarded. 





COMMERCIAL ¢ PRECISION © SPECIAL 
Ground Thread Taps 


Send your name to receive the HY-PRO Stock List, 
mailed bi-monthly on request. 

Many Special as well as Standard taps in stock for 
prompt delivery. 


ORDER THROUGH YOUR DISTRIBUTOR 


MEMOR TRE. 


a 
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the circuit, starter or the tube. If the 
fixture circuit is dead, the tester indi- 
cates this fact immediately, eliminat- 
ing the trial and error method of re- 
placing starters or tubes or both. 

The tester fits into starter socket 
to make all three tests. Two models 
are available: one for fixtures with 15 
to 40 watt tubes and one for fixtures 
with 85 to 100 watt tubes. 

Ideal Industries, Inc., Sycamore, III. 
— Industrial Distribution, August 
1950. 


=a) 1% é)) 
SD }_})) 
Slip Clutch Device 


Prevents Overloading 

Of Power Shaft 

The manufacturer has designed a 
new slip clutch device which prevents 
his power shaft from being damaged 
by overloading. If the flexible shaft 
cable is overloaded due to the oper- 
ator bearing down on the tool end 
of the shaft, the slip clutch disengages 
the cable and stops the shaft and tool 
from rotating. When the load be- 
comes normal, the clutch re-engages 
the cable. This is an economical pro- 


| tection for flexible shafting, and gives 
| longer life to the power drive. 


F. W. Stewart Mfg. Corp., Chi- 
cago — Industrial Distribution, Au- 
gust 1950. 














Air Compressor 


Portable Compressor 
Delivers Greater Volume, Pressure 
This portable air compressor is de 


| signed and constructed to deliver 
| greatly increased air volume at the 


same pressure as do conventional com- 
pressors of equal power, or greatly in- 


| creased air pressure at the same vol- 





No one has ever challenged the top 
rating of Parker-Kalon in the field 
of industrial sales-literature. Noth- 
ing published ever did a better job 
of selling-in-print. And P-K* Dis- 
tributors reaped the benefit. 


NOW, AN ALL NEW 
SOCKET SCREW 
BULLETIN 


Parker-Kalon is now distributing a 
brand new Socket Screw Bulletin. 
Every page has been carefully rede- 
signed to provide more selling power 
per square inch. New pictorial proof 
of Parker-Kalon’s unrivalled 
Quality-Control facilities . . . new 
product information . . . new en- 
gineering data that is easier to read, 
easier to find. 


BIGGER — 16 PAGES 


Bigger than ever, in its 16 pages 
you'll find complete selling informa- 
tion on the popular P-K line of 
Socket Screws. Tells the inspiring 
story of P-K leadership in present- 
ing Size-Marked Socket Head Cap 
Screws, and Ground Thread Socket 
Set Screws. 


OPPORTUNITY 


P-K Distributors can use this 
Bulletin to spark a new surge in 
Socket Screw sales . . . will see that 
every customer who needs one gets 
a copy. Let this “printed salesman” 
help you prove to more fastening 


users then ever before... 


AN 


/ TRADE uu \ 


PARKER-KALON CORPORATION 
200 Varick St., New York 14 





Here’s the Book 


that’s boosting business 
for P-K DISTRIBUTORS 





PARKER-KALON 
(alt foued 


SOCKET SCREWS 


SIZE-MARKED SOCKET HEAD CAP SCREWS » GROUND THREAD SOCKET SET SCREWS 
FLAT HEAD SOCKET CAP SCREWS «+ STRIPPER BOLTS + PIPE PLUGS + HEX KEYS 
AVAILABLE EVERYWHERE THROUGH ACCREDITED DISTRIBUTORS 


* TRADE MARKS REG. U.S. PAT. OFF. 
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ume, according to the manufacturer. 
The compressor produces 2} cu. ft. per 
minute at 25 to 30 Ibs. pressure, sus- 
tained pressures up to 50 lbs., inter- 
mittent pressures up to 80 Ibs. It 


 Ylakionally 
IT’S EASY TO SELL 4 — Fee. mane ds and Shims weighs 7} Ibs. and is 9 in. in height. 


Sear It can be adequately powered by a 4 
, 





Get extra, profit-building busi- Bs 
ness fromevery shop in your territory! i ; hp., 1,750 Tpm. motor. 
Tell them how “De-Sta-Co” all-steel i 2 ’ Paramount Compressor Corp., Chi- 
Arbor Spacers save setup time on » AZ j j cago—Industrial Distribution, August 
milling machines, slitters, gang-saws ; a | 1950. 
. Sell them two sets for each > ' ——— 
machine in the shop! 
For 20 arbor sizes (%” to 4”) 
. 19 graduated thicknesses (.001” 
to .125") . . Complete sets —or in 
bulk. We suggest stocking “De- 
Sta-Co” Ready-Packaged sets in 
the five most popular arbor sizes, 
Ye", 1°, 1%", 1%", 2”. They're 
easy to stock, packed in individual, 
heat-sealed, clear polyethylene en- 
velopes for rust-proof stocking. Each 
set plainly identified by arbor size. All “De-Sta-Co” Arbor Spacers have standard 
keyway. Special arbor spacers, thicknesses over .125”, available in popular sizes 
and thicknesses machined from solid bar stock, hardened 
and ground, with standard keyways. How Angula: 
“De-Sta-Co” all-steel Shims furnished in same sizes (in Foes le Sneeind 
sets or in bulk), stamped and coined to close tolerances, 
: : without keyway. Preferred by machinists for over ° 
F ARBOR SPACERS — SHIMS thirty-five years for shimming gears and bearings... Floating Holder 
Keywayed NotKeywayed asked for by name, “De-Sta-Co”. Tool, Work Misalignment 
“DE-STA-CO" QUANTITY DISCOUNT PLAN gives you extra 
D f T Q oO | T profits for handling this fast-selling, easily stocked line. Write Corrected by Holder 
today for “‘De-Sta-Co"” Arbor Spacer and Shim Stock Price List. i as 

A double gear or spline drive coup- 

STAMPING ling is utilized to give unrestricted 
COMPANY 332 ae tenn AVE., SeTROry 3, ee. | parallel and/or angular float for accu- 
re alia - oa Pr A rate tapping, reaming and similar oper- 
= Pa ations with this floating tool holder. 
Misalignment between tool and work 
is instantly corrected when using this 

new floating holder. 

Cutting tools align themselves and 
enter holes without cramping or bend- 
ing. Wear of the floating elements is 
practically eliminated due to the posi- 
tive lubrication of all parts during op- 
eration. The large areas of lubricated 
surfaces cushion torsional shock and 
overload. The outer shell of the holder 
is a perfect seal to retain lubricant and 
keep out chips and dirt. 

Scully-Jones and Co., Chicago — 
Industrial Distribution, August 1950. 












































in Long Continuous Lengths is Conveyor Belts... 
% Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 
Machines, etc. 
% In canneries where corrosion or rust is a problem specify Alligator made 
of Monel. 
% For magnetic separators or anti-sparking specify Alligator made of Everdur. 
% Separable and smooth on both sides. 
% 12 sizes. For belts from 1/16” to 5/8” thick—and any width. F Mill 
Order from Your Supply House. Ask for Bulletin A-60 ace ! . 
FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicago 44, Ill. Carbide Tipped Mills 
Incorporate New Angles 
JUST A HAMMER TO APPLY IT | This carbide tipped face mill for 


| milling steel has nickel shims, sand- 
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NEW sources 


of profit with 


a! gs 
(7 MU 


NEW 


Blades 


On recent tests, 

when pitted against 

eight leading brands 

in cutting SAE 52100 Ball 

Bearing Steel, Victor’s new 
“Molyflex” High Speed Hand 

Hack Saw Blades .. . averaged 23.8% 
more metal cut than all the leading 
brands tested. Here’s the blade that 
rounds out Victor’s famous line. Be- 
cause it is more uniform...completely 
shatterproof ... absolutely unbreak- 
able when used in a frame... it is 
packed with extra profit-making fea- 
tures. A real sales leader . . . for mak- 
ing tough metal cutting jobs easy! 
Finished in gold, each blade carries 
specifications printed on it. All sizes 
and pitches. 


Victor Steelrite 
Metal Marking Crayons 


Here is another NEW Victor 
profit-making item. Available 
in a variety of sizes and at- 
tractively boxed, these crayons 
are a natural for off-the-coun- 
ter sales. Special extrusion proc- 
ess insures uniform strength 
and composition. Markings 
can be made on hot, cold, 

damp or grimy metals and withstand 

pickling, yet do not affect enamel 

application. = 

Victor's famous Wall Chart 

and Metal Cutting Book- 

lets are still available. 

Write today for your 

free supply. 


It’s Easier to Sell 
the Sprout-Waldron 


‘blue face’ 








Because of their widespread use and recog- 

nition by American industry, Sprout-Waldron’s 

“Blue Face” Pulleys are fast-moving distributor's items. 

Whether it’s a rough materials handling job which demands 

the ultimate in belt-saving features... or a simple task of 

power transmission—there is a wide selection of “Blue Face” 
Pulley types and sizes to choose from. 


Write for your copy of Bulletin 33 which contains 
full information about the profit-building “Blue 
Face” line. Address: Sprout, Waldron & Co., 
Inc., 3 Waldron Street, Muncy, Penna. 


Sprout-Waldron 
Maniefe Tt “9 Pr td 
LC MUNCY F PENNS YEVANIA ) 
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Cars keep rolling off line 
when parts “fly” to the job 























7 

Increased production at a West Coast assembly line caused a parts shortage. 
Shipment in transit was located at St. Louis in late afternoon and Air Expressed 
‘to coast. Delivered 5 A.M. next morning. Speed like this keeps production rolling, 
Jets you meet every delivery date. Shipping charge for 50-lb. carton: $24.56. 


| 


You get door-to-door service included 
in the low rate. This makes the world’s 
fastest transportation method conven- 
ient and easy to use. Specify it regularly 
to keep customer service high—and 
high-cost inventories low. 





Shipments go on all Scheduled Airline 
flights. Speeds up to 5 miles a minute— 
dependable service, experienced han- 
dling. For fastest shipping action, phone 
Air Express Division, Railway Express 
Agency. (Many low commodity rates 
in effect. Investigate.) 


Air Express gives you all these advantages: 


World's fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22,000 off-airline points. 
Experienced Air Express has handled over 25 million shipments. 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





GETS THERE FIRST 
~ A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 


: 
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wich brazing and alloy steel bodies. 
It also incorporates new angles. In 
actual tests, 125 cubic inches of metal 
per minute have been removed and 
consumed only 60 hp. In these tests a 
4 in. depth se pre 10 inches wide was 
milled in cast steel at 25 inches per 
minute table feed. The ruggedness of 
this tool and its unique design make it 
a particularly useful cutter for milling 
steel on the higher powered milling 
machines. Sizes from 6 in. diameter 
through 14 in. diameter are available. 

Neko Tool Co., Inc., Manchester, 
Conn.—Industrial Distribution, Au- 
gust 1950. 














Electric Hoists 
Manufacturer Announces 
New Line of Chain Hoists 

These redesigned hoists retain the 
simple, totally enclosed, double worm 
gear drive of the manufacturer’s pre- 
vious models, and many parts have 
been simplified and strengthened. The 
hoists use a spring set, shoe type mo- 
tor brake, in which the lining is 
bonded to the shoe. This arrangement 
is said to provide improved braking 
power and longer brake life. The pull 
cord has been relocated at the center 
of the hoist frame to eliminate any 
tendency of the hoist to tip when the 
control cord is pulled. 

The hoist control switch also is re- 
located and simplified, and protected 
from damage by a new switch mount- 
ing. Perfect alignment of the motor 
is insured by locking the adaptor cast- 
ing into position. These hoists are 
available in 4, 4, 1 and 2 ton capaci- 
ties. 

Whiting Corporation, Harvey, II]. 

- Industrial Bistribution, August 
1950. 





Gearmotors 
Right Angle Gearmotors 
Added to Line 
This line of right angle gearmotors 
is of heavy duty type, NEMA rated. 
Standard speeds and ratios are as fol 
lows: horsepower 2 to 5; ratios 52: 
1 to 100; 1; output speeds from 17.5 
rpm to 302 rpm. Special voltages, 
cycles, etc., are furnished on order. 
The mounting of these gearmotors 
is one single surface. Units can be 
mounted in any position. Torques are 
all taken by semi-steel gear case. Gears 
are of nickel bronze. Worms are in- 
tegral with shaft hardened and pre- 
cision ground. ‘The durable housing 
is semi-steel precison machined, for 
lasting strength and resistance to dirt, 
grip and corrosion. Models are single- 
phase and three-phase. 
Abart Gear &* Machine Co., Chi- 
cago, Ill, — Industrial Distribution, 
August 1950. 


Electric Drill 
Right Angle Drive Drill 
Has Three Speeds 

This portable right angle drive 
power unit, weighing eight pounds, 
has three speeds ranging trom 300 to 
675 rpm. Variable speeds make the 
4 in. drill suitable for polishing mar- 
ble and stone, and its high torque 
makes it an ideal tool for hole saw 
work. Either high speed carbon steel 
or carbide bits can be used, depend 
ing upon the type of drilling required. 

Right angle drive attachment per- 
mits drilling between 12 in. center 
joists, studs and in close or obstructed 
places inaccessible with standard elec 
tric drills. 

Powered by a 4 hp universal ac or 
de motor housed in a compact alum- 
inum case, the unit can be operated 
at 115 volts, 0 to 60 cycles. 
right angle drive attachment carry a 
90 day guarantee. Chuck is inter- 


changeable and can be detached from | 
drill and inserted on the adapter when 


using right angle drive. 
Milwaukee Electric 


August 1950. 


Drill and | 


Tool Corp., 
Milwaukee — Industrial Distribution, 


Labor saved... sales 


@ Handy-Packs 
. contain the 
same small lot 
quantities of bolts 
iat have been standard for years. Cut thread carriage and 
chine bolts have nuts attached as always. 


Rugged open 


drawer 


Sealed with nylon tape 


By y Jobber alesme because 
fe strong Hanc ack is more 
attractive to retailers. It has fea- 
tures that stimulate sales... that 
give the jobber salesman some- 
thing to talk about. 


| 
6g |E 
STRONG HANDY- PACK BOLT CARTONS have a certified bursting 


b> 


strengt 
aes in wooden boxes. 
ivery carton is sealed with nylon tape.. 


of 125 to 200 Ibs. per sq. in. depending on bolt size. 


hoosted with 


HANDY- PACK 
BOLT CARTONS 


By Sales Clerks because the 


er of the strong Handy-Pack 
makes a peed oe open wer | 
for bolt cabinets. It eli tes 
opening cartons everytim® you 
make a sale. It’s a strong drawer... 
won't tear, bulge or break. 


Certified Reshippable 


By Wareh usemen because 
e strong Hand ve a be 
handled or even Retain without 
breaking. It can be stacked néatly 
and easily in the warehouse, It 
won't crush or topple. It saves 
time and labor. 


The cartons are 


.can be ordered in c arload or less-than-carload lots. 
.is certified aS 
wrapping are not necessary when you reship them. Strong 


Tying and 
andy-Packs have 


countless advantages over old fashioned ‘paper’ boxes. They eliminate costly 
spillage, mixing, sorting and losses due to breakage of we ~aker cartons. Order 
your bolts from Buffalo and get them in the new, strong Handy-Pack cartons. 


WRITE 


for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 


Buffalo International Corp., 


50 Church 


Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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BENCH YOKE VISE | 


CUUUEREGEREDEUE) ee 


Wire Slings 
Woven Wire Sling 
Line Expanded 


The manufacturer’s line of woven 
wire slings now includes slings in 
standard widths of 3 in. to 30 in. 
and from 36 in. to 132 in. standard 
lengths. Other sizes will be supplied 
on special order. 

The slings are available in any metal 
or alloy, including stainless steels. 
Special tempered steel handles, at- 
tached to both ends of the sling it- 
self, permit use of either a choke or 
basket hitch around the material be- 
ing handled. 

Cambridge Wire Cloth Co., Cam- 
bridge, Md.—Industrial Distribution, 
August 1950. 
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. . -“‘I don’t have to worry about 
protecting polished pipe in these 
RIGeiID LonGrip Vise jaws.” 





LonGrip Jaws Protect Polished 
Pipe in Fel E241 Bb Vises 


@ You sell years of trouble-free service with this 
more-for-your-money Ral Bench Yoke Vise. Your 
customers like its easier-work features—integral pipe 
rest, handy bender that won’t flatten pipe and 
LonGrip jaws that protect polished pipe. Special malle- 
able frame and heat-treated tool-steel jaws for maxi- . 

mum wear. Made in 8 sizes, for pipe to 6’. RiItZaib> Cabinet Model Saw 

bench, post, stand and Tristand pipe vises, yoke and Complete Unit 


chain types, all offer your customers real work-saver Weigh 115 Pounds 
advantages. Ask your jobber for these sure-fire sellers. 











The basic unit of this steel cabinet 
model machine is mounted on a light 
but firm pressed steel cabinet. The 
weight of the entire unit is 115 
pounds. This light weight feature 
coupled with a new recessed cabinet 
top design permits the easy removal 
of the saw unit, table and table base 
from the cabinet, allowing for the 


THE RIDGE TOOL co. e ELYRIA, OHIO (Continued on page 130) 
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NOW! protection, durability 


plus convenience 


wravierors = JAW-HEAD 


‘COMPLETE: LINE! , 
Bee Newhide 
HAMMER 


C/R’s new Jaw-Head hammer is a 
real time saver. By loosening a nut, 
any worker can replace the rawhide 
faces in a jiffy. Tightening nut holds 
faces in a vise-like grip. C/R Jaw- 
Head hammer faces are made of 
tough, resilient water buffalo hide 
superior in their ability to absorb 
shock, deliver powerful blows, and 
protect delicate surfaces. Safety- 
Flare grip handles prevent slipping 
For safety, economy and power, get 
the new C/R Jaw-Head Rawhide 
hammer. 


Years of consumer acceptance and 
Victor dependability are just a few of 
the many reasons why Victor is con- 
stantly making new customers... re- 
peat sales! And when you add Victor’s 


complete textile belting line, you've got \ 
a combination that’s hard to beat for 
volume sales! €) 

You can broaden your sales horizon 


when you sell Victor’s complete line 

of textile belting—solid woven cotton Out with the old face - = in with the new! 

— Neoprene impregnated — canvas 

stitched and Balata, plus a complete 

variety of belting specialties. They’re 

made in a full range of widths and 

plies, and are available with special 

treatment to meet specialized service 

requirements. Always sell Victor Belt- came GF a od pm By Sang a wae 
ing...the first choice for conveying, aesainitaeaiinadie 


elevating and power transmission. 
Other C/R striking tools: @ Available from 
Pr rmoons =< bars \aceabdnes Wal cotati Rate aae aoe Rawhide Mallets, Rawhide Mauls, leading Industrial 


OO a) ee al : Solid Head Rawhide Hammers. suppliers. 


Baton a TorsteBorineCo fa CHICAGO MFG.CO. 


53 Park Pl, N.Y. 7 ¢ 300.6 W. Hubbard St., Chicago | 


Reid te ae : 1205 Elston Ave. Chicago 22, Illinois 
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New convenience, time saved filling orders, handling minimum of effort. A quick glance at the neat label 
headaches eliminated! These are just a few of the tells you the contents of any package. 

advantages you get with the new Morse packages. And you hand the customer roller chain or parts 
You can give customers fast “off-the-shelf” delivery that are clean, dust-free, easy to handle, ready for 
of the chains or parts they want, and do it with a immediate assembly. 


LOOK AT THESE BIG ADVANTAGES: 


No messy, greasy chain to handle . . . it’s ~ Saves handling time . . . saves storage space 
clean . . . it’s PACKAGED! ... it’s PACKAGED! 


Easy to store — neat — attractive .. . it’s — i 
PACKAGED! % Increases sales . . . eliminates cutting: Up to 


Faster deliveries to your customers . . . it’s 1” pitch packaged in 5’ and 10° coils, 50’ 
PACKAGED! and 100’ reels; 1” pitch packaged in 5’ and 


Inventory time saver . . . easily identified . . . 10’ coils, 50’ reels; over 1” pitch, packaged 
it's PACKAGED! in 10’ coils. 


The complete Morse Roller Chain packaging program is another step forward to help 
Morse distributors increase their business and profits with their local customers and 
prospects . . . another reason why... 


M-PT Morse wens Power 


Transmission 

















Write today for Folder F57- 


50, which gives a complete de- 


scription of all Morse Factory- 


Packaged chains and _ parts, 


together with the list prices. 


MECHANICAL 
POWER TRANSMISSION 
PRODUCTS 


Ne ae om om oe 


——— TT 
Morse Chain Company. 7601 Central Ave., Detroit 8, Michigan 





SOR” waente 


rs 


CONVERSION TABLE 
STANDARD TAP CATALOG NOS. 


U.S.Mfrs. 


First... 
Net Price List of Standard Taps, published by 
Threadwell last year as a free boon to book- 
keepers. 


And Now... 

Threadwell simplifies and speeds up your order- 
ing with its Conversion Table of Standard Tap 
Catalog Numbers. All standard types and styles 
of American Manufacturers cross referenced 
by catalog number. Yours for the asking. Mail 
coupon below. 





THREADWELL TAP & DIE CO., Greenfield, Mass. 


Please send me without obligation your new Conver- 
sion Table of Standard Tap Catalog Numbers. 


Name » Pian 
Company 
Street__ 


SSS 
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use of the machine as a portable power 
saw. 

The cabinet is roomy and can be 
equipped with shelves and drawers for 
storing tools. The unit is equipped 
with a 4 hp motor; it can cut 2 in. 
thick material, cross cut 12 in. wide 
and rip to the center of a 43 in. panel. 

DeWalt Inc., Lancaster, Pa.—In- 
dustrial Distribution, August 1950. 








Punch 


Provides Greater 
Throat Depth 

[his punch’s 12 in. throat allows 
working to the center of a 24 in. wide 
sheet. In addition to its ability to 
perforate holes of various shapes and 
sizes as large as 4 in. in diameter, it can 
also be employed as a precision punch 
press for an unlimited variety of 
blanking, drawing, embossing and 
forming operations. 

One feature of this punch is its tri 
angular shaped ram which is hardened 
and precision ground for extreme ac 
curacy. Since turning or twisting of 
this triangular ram is impossible, the 
position of the punch head is posi- 
tively controlled assuring perfect align- 
ment at all times. It is said that the 
powerful action of this precision ma 
chine is obtained through a roller 
bearing cam of exclusive design which 
converts a small amount of operator 
effort into a large pressure at the point 
of impact. 

O’Neil-Irwin Manufacturing Co., 
Lake City, Minn.—Industrial Distri- 
bution, August 1950. 


Shop Desk 


Usable From 

Standing Position 

(his desk is constructed to afford 
comfortable writing while in a stand 





“PRECISION” FLANGE BEARING 
With Porous Bronze Bushing 


Here’s a NEW Flange Bearing designed 
to bear both a thrust and a radial load. 
Its use as an end bearing or as a support 
bearing makes for a wide variety of ap- 
plications. Fitted with oil-impregnated 
porous bronze bushing and with oil reser- 
voir machined in the casting, this 
“PRECISION” bearing requires seldom 
lubrication, runs without oil drip and yet 
is comparable in price to babbited bear- 
ings. Available in 12“ to 1%” shaft di- 
ameters. Write or wire TODAY for 
literature and further information. 


PRECISION PRODUCTS DIVISION 


ATLANTA TOOL CO. 


290 SIMPSON ST., N. W. 





4 > 





ATLANTA 3, GA. 





—HARRIS—~ 


FLOATS 


in stainless steel @ copper 
@ aluminum @ monel @ 
nickel @ everdur 


ALSO Tanks, Coils, Bends, Expansion Joints, 
Kettles, Dippers, Evaporators, Coolers, Heaters, 
Chemical Apparatus to meet the constant de- 
mand of industry. HARRIS Products have es 
tablished a reputation for quality and service 
during the past 65 years. The present need 
spells good profit for distributors. Our engi- 
neering staff will cooperate on your customers’ 
problems. Send for details 


= 
ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 








LOOK AT 
SOME OF THE JOBS 
FIXX CAN DO! 


W Alterctions and repairs to patterns 
VW Dressing up castings. 
i4 Sealing joints, crocks, gaskets, etc. 


Filling dents, scratches, countersinks, 
tool marks, etc. 


V Building up fillets and blends. 


Y Repairing leaks in static or low pressure 

tonks and pipes. 

Y Plus literally hundreds of jobs involving 
sealing, caulking, waterproofing, re- 

surfacing, patching or filling. 


Sell it once and watch the re-orders! That’s 
proof that every shop...every plant... 
every department can use the amazing new 
FIXX techaique in thousands of ways. A smash 
hit in the auto body field, industry is finding 
so many new uses for FIXX every day that 
we can’t begin to list them! 


Applied like putty . . . it hardens like metal. 
Waterproof, non-shrinking, rustproof, flexible, 
and durable. May be sanded, filed, ground, 
polished, etc. Takes paint and enamel beauti- 
fully. FIXX is fast, economical and does a 
slick job. With FIXX-FAB (patch material for 
larger areas) and FIXX-SOL (solvent), there 
are so many maintenance and production 
jobs that FIXX can perform that you can sell 
and SELL this amazing new cold solder in 
terrific quantities! 


Write us for details. 


H. K. PORTER, INC. 


SOMERVILLE 43, MASS. 
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Boost Your Sales 
WITH TECHNICAL LITERATURE 


STAINLESS STEEL 
VALVES - FITTINGS - ACCESSORIES 


The following are available in 
“ quantity with your own imprint: 
CATALOG—New 48 page catalog giving full design informa- 


tion, with drawings on the complete line of Cooper Alloy 
Stainless Valves, Fittings and Accessories. 


NAMES OF VALVE PARTS—Design drawings identifying 


parts and the materials from which they are made. 


COMPARISON CHART—2” & %” GATE VALVES—Detailed 


engineering chart comparing features of | 9 petitive valves. 


FLOW DIAGRAMS—B2asic discussion of valve types—gate, 
globe, angle, Y, check and tank—with a complete set of diagram- 
matic sketches to illustrate direction of flow. 





THREADING STAINLESS STEEL—Svggested methods of 
Threading and Assembling Stainless Steel Pipe and Pipe fittings 
are presented. 


1950 REFERENCE CHART—Comprehensive analysis of 
stainless, corrosion and heat resistant alloy castings—properties, 
comparative designations, alloy types and nominal analyses. 


CORROSION RESISTANCE OF HIGH ALLOYS—Tech- 
nical data sheet on corrosion resistance of stainless, monel and 
nickel castings. 





The COOPER ALLOY FOUNDRY CO. 
HILLSIDE, NEW JERSEY 


GENTLEMEN: 


PLEASE SEND SAMPLES OF ITEMS CHECKED WITH FULL INFORMA- 
TION AS TO HOW THEY MAY BE IMPRINTED FOR MY DISTRIBUTION. 














The COOPER ALLOY Foundry Co leading producer 
of Stainless Steel VALVES + FITTINGS * CASTINGS 
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ing position, thus providing a depart- 
ment “headquarters” for such shop 
personnel as supervisors, dispatchers, 
checkers, shippers and other record 
keepers. It is 33 in. wide, 28% in. 
deep, 43 in. high in front and 524 
in. high in back, including a 7 in. 
high hood across the back. Drawer is 
234 in. wide, 4 in. high and 26 in. 
deep. 

Shelves for orders and records are 
located beneath the hood on the top. 
A drawer is built into the top for the 
storage of tools and supplies. The 
four angle legs are made with foot 
caps and the entire surface is finished 
with baked on green enamel. 

Republic Steel Corp., Cleveland— 
Industrial Distribution, August 1950. 














Gantry Crane 
Portable Crane 
Made Collapsible 

It is claimed that because of its un- 
usual portability features, this gantry 
crane takes the place of several sta- 
tionary gantry cranes. The crane is 
delivered knocked down and can be 
set up or dismantled by two men in 
ten minutes. For additional porta- 
bility, special slip-on boots with four 
inch casters are provided where a con- 
siderable amount of moving around on 
the job is required. The boots are 
made slightly oversize, so that they 
can be easily attached or taken off, yet 
special design assures rigidity while in 
use. 

Wise Engineering Co., Newark, 
N. ].—Industrial Distribution, August 
1950. 


Electrode Holder 
Combines Advantages 
Of Tong, Hole Type Holders 
This insulated electrode holder, de- 
signed around an unusually small size, 
combines the advantages of both tong 
and hole type holders in providing a 
strong, “‘lock-jaw” electrode grip, yet 
easy thumb pressure electrode release. 
The holder’s small size is ideal for 





Hard-hitting national advertisements 
work and work to build Your sales 


when you’re a Goodyear Franchise Holder 


8 REASONS WHY 


Goodyear Industrial Rubber Products 
Are Top Profit-Makers 


- Reputation of “the greatest name G.T.M 
in rubber.” Mon 


« Proved quality thot brings repeot 6. Hord-hittin« 
sales direct mail 
. Aggressive national advertising 7 


. Leadership 
that boosts distributors, too 


opments, pionee 
. Liberal franchise that creates Research Let 
rofit opportunities 
. ue 8. Substential profit morgin 


5. Technical sales assistance of the pars 


GOooD, 


~~ eo bi 


ARD-SELLING, impact-loaded advertise- 
H ments in all these publications and 
many more are carrying the Goodyear 
Industrial Rubber Products story to your 
customers this year. They are YOUR 
advertisements, for each of them tells the 
reader to get in touch with his nearest 


Goodyear distributor. 


And that means more business for every 
Goodyear franchise holder—one more 
reason why the Goodyear franchise is one 
of the biggest industrial supply money- 
makers. When you add all the promotional 
help of a great national selling organization, 
and the eight points listed in the blueprint, 
you'll see the factors that make your 
Goodyear franchise an investment in security. 
The Goodyear Tire & Rubber 
Company, Inc., Akron 16, Ohio 


EAR 


THE GREATEST NAME IN RUBBER 
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COMPLETE LINE! 


Tony won’t get “caught short” if he can help it. He knows 
the secret of success in business is to have on hand what 


his customers want. 


The modern Industrial Distributor knows this, too. That’s 
why so many of them carry the COMPLETE Lamson Line 


of bolts, nuts, screws and other fastener products. 
When you concentrate on the Lamson Line you simplify 
inventory control and ordering as well as establishing a 


reliable source of supply for unexpected fastener requests. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street © Cleveland 2, Ohio 
Plants ot Cleveland and Kent, Ohio @ Birmingham @ Chicago 


LAMSON & SESSIONS 
eo) Che 


THE COMPLETE, STEADY-PROFIT LINE 
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operation with heavy gloves and in 
corners and other confined areas. 
New materials have been developed 
especially for the holder; the tip of 
the jaw end of the holder is covered 
with a high temperature resistant, as- 
bestos base compound which is highly 
flexible. The tip cannot be broken 
by the impact or shock of dropping or 
crushing. The metal frame of the 
holder is a new material designed to 
give the best combination of strength 
and thermal conductivity. It is a high 
strength electrical bronze. The holder 
is manufactured in the 250 ampere 
size for Ys in. to *s in. electrodes. 
Lincoln Electric Co., Cleveland— 
Industrial Distribution, August 1950. 














Micrometer 
Bench Micrometer 
Usable in Three Ways 
This indicating bench micrometer 
No. 245 can be used in three distinctly 
different ways. It measures from 0 to 
4 in. by .0001 in. directly from the 
micrometer thimble; it can be used 
as a comparator and is set without ad- 
ditional - standards with readings to 
.0001 in. taken from the dial gage and 
it measures by .0001 in. directly from 
the dial gage with micrometer set at 
nearest .001 in. of the measurement. 
The micrometer has an adjustable 
measuring pressure from 8 ozs. to 2 
Ibs. that remains constant when set. 
It is equipped with tungsten carbide 
tipped measuring surfaces for long use 
and threads are precision ground. 
Brown & Sharpe Mfg. Co., Provi- 
dence, R. I.—Industrial Distribution, 
August 1950. 


(Continued on page 138) 











Easy to Sell! 


SET-UP 
APPLIANCES 


for Tool and 
Production Shops 


HARDENED 
NUTS 


HARDENED and 
GROUND WASHERS 


SET-UP 
JACKS 


A useful aid in set-up 
work for tool and produc- 
tion shops. Many uses. 
Has hardened set screw 
and jam nut to lock in 
position. 


FLANGE 
NUTS NUTS 
Write today for catalog bulle- 
tin giving sizes and prices on 
above parts and 350 other 
fixture fittings. 


Attractive Discounts 


WEST POINT MFG. CO. 


19631 Merriman Court 
Farmington, Mich. 








Fig. 3169 single stage, open impeller centrifug 


7 more sizes in this | 
new Centrifugal Line 


This new and extremely successful line of centrifugals is now 
available in 10 sizes. You can now take advantage of the effi< 
ciency of this new design to fill pumping needs in a wide variety 
of applications in many types of plants. 


APPLICATIONS 


Goulds designed the Fig. 3169 especially for general water serv- 
ice, irrigation, Slurries, circulation, transfer and factory wastes. 
It also gives excellent service in air conditioning, plumbing, 
heating, processing and related applications. 


ADVANTAGES 


The efficient, modern design and the simple, lightweight con- 
struction give you a pump that has many sales advantages yet 
you can sell it at competitive prices. 


CAPACITIES 


Fig. 3169 is made in 10 sizes for both motor and belt drives. 
Capacities to 1000 G.P.M. with heads to 180 ft., depending on 
capacity. 


For more information call or write Pump Headquarters. Ask for 
Bulletin 720.4 


MEMBER 


A 
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We TELL ‘em 


—with Hard-Hitting ADS! 


Think of it! Over 20 million Van Dorn ads this year are telling the 
story for you.. 
Dorn Tools 


. giving your prospects the latest information on Van 
sending them to you for demonstrations and details! 
And Van Dorn also gives you plenty of local sales helps, displays 
booklets, mailings, newspaper mats 

your Van Dorn Branch Salesman 


on-the-spot assistance from 
important national trade show 
exhibits . . . volume-boosting sales training clinics! 








VAN DORN ADS 
THESE MAGAZINES 
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ELECTRIC 
SANDERS 


PORTABLE 3 


Re ee bok 1 
GRINDERS tess SCREW DRIVERS | IMPACT 


You SELL tim 


—with Versatile TOOLS 


Drilling, sanding, grinding, screwdriving . . . there’s a Van Dorn Tool 
for practically every industrial operation! Don’t pass up a single shop 





in your territory. Large or small, they all have a use for at least one 
among the 100-p/us Tools in the broad Van Dorn Line! Sell their versa- 
tility. Sell their finer workmanship, design, engineering, materials. Sell 
the great Van Dorn service organization that helps customers get maxi- 
mum tool use, maximum tool life. You can’t miss with Van Dorn! 


For Power 
Specify 


ELECTRIC 
SAWS 





(Div. of Black & Decker Mfg. Co.) 
Portable Electric 


woo teTES a THE VAN DORN ELECTRIC TOOL CO. TOO LS 


717 JOPPA ROAD, TOWSON 4, MD. 
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Bond 


Structural 


CASTERS Sesengll.. 


for easy, efficient 
movement of materials 


SPARSE RED Cb GE an ee eee 


These Bond built-for-the-job casters are all members of one 
family of structural steel casters. Each of the three series of 
swivel casters has a double ball race designed for easy turning 
and for equal distribution of the load. All four series are built 
to withstand heavy loads and sudden shocks, and are pressure 
lubricated for long service life. 


40-A Series— Double Ball Race 41-A_ Series— Structural Steel 
Structural Steel Swivel Caster. Rigid Caster. 


140-AH Series — Heavy Duty 140-A-HVG Series—V-Grooved 
Double Ball Race Structural Wheel Double Ball Race Struc- 
Steel Swivel Caster. tural Steel Swivel Caster. 


Bond Structural Stee! Casters are available with Plain or Roller Bearing Wheels of 
Semi-Steel, Solid Rubber and Vulcanized-on Rubber Tread. Thread Guard types 
also available. 


Bond Catalog K-38 fully describes these and other Bond 
Truck Casters. We will be glad to send you a copy on request. 


BOND FOUNDRY & MACHINE COMPANY 
MANNHEIM ¢ PENNSYLVANIA 
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Swivel-Based Vise 
Four Inch Vise 
Has Dual Base Markings 

This vise is said to incorporate cer- 
tain design improvements, prominent 
among which is a unique system of 
numerical graduations around the bev- 
eled edge of the base, reading from 
zero degrees to 90 degrees, then back 
to zero. This allows synchronized 
readings from markers on either side 
of the vise. 

The hardened and ground steel jaws 
(removable) are 1} in. deep, 3% in. 
wide and Ys in. thick. The vise opens 
to a full 4 in. and may be used inde- 
pendently of base. The vise weighs 
16 pounds, and is made of well sea 
soned semi-steel. 

Kenco Mfg. Co., Los Angeles — 
Industrial Distribution, August 1950. 























Steam Union 

Seamless Steel Unions 
Widely Applicable 
This 250 lb. steam union, made 
from seamless steel, is listed by the 
Underwriters’ for use with all piping 
applications, including hazardous _1i- 
quids. This union, available zinc 
coated or impregnated with an effec- 
tive rust resistant, is furnished with a 
brass seat and ground joint. At the 
present time they are supplied in 4 
in. to 14 in. IPS; sizes up to 2 in. 

IPS are planned for a later date. 
The unions conform to the re. 
quirements of the Federal Specifica 





For those who you make more sales 
profit by selling 


TOP QUALITY! | of SOCKET SCREWS 


STRANDFLEX 


FLEXIBLE SHAFT . 
~ a 4 with 





reel eee 


We consistently advertise* — 

not only to tell how good Bristol’s 
Screws are . . . but also to create more 
socket screw applications. 
*in: MILL & FACTORY, MACHINERY, 
ELECTRICAL MANUFACTURING, PRODUCT 
ENGINEERING, MACHINE DESIGN, IN- 
DUSTRIAL EQUIPMENT NEWS, PRODUCT 
DESIGN & DEVELOPMENT. 


High Speed Motor 
Gives You 
1700 RPM- 7200 RPM 
3600 RPM 9000 RPM 


Standard Motor | Only with Bristol’s can your sales- 
Gives You men offer the right socket screw— 
850 RPM 3600 RPM hex or multiple-spline, cap or set, 
1800 RPM. 4500 RPM any size down to No. 1 wire—for 
every application. And our famous 
“‘correspondence course” helps them 
squeeze the most out of every oppor- 

tunity. 


In the long run nothing 
beats quality, for it pro- 
vides customer satisfac- 
tion and the good will 
that results in repeat business. 
That’s why distributors are push- 1 
ing the sale of the new “STRAND- d Here . 

X” 4-Speed Gear Drive Flexible an 
Shaft Machine. 
4 different RPM are provided, as 
shown above, by an easy and quick Every time the user no- 
shift eee get depend- tices how much faster 
able long-lived service . . . find the : : 
“STRANDFLEX” flexible shaft ee 
machine versatile and adaptable to Bristol's Socket Screws 
a wide range of uses. and how much stronger 
Acquaint yourself with all features the final assembly is . . . 
by sending ““ descriptive folder. that’s building repeat 
Be sure to display “STRAND- : 
FLEX” on your pa A floor ... it ey Sy gee 
will help to sell itself. 


| 

| A Bristol representative will tell you more about our distributor 
ST ie /:\ wi D | policy ... profit structure .~. . promotion plans. Write to THE 

BRISTOL COMPANY, Mill Supply Division, 126 Bristol Road, 
Waterbury 20, Connecticut. 


BRISTOLS == 


Flexible Shafts and Flexible Shaft Machines 
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PRK 


~ UNEQUALLED.:- 
Quality and \ alue 


Double Bolt 22:2: 


Made of malleable iron, to 
provide greater strength 
and durability than any 
other band type clamps. 
Production in yast quanti- 
lies is never allowed to 
depreciate their superior 


quality or utility values. 


Cadmium plated, rustproof. 


Stocked by Manufacturers and Job 
bers of Mechanical Rubber Coods 


‘Reg. U.S. Pat. Off 


STXON VALVE & Ce 


BOSS" ‘“'GJ-BOSS”’ 


HICA 


ERS OF JAe Quality Tine | 


“DIXON” “KING 


A AA 


“AIR KING” “DIX-LOCK 
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| tions Board and Navy Department 
| and have been tested up to 10,000 
Ibs. hydrostatic pressure by the Pitts- 
burgh Testing Laboratories. 
Capitol Mfg. & Supply Co., Co- 
lumbus, Ohio — Industrial Distribu- 
tion, August 1950. 














Elevator Buckets 
High Speed Buckets 
Are Versatile, Durable 
This new line of high speed elevator 
buckets has been designed for versatil- 
ity and durability. Although intended 
for use primarily in the grain industry, 
they are suitable for handling any pow- 
dered or granular free flowing material 


| which is not excessively abrasive. They 
| perform with equal efficiency at either 


high, medium, or low speeds and are 


| suitable for either replacement pur- 


poses or new installations in chain or 
belt elevators. 

The buckets are made from heavy 
gage cold rolled steel. Durability is as- 
sured by a rolled front lip of double 
thickness so constructed as to be very 
rigid. The ends of the buckets are 
formed so as to suppport the body of 
the bucket. Ends and body are spot 


| welded so as to remove all shear stress 


from the welds. 

Fort Worth Steel & Machinery 
Co., Fort Worth, Texas—Industrial 
Distribution, August 1950. 














Oil Burner Pumps 

Underwriters’ Approved 

hese rotary pumps in 3, 14, 3 and 

5 gpm sizes have been tested and ap- 
proved for oil burner service by Un- 





OF ALL FINE SAWS...THE FINEST ARE 


Cahoon tall sams 


ae. 


> 


SEGMENTAL and SOLID TOOTH MILLING SAWS 
for FASTER, MORE ECONOMICAL CUTS 


Throughout the Industrial World—wherever circular sawing machines 
are doing heavy duty jobs— Atkins “Silver Steel” segmental and 
solid tooth milling saws are playing an important part in achiev- 
ing production with profit! . . . Industrial distributors, alert to the 
profit-potential of a thoroughly satisfied clientele, are recommend- 


: 

Sa ing Atkins “Silver Steel” Saws to their most particular customers. 
: : 

| 


Only ATKINS MAKES Chen Chel saws 


ATKINS Geer Steel pies 


As one of the largest users of files in the 
world, it is only natural that Atkins knows 
a thing or two about files! . . . There is an 
Atkins “Silver Steel” file for every purpose 
—and of all fine files—the finest are Atkins 
“Silver Stee!” files! 


. C. ATKINS AND COMPRIS sss 
ee 8: - _ pt we 

Home Office and Factory: 4205. Wlinoly 6f.,Indlanepelts 9; Indiana 

Branch Factory: Portland, Oregon 

Branch Offices: Atlanta @ Chicago © New Orleans « New York 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 


€ 

a ‘a 
UJ 
) Moe wh? 


ATEIMS ALWAYS AutaD 
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derwriters’ Laboratories, Inc. Particu- 
larly suitable for industrial oil burner 
service, they are available in either 
the packed box or mechanical seal 
designs, with or without relief valve. 
The 3, 14, and 3 gpm sizes are flange 
mounted, while the 5 gpm size is foot 
mounted. 

Geo. D. Roper Corp., Rockford, III. 
— Industrial Distribution, August 
1950. 


JALKS, 


RELEASE VALVE 
YORAULIE, 


td 


End Mills 
New Types 
Added to Line 
Eleven new stock end mill types 
have been announced by the es 
turer, making a total of over 1000 
types and sizes available for immediate 
delivery. Included among the new 
end mills is a short fluted series, avail- 
able in two and four flutes, single and 
double end designs, and in sizes up to 
} in. ‘This design is said to have 
greater rigidity and be less subject to 
breakage than other end mills of simi- 
lar size. It can be used at faster feeds 
than other types. 
Putnam Tool Co., Detroit—Indus- 
trial Distribution, August 1950. 


Hydraulic Jack 





oe 


Pull 


@ Pump operates at any angle—and in any position 
@ Easier to set up, and require fewer attachments 





‘Push and 


‘ 


with the NEW Hein-Werner 


line of Hydraulic Industrial Jacks in models of 


1%, 3, 5, 8, 12, 20, 30, 50 and 100 tons capacity. Write us for complete details. 


Pp 


ers of a 














Valve 


New Valve Added 

To Manufacturer’s Line 

A completely new valve has been 

added to the manufacturer’s line. The 

valve is a completely automatic re- 

seating temperature and pressure re- 

lief valve with patented features. This 

includes a bellows assembly that is 

entirely up and out of the water in 
order to forestall liming. 

A. W. Cash Valve Mfg. Corp., 

| Decatur, I].—Industrial Distribution, 

| August 1950. 


of attachments...for moving, bending, pressing, 
Also 


straightening, lifting or lowering operations 


@ Available in 4, 10 or 20-ton capacities, with a wide variety 
HEIN-WERNER CORPORATION e WAUKESHA, 


@ Cannot become airbound at any angle or in any position 


@ Protected by Safety Valves. Cannot be overloaded 


INDUSTRIAL DISTRIBUTION ® AUGUST, 1950 











Build more sales with the 
Original and Only 


‘MORE POWER 
PULLER” 


® An item that will appeal to your 
customers who load, handle heavy 
machinery. equipment, open car 
doors, lay pipe lines, rigging work. 
pulling stumps, wrecking buildings. 
etc. 
This compact, sturdy puller is light 
and easily carried as a part of your 
tool kit or equipment. Being hand 
operated, it requires no electrical or 
fuel connections and can 
be put into service wher- 
ever more power is 
needed. 
Equipped with 20, 
30 or 40 ft. of cable 
List price 
$27.75 to $33.80 
Distributor & Dealer 
Openings. 
Write, wire or phone: 


The WYETH - SCOTT CO. 


NEWARK, OHIO 











Meet the Demand 


for NEW QUALITY 
SAW BLADES 


CIRCULAR 
SAWS 


Customers will steadily re-ordor Blade 
Brand saws because of the extra hours 
of smooth trouble-free cutting service. 
Blade Circular Saws are made of high- 
est quality chrome nickel steel . . . are 
individually packaged for easier han- 
dling, greater projection. And Blade 
prices have NOT advanced! 
Demand created by Intensive Advertis- 
ing Campaign . 
Created by Quvality. 
SEND FOR CATALOG AND PRICES 
on the complete Blade line, 
new metal and plastic sows. 


Steady, Repeat Sales 


including 


Styles 
Rip, Cut-Ot, 
Combination & 
Hollow-Ground 


Sizes 
6 to 16 inches 
inclusive 





Tn 
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uffalo pays the top dollar, 
everywhere, to get the strong- 
est, stoutest, sturdiest cotton 
yarn available. This better 
yarn is the backbone of the 
conveyor belts made by our 
WOV-IN-WEAR PROCESS. 


they’re WOVEN TIGHTER 


WOV-IN-WEAR is a unique belt weav- 
ing process that is our own EXCLUSIVE 
development. Drawing from our more 
than half-century of experience, we have 
perfected a new type of loom that permits 
us to weave under HIGHER TENSION 


to produce belts that can really “take it.” 


thy LAST LONGER 


Yes, Buffalo belts are pretty “‘spry’’ in their old 
age because you can’t beat the combination of 
TOUGHER yarn and TIGHTER weaving. 
But, you don’t pay a cent more for Buffalo’s 
EXTRA margin of service. And . . . when 
you decide on a Buffalo Conveyor Belt you 
needn’t be satisfied with a makeshift se- 
lection because Buffalo offers you a line 
that includes OVER 200 SIZES 

and six special treatments. 


OVER 200 SIZES 35 WIDTHS 7 THICKNESSES 


BUFFALO WEAVING & BELTING COMPANY 


209 CHANDLER STREET 
NEW YORK 


PHILADELPHIA 


BUFFALO 7, NEW YORK 


CHICAGO DETROIT SAN FRANCISCO 


909 W. 3rd AVE. COLUMBUS 12, OHIO 
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| Motor 
Variable Speed Motor 


PLATE FASTENERS FOR CONVEYOR BELTS ; => Has Aluminum Frame 
Fy Z’ This motor combines in one unit a 


varidrive which permits instant change 
of speed in a ratio of 1 to 10 and a 
heavy duty syncrogear for increasing 
the torque. The unit is available in 
}, 4, 4, and 3 hp. The model is more 
compact than previous types, and is 
designed for those fields of operation 
where a light weight industrial moto1 


Make strong dust-tight is needed. 


joints in belts of any width. The frame of the varidrive is cast 
. aluminum. A dial control permits in- 
Special design spreads tension stant speed change by turning the 
handle less than one revolution to ob- 
across belt, allow natural tain any speed change. Slippage is 
assures smooth prevented by incorporation of the im- 
proved belt tensioner which automati- 

cally compensates for various loads. 
U. S. Electrical Motors, Inc., Los 
Angeles—Industrial Distribution, Au- 

gust 1950. 











ARMSTRONG BRAY & CO. 


Also_ 56 Northwest Highway, CHICAGO 30. U.S.A 
Repair Plates 


REAP 
THE BENEFITS 


’ of this merchandising 
| program! 


@ NATIONALLY 

ADVERTISED é 
eR ee rE ARR ae 

in 14 monthlies and poe ot | Punch Press 


weeklies New Press 


@ FREE ENVELOPE : Has 712 Ton Rating 
STUFFERS : [his 74 ton punch press augments 
in two colors for your use a , the manufacturer’s one ton and four 


ton standard and deep throat presses. 
@ FREE ADVERTISING FOR DISTRIBUTOR I'o cover the widest possible range of 


When you order 25 or more, your name is press uses, shut height has been in 
imprinted on each rack the customer buys. 1 emeaetnenintimaael r creased to 9 in. The ram has been 


; equipped with a ly in. diameter 
@ QUALITY AND FAIR PRICING shank hole, which size lends itself to 


. interchangeability of parts. A wide 
@ ESTABLISHED DISTRIBUTOR POLICY variety of stroke lengths can be secured 
with protected territories sae for using the press on out-of-the-ordi- 
rer nary jobs. 

SELL PACKAGES INSTEAD OF INCHES— USto, 7 To insure an accurate stroke, the 
A variety of packages including 6 x 100” “ sire ; press is equipped with extra long slides 
rolls ln di : t lus st k i me on the ram. In order to augment the 

olls in dispensing cartons, plus storage rack. r bout ( 

° increased throat area, the bolster plate 
measures 8 in. x 11 in., providing am 
ple working space for all requirements. 

Benchmaster Mfg. Co., Los An 
geles Industrial Distribution, Au 
gust 1950. 




















for long-run goodwill 
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Splines Utilized 
Instead of Keys 

Features of a new chain block of 
one ton lifting capacity include the 
use Of splines instead of keys, an en- 
tirely new conception of a load brake 
that makes lowering easier and faster 
because the chain pull to keep the 
load lowering with this new brake is 
almost negligible. 

The chain block is light, weighing 
but 42 pounds. This light weight is 
obtained by the simple mechanism 
and a frame and covers made from an 
aluminum alloy of unusual! shock-re- 
sisting properties. The load chain is 
one developed especially for this hoist. 
All gearing and shafts are steel and 
heat treated. Shortest distance be- 
tween hooks is 15 inches. 























Chain Block 


Shaw-Box Crane and Hoist Division. 
Manning, Maxwell & Moore, Inc., 
Muskegon, Mich.—Industrial Distri- 
bution, August 1950. 


Clutch 


Maintains Tension 

And Lineal Speed 

According to the manufacturer, the 
chronic problem of maintaining con 
stant tension and lineal speed on 
winding operations has been solved 
by the development of this product. 
The new drive combines a hydraulic 
coupling with a planetary gear set, 
whose ring gear is fixed to the impeller 
or pump of the hydraulic coupling. 








Iustrated is the popular 
Wells No. 8 with wet 
cutting system. 


HORIZONTAL band sawing is the modern, cost- 
cutting way to handle cut-off jobs . . . and Wells 
Saws are the leaders among horizontal metal 
cutting band saw machines. Simplicity of design 
%¢ means fewer moving parts and easy operation. 
Ruggedly built to increase productivity and reduce 
cutting costs, a Wells Saw pays for itself quickly and will give you 
years and years of dependable, satisfactory service. 


BIG JOBS or LITTLE Jobs . . . There’s a “WELLSAW” to meet 
your Metal Cutting Requirements, Check the table below and write for 
complete descriptive information or a job demonstration. 





2 . an...) Oe _). mae No.8 |  Not2 
1 Capacity in inches: Rounds 32 5 8 12% 
Rectangular); 3'2x6 5x10 8x ié 12x16 
"Blade speeds, ft. per min, |54, 100, 190 | 60,90, 130 | 60,90, 130 | 50, 100, 150 
" Motor Size 1/6 HP, | WHE | Whe | wn, | 
"Floor Space, in inches 16¥2x38 | 2ix50 | 26x72 | 32x78 
Wet cutting system No Yes Yes Yes 























Automatic stock projection available for Nos. 8 ond 12. 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICH. 
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100% of your customers’ 


union business can be yours... 
WITH THE 





Jefferson 


MALLEABLE IRON LINE 


Availability of Jefferson Unions in every type 
and size for every requirement means that you 
can make Jefferson your source of supply with 
full confidence in your ability to get and hold 
your customers’ business. 


In addition to the exclusive precision true ball, 
ground-in-pairs “Recessed Brass Seat” which is 
a universally acclaimed feature of “Jeffersons”, 
this line also includes a full quota of unions in 
all sizes and types with ground all-iron seats. 
This fact further emphasizes the completeness 
of Jefferson service and the potential business 
the Jefferson line commands. 


Ask for further details. 


JEFFERSON UNION CO. 
671 W. 26th St., New York 1, N. Y 


9 Green St., Lockport, N.Y 
49 Fletcher Ave Lexington 73, Mass 
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The planet gear carrier is fixed to the 
runner of the coupling, while the 
sun gear is fixed to the output shaft. 

As the torque load increases or de- 
creases, the unit increases or decreases 
output torque, rather than horsepower, 
directly proportional to the load im- 
posed, much as in a hydraulic con- 
verter. 

Twin Dise Clutch Co., Racine, 
Wisc.—Industrial Distribution, Au- 
gust 1950. 














Belted Generator 
Can Be Belted 
To Power Unit, Tractor 

This generator can be belted to any 
available power unit or tractor when- 
ever power is needed in case of high 
line difficulties or failures, or for serv- 
ice in remote areas. The generators 
are furnished in two sizes, 3 and 5 kw, 
and are specially designed for this 
particular type of service. 

They are of the four pole, self-ex- 
cited type designed for operation at 
1800 rpm, 60 cycle, 120 volts which 
is the same frequency and voltage de- 
livered by the high line. Type HF 
synthetic enameled wire is used in the 
winding of both the armature and field 
coils, and the wires are further im- 
pregnated with insulating varnish, 
oven-baked. 

Fairbanks, Morse & Co., Chicago 

Industrial Distribution, August 
1950. 


Compressor 
Portable Compressor 
For Rough Terrain 


\ special 500 foot pipe line port 
able air compressor has a standard en 
gine and coinpressor unit mounted on 
pneumatic tires, and is designed to 
operate in rough terrain and on un 
usually steep inclines. It is built to 
give continuous performanc¢ inder 
the unfavorable dusty conditions en 
countered in pipe line construction 

Ihe unit is equipped with a special 





Mac-it %* x 244" 
Hollow Set 
Screws have grip 
of more than 
17,000 pounds. 


5 REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5. An established quality 
line recognized for depend- 
ability for over 35 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


Marketed Nationally Since 1913 by 


STRONG, CARLISLE & HAMMOND COMPANY 
Cleveland 13, Ohio 


Monutoctured by MAC-IT PARTS COMPANY, L or, Pa 


SHELVING 
ae 


ANY SIZE 
Immediate Delivery From Stock 


ALL EXTRAS 
wgerong 


Beyond 
Belie 


For Extra 
Heavy Duty 


Service 
HOW IT GRIPS 
A slope in the 
keyhole joins with 
the taper on the 
stud to form the 
tightest and 
strongest of grips. 
An exclusive 








for Speedy 
Shelf Assembly "*'. 


PENDING 








68 PRAIRIE 
Phone Auror 
AURORA, ILLINOIS 


Cn a 


BINS DRAWER UNITS TOOL TENDERS CARTS INSERTS CO 


DRAWER 
UNITS 





THE LINE THAT 


SALES PLAN... 


Set up a Profitable Sales Program— 
put MORGAN VISES on your sales 
staff. This is the line that backs up 
your sales effort. Our more than 56 
years of experience in making and 
selling vises is at your service and 
MORGAN VISES are unconditionally 
guaranteed to give long, satisfactory 
service. They are unbreakable and 
need no maintenance. Carry the 
MORGAN line and carry through 
with good business. 


All Handles and Side Locks 
now Nickle-Plated—Rust-Proof 


MORGAN VISE COMPANY 


108-112 N. JEFFEKSON ST. CHICAGO 6, ILL 
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Machinists’ bench 
combination pipe 
woodworking 


sheet metal 
workers 


quick action 
garage vise 


solid nut continu- 
ous screw 








oil bath air cleaner, a steep angle oil 
sump, and a readily accessible heavy 
duty replaceable cartridge oil filter. 

Worthington Pump and Machinery 
Corp., Harrison, N. ].—Industrial Dis- 
tribution, August 1950. 





Choose just the right 

caster or wheel for your 

needs from the Darnell §& 

line of nearly 4000 types. | Automotive Body Drill 
These precision made Designed for 


| Continuous Day Long Use 


cas + ers an d Ww 4 Ys) | S WwW j | | his special lightweight drill is de- 


signed for use by builders of truck and 


trailer bodies and for body mainte- 


h © p y Ou S 2) ee d u p p ro- nance shops. The drill is designed for 


i 3 f continuous day long use at the most 
Ww {| | efficient speed and under severe con- 

d U ond We + i.e pa » or ditions. The drill weighs 4} Ibs. and 
measures 8} in. overall length. Ca- 


th emse ves man y ti mes pacity is 4 in. in metal, 4 in. in wood. 


No load speed is 1,300 rpm. 
The drill is equipped with Jacobs 
over. Model 7B geared chuck. A ball thrust 
bearing is mounted on the chuck spin- 
dle. Chuck spindle is directly in line 
; with the armature shaft, for increased 

: accuracy in drilling. 

DARNELL CO RP. LTD. Long Beach 4, Calif. Cummins Portable Tools, Chicago 
Y i —Industrial_ Distribution, August 


¥ 60 Walker St., New York 13, N. Y. % 1950 


36 N. Clinton, Chicago 6, Ill. ' 
Welder’s Clamps 

New Line Features 
Steel Shield 
This new line features a steel shield 
over the full length of the clamp 
screw, to protect the screw in a most 
positive maner from spatter and other 
damage, even actual contact with the 
torch. The clamp is conventional in 
all respects except for the addition 
of the shield over the screw; the shield 
carries no part of the clamping load. 
Che clamps are available in all sizes 
from 2 in. to 12 in. opening capaci- 
ties; load limits run from 2,400 Ibs. 

to 4,500 Ibs. 
Adjustable Clamp Co., Chicago — 
Industrial Distribution, August 1950. 
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LANTERAS Ap 
al oD SELLERS 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. Ove man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots, 
Good repeat item 


NOLAN PULLER JACK AND 
LOAD BINDER 


“ie (formerly Anchor Puller Jack) 
~N Used in industrial machinery and 
plants, construc- other heavy arti 
tion work, quar- cles. Two types? 
ries, mines and oil 
fields for moving LOAD CHAIN 


ori 
No 87 TO 
MADE INUSA 


TAIL CHAIN 


3 ton (5 ton with sheave block), 15 ft. load 
chain, 3') ft. tail chain with release block, 
44 ton, 8 ft. load chain, 3 ft, tail chain, 


NEW -YORK NOLAN GEAR PULLER - 


(formerly Anchor Gear Puller) 


MOVING? 


Don’t make the mailman chase you 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 7 
types or sizes of other devices. 


) 
NOLAN RERAILERS | 


(formerly LOCKING CAM 

Send us your new address at least three weeks before you move Anchor Rerailers) 
- and you'll continue to get your copies of INDUSTRIAL io Gane 
DISTRIBUTION without a hitch. Just fill in the change of and locomotives 
: back on the track. 

address form below and mail to: Railroads and in- 
dustries are big 

Director of Circulation, Industrial Distribution users. 


330 W. 42nd St., New York 18, N. Y. NOLAN TRACK BRACES 
(formerly Anchor Track Braces) 
Holds railway tracks 
to desired gauge 
where service is 
severe, Can C 
be used Fe.) F 
Street and No ee again and 
. again for 
es ee eS ee ee ee Zone quick, 


? easy, low 
NEW ADDRESS cost repairs. 


an 


All Nolan products are 
Street and No........ ° eee s oases carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
; instructions carefully followed. Write for 
New Company Name . free catalogs and price sheets. 


New Position Pr pei e Ni Ray oa ho TRE NOLAN COMPANY 


: ret to nott ‘our postmaster, too (Formerly The Mining Safety Device Co.) 
Don't forget ton tify y I 8 PENNSYLVANIA STREET * BOWERSTON, OHIO 


CHS 5 SOR Wie Ne Si wre ce eeenian Zone...... State 
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K & M SALES BUILD 
PROFITS AND GOOD WILL 


Dependable fluids handling equipment 
K & M’s contribution to industry 


for nearly *?4 of a century. 


You'll find this quality line well 
. wn it's easy and profit 


able to sell and it stays sold 


K & M PILOT OPERATED 
FLOAT VALVE 


For reliable control service on hot or 
cold liquid supply lines, on open or 
closed tanks, and with valve submerged 
in liquid if required. Single seat, pilot 
operated, piston balanced design per- 
mits tight shut-off with minimum float 
power. Sizes 2 to 2”, female screwed. 
For pressure to 150 Ibs. - 450°F. Globe 

or angle types. Bronze or special 


SERIES 8300 








alloys for corrosive liquids. 


K&M Y STRAINER \ 





For full protection to regulating valve con- 
trollers, meters and traps in service with 
steam, water, oil, gas or other fluids. Large 
open area perforated sheet metal screen 
assures proper straining with minimum pres- 
sure drop. Blow down connection for normal 
sJeaning, screens easily accessible for full 
cleaning. For horizontal or down flow vertical 
installation. Sizes %4 to 6 inches, perforations 
% to % inches. Semi-steel, bronze, cast steel 
or special alloys. 


TYPE 340 








J. & M PRESSURE 








REDUCING VALVE 


A compact internal pilot operated valve 
for close regulation in steam pressure reduc- 
tion service. Balanced piston pilot design 
assures minimum effect on reduced pressure 
setting from variable inlet pressure or flow 
requirements. Parabolic inner valve assures 
dependable control on high or low load 
requirements. Sizes ¥2 to 2 inches. Maximum 
inlet pressure 250 Ibs. at 400°F. Bronze body, 


stainless steel trim, screwed ends. 


2033 43rd ST., NORTH BERGEN, N Established 1879 


RED\ N\ & REGUL 
PUMP GOVERNORS 


VALVES bl EXHAUST 
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Drill Chip Breaker 


Claims Production 
Increases 100 Percent 

This drill chip breaker is said to 
increase drill production 100 percent 
or more, and permits an increase of 
drilling speeds up to 50 percent or 
more than commonly accepted stand- 
ards. It is said to produce more uni- 
form, smoother, rounder and straighter 
holes. This improved drilling is pos- 
sible because the short chips produced 
give free cutting action and allow cool- 
ant to flow down flutes to reach the 
point of drill. 

Further economy and increased pro- 
duction are claimed for the drill chip 
breaker in deep hole drilling because 
it is no longer necessary to withdraw 
drills to clear long chips that clog 
the hole. 

Commander Mfg. Co., Chicago 
Industrial Distribution, August 1950 


Electric Saw 

Six Inch Saw 
Has Exclusive Features 
A new, low price 6 in. portable elec 
tric saw with the same heavy duty 
construction and exclusive features 
included in larger models is being pro- 
duced by the manufacturer. Features 
include: long shaft transverse motor 
mounting for extra power; die cast 
aluminum housings; steel inserts for 
bearings and threads; built-in saw 
blower; steel rip guide with adjust- 
ments for any thickness; giant 
switches; smooth operating automatic 
ball bearing blade guard with rubber 
snubber; and complete ball bearing 

construction. 
Independent Pneumatic Tool Co., 
Aurora, I[1l.—Industrial Distribution, 

August 1950. 








Know the Answers WLPLU; 


to quiz on page 106 





l.(a is wire-hook lace; (b)_ is 
pressed-steel hinged lace; (c) is 
riveted steel plate; (d) is bolted 
plate; and (e) is steel-prong hook. 

2.Freedom from belt-lacing trouble 
is dependent on all three condi- 
tions. You should have checked 


i The word “RAWLPLUG” used 
2 1 re in connection with Jute Fibre Screw 
Pressed steel, hinged is recom Anchors is exclusively the property 
mended for this type of service. of The Rawlplug Company, Inc. For 
.For the conditions given, wire forty years it has been secured to them 
hook with rawhide or fiber pin by common law and by trade mark 
would do the job. registry. It is the corporate and trade 
. That's true. name of the company and specific 


rhat’s a lot of nonsense. A better product of their manufacture. 
opinion is: “Never use a larger 


size belt hook than is required.” 
. That's true. 

. Stainless steel was just made for 
these conditions. 

.Phosphor bronze, and/or copper 


alloy are excellent non-sparking CAN PROVE DANGEROUS! 
material for belt fasteners to fit Buy—Stock—Sell and Use Only the Original and 
nn . oe nehcaanman Genuine RAW LPLUGS . . . There are many imitations . . . 

ee so look for the trade mark “Rawiplug” on the Blue Box. 


. Bolted plate fasteners can be used 
again. RAWLPLUG eliminates 
3. That’s false. The minimum, not extra troublesome $pot- 
the maximum, amount of metal ; ting or layout work... 
should be at the joint. with RAWLPLUG just 
. The hinged plate fastener is the drill through the hole in 
readily separable device he needs 
for his saiuaon belting. the fixture to be fas- 
15. That’s very good practice. tened, insert the plug 
and drive the screw 
home. 


N EW LI N ES RAWLPLUG Holds Better . . . because the flexible jute fibre 
construction permits complete conformation to all irregu- 
larities the entire length of the hole drilled. 


taken on by RAWLPLUG Lasts Longer . . . because of the vital 100% 


D ISTRI # UTO RS chemical impregnation against any form of deterioration. 


RAWLPLUG May Be Used In . . . Plaster—Brick—Concrete 
—Cinder Block—Stone—Hollow Tile—Plastics—and a very 
The following companies recently were long list of materials for various purposes too long for space 
appointed distributors for Cogsdill to permit listing . . . 


Twist Drill Co: RAWLPLUG Weighs Less, Costs Less, and Holds More... 


@ Wilson-Garner Co There is a size and length RAWLPLUG for every wood 
Detroit, Mich. screw... 


@ Too] Reserve Corp 9... . 
Chicago, II]. “IF YOU DON'T USE RAWLPLUGS . . . THERE'S A SCREW LOOSE SOMEWHERE 

© Cut-Rite Tool Co 12K12 For further information write Dept. I 
Chicago, III 

@ Nelson & Storm Tool Supply The Rawlplug Compan s Inc. 


Rockford, Ill. : 271 Church- Street, New York 13, New York 
© Buehler Equipment Co 5 


Philadelphia, Pa. j 
© The Haines Tool Co. 
Cleveland, Ohio. 
@ Industrial Sales & Service, Inc. 
South Bend, Ind. 
Martin Machinery © Supply Co., 





~~ 
aaa 


7 


SS 

















INDUSTRIAL DISTRIBUTION ©* AUGUST, 1950 





The V-Belts applied to a Multi-V-Drive are the 
determining factor in the efficiency aad effec- 
tiveness of the drive. Belts of uniform cross 
section and length assure more satisfactory serv- 
ice—that’s why when you order a matched set 
of “SURE-GRIP” V-Belts from Wood's, we 
match them for you right at the factory to make 
sure they're right. And, not only are they 
matched, but they are labelled and sealed to 
prevent separation of the set before your cus- 
tomer is ready to install it on his drive—a pro- 
tective guarantee of greater operating efficiency 


and a good selling point for you. 


T. B. WOOD'S SONS COMPANY 


CHAMBERSBURG, PA. 
Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 
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Knoxville, Tenn. has been named a 

distributor of Delta Crescent and 

Crescent woodworking machines of 

the Power Tool Division, Rockwell 

Mfg. Co. 

Following are distributors recently 
named by the Power Tool Division, 
Rockwell Mfg. Co., to sell Delta Multi- 
plex radial arm saws: 

e Allen & Hensel 
Arcata, Calif. 

© Jones-Everett Machine Co. 
Pampa, Texas. 

e The Tool House 
Tupelo,, Miss. 

@ Weakly-Watson-Miller Hdwe. 
Brownwood, Texas. 

Clarke’s Saw & Machinery Works, 
Newark, N. J. has been appointed a 
distributor of Delta-Milwaukee 
woodworking machines of the 
Power Tool Division, Rockwell Mfg. 
Co. 

The following have been named 
distributors of Delta Crescent and 
Crescent woodworking machines of 
the Power Tool Division, Rockwell 
Mfg. Co: 

@N. T. Bushnell Co. 
New Haven, Conn 

® Carlisle Hardware 
Springfield, Mass 

e Chandler & Farquhar 
Boston, Mass. 

ej. Russell & Co. 
Holyoke, Mass. 

@ Silliter-Holden, Inc 
Hartford, Conn 

The following distributors have been 
appointed to sell Delta Multiplex 
radial arm saws, manufactured by the 
Power Tool Division, Rockwell, Mfg. 
Co. 

© Oakland Mill Supply Co., Inc. 
Pontiac, Mich. 

e@ Seward & Co. 
Bloomington, In 

e Star Machinery Co 
Seattle, Wash. 

The Tool House, Tupelo, Miss., has 
been appointed a complete line dis- 
tributor to handle Delta-Milwaukce, 
Delta Multiplex, Delta Crescent, 
and Crescent woodworking and 
metalworking machines. 

John. M. Forster Co., Rochester, N. 
Y. has been named distributor of 
the products manufactured by Al- 
exander Brothers, belting makers. 

Following are distributors recently ap- 
pointed by Alexander Brothers to 
handle that firm’s products 


e Anchor Rubber Co 
Dayton, Ohio 

e Hyman Supply Co 
Wilmington, N. C. 

e Ohio Industrial Supply Co. 
New Philadelphia, Ohio 


Fred C. Ahrendt Co., Toledo, Ohio 





has been named a representative in 
Toledo, Northwestern Ohio and 
southem Michigan of products 
manufactured by Lovejoy Tool Co., 
Inc., Springfield, Vt. 

Guardian Safety Equipment Co., 
Birmingham has been named dis 
tributors for the states of Alabama 
and Mississippi, of products made 
by Chicago Eye Shield Co., Chi- 
Cago, Il. 

Repp’s, Inc., Greeley, Colo. has been 
named a dealer for Allis-(Chalmers 
centrifugal pumps in Weld County, 
Colo. 

Che following have been appointed 
distriburtors for products of the 
Chain Belt Co. of Milwaukee 


e Greene’s Hardware & Ma 
chinery Co, 
Crowley, La 
e Bush-Brehner, Inc. 
York, Pa. 
e Stacy Supply Co. 
Springfield, Mass. 
e Klamath Machinery Co. 
Klamath Falls, Ore. 
e Precision Gear & Machine 
Co. 
Charlotte, N. C. 
e Guntert & Zimmerman 
Stockton, Calif. 
e Hopper Machine Works 
Bakersfield, Calif. 
e Union Supply Co. 
Denver, Colo. 


e Transmission Supplies, Inc. 


Greensboro, N. C. 


J. T. Wing & Co. of Windor 
Ont. has been appointed a dis 
tributor of welding fittings and 
flanges manufactured by Tube 
Turns, Inc. 


The Buyer Looks 
at Business 


Composite Opinion of Purchasing 
Agents Who Comprise the N. A. P. A. 
Business Survey Committee. 

The second quarter ends with gen- 
eral business at the high point of the 
year. Purchasing Agents report June 
held the advances of April and May, 
and moved substantially higher with 
production and new orders. Much of 
the increase in June activity was in 
anticipation of the July industrial vaca- 
tion close-downs. Prices continued to 
advance over a broad front, with non 
ferrous metals in the van. Inventories 
increased for the second consecutive 
month, with turnover reported gen- 








FIRST TIME 


N W EVER OFFERED TO 
M DISTRIBUTORS! 


rHese HIGH QUALITY 


PRECISION TOOLS 


Attractive discounts! Distributors will 


JOHANSSON 
QUICK-GRip 


find quick response for these superior 


tools because they are precision made, 


save time and money in use, offer 


production advantages and they are 


competitively priced. 


The Johansson QUICK-GRIP milling ma- 
chine chuck is a fast change chuck for 
different sizes of cutters and arbors for shell 
end mills. Exclusive full length spring steel 
collet with bayonet locking nut assures 
closer fit, tighter grip on cutter with only one- 
half turn, valuable where cutters are often 
changed. QUICK-GRIP design gives a much 
closer fit to chuck body than with threaded 
parts. Locking grip is so powerful that end 
mills up to 5” in diameter can be driven on heavy cuts. 
Made with shanks fitting Morse, Brown and Sharpe, 
or American Standard tapers. Smaller QUICK-GRIP 
chucks with straight shanks are used as inserting tools 
for larger chucks. Precision made of finest Swedish 
steel, special alloy, hardened and ground. 


Carl Larsson Adjustable Precision Hand Reamers. 
Finest Swedish steel. Available with or without pilots. 
6 tool steel cutters, differentially set, preventing jam- 
ming. Complete range of sizes—19/64” to 2-5/32” 
diam. Replacement parts fully interchangeable, al- 
ways available. 

Carl Larsson Adjustable Precision Ma- 

chine Reamers with taper shanks have wide 
adjustment, come in a large variety of di- 
ameters—61/64" to 2-23/64". Cutters are 

high speed steel of highest quality. Regularly 
supplied with left hand spiral, but can be had 

with right hand spiral. Additional sets of 

cutters carried in stock for immediate delivery. 


ERIC S. JOHNSON CO. 


230 EAST OHIO STREET 
CHICAGO 11, ILLINOIS 
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Complete stock and replacement parts in 
Chicago, for prompt delivery throughout 
the country. Write or wire today for com- 
plete information including discounts. 
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Ul Milal THERMOMETERS 


Easy on the eyes—that’s just one feature that makes easy-to- 
read Weston Thermometers the answer to your tempera- 
ture measuring problem. 


Easy on the mind—you can relax when Weston All-Metal Ther- 
mometers are supervising important industrial processes. 

Easy on the budget, too— Weston All-Metal Thermometers de- 
liver dependable, faithful service... year in, year out. 
Be sure to check your Weston Representative—or write 
Weston Electrical Instrument Corporation, 682 Freling- 
huysen Avenue, Newark 5, New Jersey . .. manufacturers 
of Weston and Tagliabue instruments. 
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erally improving and satisfactory. Some 
find the turnover of materials is handi- 
capped and production is unbalanced 
by the slow delivery of hard-to-get 
materials. Employment is at the high- 
est point of the year. Improved em- 
ployee productivity is indicated by 
85% of those reporting. The pre- 
dominant buying policy is being dic- 
tated by the production schedules for 
purchased requirements; it is on the 
high side of 30 to 90 days, with 8% 
exceeding this range by one to two 
months. The second quarter is closing 
with considerable optimism. that busi- 
ness will remain at present high levels 
through most of the third quarter. 


Prices 


Sparked by sharp increases in cop- 
per, nickel and zinc, industrial prices 
advanced over a wide range. Lead was 
the only nonferrous metal to show 
weakness during the month. Buyers 
are watching the current price trend 
closely and are critical of sympathetic 
advances during the past two months. 
Companies are beginning to revert to 
some of the lower cost substitutes used 
during other periods of high prices. 
Sharp competition, to maintain vol- 
ume, is reported in fabricated goods. 


Inventories 


One-third of the Purchasing Agents 
contributing to the Survey show in- 
ventories moderately increased in June. 
Larger production requirements call 
for expanded protective stocks. The 
majority, however, report they are in- 
creasing or maintaining satisfactory 
turnover rates. A few are running into 
difficulties because the short supply of 
a few essential materials is causing 
inventories to become unbalanced. 


Employment 

A sharp rise in pay rolls is recorded 
for the month, following a steady in- 
crease since March. A part of it is 
seasonal and outdoor work, but indus- 
trial employment is still on the 
increase. Checking on employee pro- 
ductivity, Purchasing Agents report 
the most satisfactory condition in 
many months. 85% report improve- 
ment, much of it stemming from im- 
proved aids to manufacture and satis- 
factory labor relations. 


Buying Policy 

With prices showing an inflationary 
trend, buyers are taking as short a view 
of future coverage as possible. It is 
necessary, however, to support produc- 
tion schedules and allow for the in- 
crease in procurement lead time of 
many materials. The top side of the 
30- to 90-day bracket is the general 
policy of the day, going one to two 
months further where necessary to 





Caution is still the 


assure deliveries. 
watchword. 
Commodity Changes 


Important commodity changes for 

June were on the up side. Nickel, 

MAKES copper and zinc headed a long parade 
of price rises. Lead was the only 


principal metal to show weakness, and 
that late in the month. Included in 


the price upswing were: Alcohol, alu 


minum, abrasives, alkali, benzol, 
BARREL caustic soda, soda ash, chlorine, corn 

starch, some electrical equipment, 

folding cartons, glass, hides, lumber, 
FAUCETS mica, nails, paint materials, paper, 

phenol, rubber, styrene powder, steel 
items, textiles, tin, tires. 

Down were: Burlap bags, corru 
gated cartons, coal, tung oil, rosin, 
tallow. 

Hard to get: Copper, zinc, benzol, 
brass, cellophane, chlorine, lumber, 
steel. 


—_ 


SLING CHAINS 


and how to use them 
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‘Cc’ TYPE 
With 9 
on each 
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Canada 


General business conditions in 
Ground key, lock lever faucet of Canada changed for the better in 
extra large capacity. June. Production is up, but the rate 
Spring keeps key in perfect adjust- of acceleration is exceeded by the rate 
of order book increases. Prices have 
caught up with the May and June 
trend in the United States. Inven- 
tories are lower, but the rate of growth 
of employment is greater than in the 
States. Buying policy is within 90 
days. Current opinion is more opti- 


M-4" TYPE 
(Four-ring 
branches 
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mistic than in the past few months. 





Self-closing, lock 1 faucet. Cl r 
ee D-AsT+E-S Engineered CHAIN 


Special approved, renewable flat 
ere Get to know the standard sling-chaim 
types and their functions. Jt wil] save 
you time for—with the right sling 
you can hook onto loads better, faster 


and easier. Jt will save you mone 
HEAVY CAST BRASS—Smooth, for many ‘‘standard”’ slings are avai 


sand-blasted finish. Solid brass able for doing jobs which you think 
handles. . : “specials.”’ i 
Aug. 7-20—First U. S. International call for "s als.” Next time The 


is need chains, check with McKay. 
LARGER CAPACITY—Than other [rade Fair, Navy Pier, International McKay “Engineered” line len 


ves you 
faucets of same size rating. Amphitheatre, Coliseum and Arena, the exact type. size and wale of iron, 
oy 


2h ai steel and chains fo i 
LONG, FULL TAPER THREAD— Chicago. , haney ance 
With wide hex nut. Screws tight Aug. 14-18—National Power Show of 
in worn barrel thread. National Association of Power En 
gineers, St. Louis, Mo. 
LEAK-PROOF—High quality, pre- Aug. 28-31—Metal Mining Conven- 
cision construction insures posi- 5 t 2 
tive, drip-free shut-off. tion and Exposition, Salt Lake 
City, Utah. 
SECURE—Liquids positively can- Sept. 5-9—National Chemical Expo- 
not be drained through faucet sition, Coliseum, Chicago. 
when padlocked, assuring pro- . 18-21—N | 
tection against pilfering. Sept. 18-21—National Builders Hard 
ware Exposition, St. Louis, Mo. A ‘ 
Sept. 18-22—Fifth National Instru THERE'S A 


- KAY CHA 
WRITE—for Industrial ment Conference & Exhibit, Me- Ba 


ie et ie | ET ; 
Sept. 26-29— striz ackaging 
Materials Handling Exposition, THE Wid VN COMPANY 
H. B. Sherman Mfg. Go. Petceiphis F461 meKAY BUNDING 
Sept. 26-29—Iron & Steel Exposition, 


Battle Creek, Michigan Public Auditorium, Cleveland. PITTSBURGH 22, PA. 
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NOW Something NEW 
To Sell in Chucks 


THE FIRST REAL ADVANCE IN 
CHUCK DESIGN IN 50 YEARS 


GIVES OPERATORS THE SPEED OF 3-JAW 
CHUCKS WITH THE PRECISION OF 4-JAW 


This is the most revolutionary chuck development of the century! Here—in 
one chuck—are combined the speed of universal chucks plus guaranteed pre- 
cision to .0005! And at competitive prices! Can you sell such a proposition? 

Here are chucks that men who have never used a chuck before can bring 











to .0005 precision in 3 minutes. It’s unbelievable—but it’s true! And once 


set “daid knots” an operator can turn out two, ten, or 
hundreds of duplicate parts without readjusting the 
chuck. Know any plants where they‘d like to save 
expensive machinists’ time? 


COLLET CHUCKS at CHUCK PRICES! 

These new Buck “Ajust-Tru” Chucks handle collet 
work (thru spindle) from ¥ to 1/2” by .001. On step 
collet jobs their capacity ranges by .001 from Y% to 
within 1” of chuck diameter (5” on 6” chucks). Any 
shops in your area who could use collet capacity like 
that but haven't been able to afford it before? 


Buck ‘’Ajust-Tru” Chucks can be adapted to divid- 
ing heads, grinders, screw machines. They minimize 
use of stub arbors, mandrells, and special fixtures! 


ALSO NEW 6 JAW COLLET CHUCKS 


You'll have their eyes popping out when you show 
these chucks—with the same easy adjustment to 
.0005 precision. Buck 6 jaw collet chucks bring work 
into line easier without danger of cocking . . . grip 
soft metals and tubes with less pressure, less distor- 
tion... hold work firmer to permit precision machin- 
ing farther from the spindle. 


Does this look like a deal for spurring lagging sales 
this Fall? Write for full details and prices today. 





BUC K 
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CHUCKS 


COMPANY 
KALAMAZOO, MICH. 


TOOL 
SCHIPPERS LANE ® 
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Oct. 26—The National Hardware 
Show, Grand Central Palace, New 
York City. 

Oct. 3-5—National Lubricating Grease 
Institute, 17th Meeting, Roosevelt 
Hotel, New Orleans, La. 

Oct. 4-6—Direct Mail Advertising 
Association, Hotel Roosevelt, N. Y. 

Oct. 8-11—National Institute of Gov- 
ernmental Purchasing, 5th Annual 
Conference and Products Exhibit, 
Milwaukee, Wis. 

Oct. 15-18—Public Works Congress 
& Equipment Show, New York. 
Oct. 16-20—National Safety Congress 

& Exposition, Chicago. 

Oct. 23-27—1950 Convention of Na- 
tional Metal Congress & Exposi- 
tion, Chicago. 

Nov. 9-11—Paint Industries Show, 
Congress Hotel, Chicago. 

Nov. 27-Dec. 2—19th National Ex- 
position of Power & Mechanical 
Engineering, American Society of 
Mechanical Engineers, Grand Cen- 
tral Palace, N. Y. 
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Jan. 21-25—National Association of 
Home Builders, Chicago, Ill. 

Jan. 22-26—10th Heating & Ventilat- 
ing Exposition of American Society 
of Heating & Ventilating Engineers, 
Bellevue-Stratford Hotel, Philadel- 
phia. 

Mar. —Annual Meeting, American 
Society of Tool Engineers, New 
York City. 

Mar. 19-23—Western Metal Con- 
gress & Exposition, Oakland, Calif. 


SALES HELPS 
from 


‘MANUFACTURERS 


CHAIN SPROCKETS—Bulletin No. 
49-30 describes and lists with prices 
cast sprockets for the manufacturer’s 
line of drive and conveyor chains. 
Sprockets for virtually all sizes and 
styles of chain with the exception of 
chain using cut tooth sprockets are 
listed. Rules for selection, alignment 
and care of sprockets are given.— 
Chain Belt Co., Milwaukee. 


WET TOOL GRINDER-A new 
folder on the manufacturer’s wet tool 
grinder is available. Six models of the 
grinder are available. Constant wheel 
rim speed is maintained as the wheel 
(Continued on page 159) 








a TOP QUALITY means 
~~ | More Sales for YOU... 


. The line is complete in pop 
types and sizes. 

. Once you sell a customer he 
stays with you. 

. Chicago Saws are tough and 
durable. 

. Proved dependability since 1921. 


bs . Th ! i isi 
Standard Type fe as The peeeinne ae ERE is saw quality that makes possible 


. All better earnings from any territory. 
ore evenly belenced end Chicago Saws have, through the years. 


; : 
¢ oO L L I Ss a pcaagpes Farge SR earned a reputation for ability, long life and 
| . Each saw checked for proper economy that can prove valuable to you 
co LLET EQ U IPME NT tension. now, in your efforts to build better business. 
Now is the time to find out about Chicago 
COLLIS Taper Products are made by men | s Saws and let them go to work for you. 


skilled in this particular type of manufacture “ 
Our more than 40 years of experience in the Wette for fell de- You'll find this organization fully cooperative 


manufacture of small tools is at your service tails, Bulletin No. and the line will back you up all the way. 
to help solve your customers’ reaming, drilling, 107 Coates the 7. 


or tapping problems. We can give immediate line and ~y ~pe ; 
delivery | — ark for @ CHICAGO SAW WORKS 


2. : wee, > ae 


Drill Drift 


a 
cous 


Drill Sleeve 


THE COLLIS CO. “tow.” 








Lathe Center 


























acc mera GIVE RECORD BREAKING 


EK BO iT Sj; PERFORMANCE 


Three basic CMC innovations are responsible for the 
N U T 5 &. inherent superiority of CMC DUAL PRIME PUMPS. 


© 1. Improved open thrash type impeller. 
5 C R E ws 2. Rotary double shaft seals. 

3. Double jet method of priming. 
THREADED @ , 


- These improvements combined with ad- 
i“ vanced centrifugal design guarantee fas- 
¥% TS ter self-priming and greater capacities. 
S The extra air handling ability of CMC 


STAINLESS STEEL ‘an’ DUAL PRIME Centrifugal Pumps permits 


: . and a pendabl a 
w t ° +} t 
“ AVAL anc ly zi E- ST a he SS a a - mon aiot 
i b 
NICKEL ALLOY STEEL wa ae aa a 
IMMEDIATE DELIVERY mounted pump only, CMC DUAL PRIME 


z PUMPS range in sizes from 11" to 10’- 
CATALOG ON REQUEST up to 240,000 G.P.H 


KEYSTONE 
BOLT & NUT CORR , 
135 CHURCH ST., N.Y. 7, N.Y. sey C's 
WOrth 4-4600 WATERLOO IOWA. U.S.A 
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THIS MAN WOULDN'T NEGLECT 


A MACHINE IN HIS PLANT 


...yet he hasn't 
had a Chest 
X-Ray ! 


H. checks every piece of mechanical equipment he 
owns for wear, lubrication, efficiency. 


Yet he fails to take the simple precaution of a Chest X-Ray to make sure 
he does not have tuberculosis. Not because he’s opposed to the X-Ray. 
Simply because he is not sufficiently informed—or just hasn’t taken the 
time and trouble, or does not realize the seriousness of the problem. 





A Chest X-Ray is the first step toward detecting tuberculosis in its early 
stages. And in its early stages it can be cured with the least loss of time 
from work. 


So, if you’re the man above, that one simple reason should make you 
get your Chest X-Ray—today. But listen, see how serious this really is: 


Between the ages of 15 and 34, tuberculosis leads all other diseases as 
a cause of death—although at no age are you safe from TB. Yet, if everyone 
does his part by getting a Chest X-Ray periodically, and the majority of 
cases thus discovered are followed up, we can eliminate TB entirely as a 
public health hazard! 


Will you do your part today? Get a Chest X-Ray. It may mean your life! 


Published in the public interest by: 


McGRAW-HILL PUBLICATIONS 
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wears, and no water is thrown on the 


operator, according to the manufac- 
turer.—Boice-Crane Co., Toledo, 
Ohio. 


MASONRY ANCHORING _ DE- 
VICES—Bulletin No. 120 describes 
the manufacturer’s complete line, in- 
cluding shields, indian clips, thim- 5 YEAR 
bles, toggle bolts, turnbuckles, clamps, GUARANTEE 
drills and chisels. Two pages also de- 

scribe the company’s sales and dis Also combination pipe 
tribution policy —U. S. Expansion and bench vises and 
Bolt Co., York, Pa. 





four lines of inexpen- 


SPEED REDUCER-This 16 page | *"* "8* 

brocure presents full-size photographs 

of the manufacturer’s speed reducer 

together with simplified selection ta- 

bles. The only information required 

to select the proper size reducer is the 

horsepower required and the speed and 

size of the shaft to be driven.—Dodge | A Precision-Built Machinist Vise with SOMETHING NEW 

Mtg. Corp., Mishawaka, Ind. outstanding’ competitive features plus “C” CLAMPS made of pearl- 
7 ~~ : trict distributor policy makes the itic castings with tensile 

POWER PRESS-—A recently issued | & SITICE Pt agen 

bulletin on the manufacturer’s 85 ton Wilton Line profitable to handle. For or ye ath ~ ae 

power press lists all pertinent data | details write to Wilton Tool Mfg. Co., forged ones, yet they are equally 

concerning the press, both technical 936-D Wrightwood Ave., Chicago 14. efficient. 

and general. Standard and extra equip- 


ment also listed.—Sales Service Ma- : 
chine Tool Co., St. Paul. 
LIGHTING SELECTION-—This re- 


lease, “Planned Lighting Equipment 
Selection Guide” is especially designed 
to help lighting men in selecting the 
proper systems and equipment for in- 
dustrial planned lighting installations. 
The guide discusses in detail twelve 


basic lighting applications.—Benj 
Plectrie Mig. Go., Des Plaines, TI. ~ ASSURE SMOOTH STARTING 
PACKING-This manufacturer has r : 7 —?P R E VE N T $ TA l L ! N 6 


available a technical bulletin on his re- 


-iprocating acking; a technical : 3 . 2 
iin on emp A enone. ed allio om ' : OF ELECTRIC MOTORS 
and releases versible ratchet ‘a 

eee estinailis Haak Pesan ) ¥ AND GASOLINE ENGINES 
mallets, ind couplings.—Greene, ’ 

Tweed & Co., North Wales, Penn. 








— 


ABRASIVE HONES—A four page 


folder describes the manufacturer’s 

abrasive hones. Features of the hones ‘ 

are stressed, and paragraphs are de- #t Propitab le Line 

voted to the proper selection of hones. fer Distributors 


—Mid-West Abrasive Co., Owosso, 


Mich. Wherever you find an electric motor at work in the 


ROPE-—“Rope-ol’ogy”, a four page Replacement, Maintenance, or Service markets there 
, gy, : { 
bulletin, lists in pictures and prints 
various special applications of the man- 
ufacturer’s wire rope. Differences be- ; ‘Aig : 
tween large wire rope and small wire priced and easily installed. Generous discounts. 
cord, both in manufacture and appli- Write for Catalog 270-A and Distributor 
cation, are listed——Macwhyte Co., 5 t Schedul 

Kenosha, Wisc. 


PIPE AND BOLT MACHINES— PB Vc reary Clatih Division 


Ss 
AUTOMATIC STEEL PRODUCTS INC. CANTON 6: OHIO 


is an opportunity to sell a Mercury Automatic Clutch. 
The Mercury line is a profitable one for you to 
handle. Mercury Automatic Clutches are reasonably 





Comments on the use and qualifica- 
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tions of the manufacturer’s pipe and 


For Safety’s Sake ines SELL bolt machines are contained in a four 


age folder. Experiences f 5 
DAYTON SAFETY LADDERS || 2ii over tie world are quoted — 
an Beaver Pipe Tools, Inc., Warren, 
Maintenance men everywhere rely on Ohio. 


Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 


PIPE LINE THERMOMETER— 
Publication of a six pees bulletin on 
pipe line recording thermometers for 
and reinforced with rigid steel sup- | natural and manufactured gas tem- 
ports to give great strength and light- peratures has been announced. The 
ness of weight. bulletin, No. T843, is illustrated with 
photographs and drawings showing 
Handrails of steel guard the large methods of application, as well as a 
roomy platform for added safety. typical chart record.—The Bristol Co., 
Half of platform can be raised to Waterbury, Conn. 

form an extra step, when needed. 
These famous ladders can be set up 





instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. ‘ 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 

WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
Sizes 3 feet to 16 feet in height AND LADDER SHOES! 

with standard rubber safety shoes 

at no extra cost. 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. . CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 























Easier to Sell Because They're Dependable 


| 














CHAIN DISPLAYER—This blue and 

yellow display stand for chain is 533 

in. high and weighs 29 pounds. It has 

LY a three foot measure on the column; 
: chain cutter and five accessories bins 


are also available to complement the 


| main stand—Campbell Chain Co., 

PRESSURE Seams 
MICROMETERS-—This bulletin il- 
34me)' 3 RS lustrates and describes the new fea- 


tures of the manufacturer's complete 
line of micrometers. Twelve features 
THREE SIZES are listed and shown in clear drawings 


me he sl and photographs.—L. S. Starrett Co., 
READY TO RUN—IMMEDIATE DELIVERY! Athol, Mass. 


CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing SMALL POWER TRANSFORM- 

or exhausting. Universal as to rotation and discharge. Direction of discharge may be 7 _T : ’ ; = 

changed to any of eight 45 degree positions. @ Housing, base, support, and impeller ce The ag” a = 
are constructed of'cast-.acluminum alloy to reduce weight and used to produce these small powcr 
increase strength. Straight wall construction reduces windage transformers is discussed in word and 
and increases efficiency. pictures in this 28 page bulletin. The 
@ Powered by standard 3450 r.p.m. direct-connected 60-cycle ball literature describes the core and coil 
bearing motor in choice of open or totally enclosed types. Three unit, no-load tap changer, tank con- 
sizes, “4, Y2 and 1 H.P. with capacities from 100 to 800 cu. ft. per struction, cooling methods, and other 


an Ce ee ey important features.—Allis-Chalmers, 
WRITE TODAY FOR LITERATURE | Milwaukee. 





. Zz CATALOG-—The manufacturer has 
sulton Yaw bi tiitg (0b2 just published a new general catalog, 


112 W. WILSON AVENUE NORFOLK,” VIRGINIA | No. 102. It describes tools used in 
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drilling, reaming and punching oper- 
ations. All tools are completely illus- 
trated—Whitman & Barnes, Ply- 
mouth, Mich. 


DRIVES—This catalog gives complete 
specifications of the manufacturer’s 
line of pulleys, clutches, collars, and 
couplings. Engineering tables on all 
equipment is listed.- “Congress Tool 
& Die Division, Tann Corp., Detroit. 


TRUCK CATALOG-—This general 
catalog gives complete information on 
the manufacturer’s lines of trucks, 
casters and wheels. It is profusely il- 
lustrated, and shows various applica- 
tions of the eauipment.—Thomas 
Truck and Caster Co., Keokuk, Iowa. 


MOTORS AND GENERATORS— 
Bulletin 15-1 describes the perform 
ance of the manufacturer’s line of mo 
tors and generators, together with con- 
struction features. General specifica- 
tions are included.—Janette Mfg. Co., 
Chicago. 


REFERENCE TABLE -A linear con- 
version table for reference by engineers 
who wish to convert inches and frac- 
tions of inches into decimal parts of a 
foot is available. Known as TDC-110, 
the table is arranged on a single card. 
—The Babcock & Wilcox Tube Co., 
Beaver Falls, Pa. 


ABRASIVE BELTS—This _ booklet 
provides 36 pages of case history ex 
amples and technical data on grinding 
and polishing with abrasive belts. It 
brings up to date the information in 
the first “Step Up Production” book- 
let published by the manufacturer in 
1947.—Minnesota Mining and Mfg. 
Co., St. Paul. 


SMALL MOTOR SELECTION—A 
four page small motor selector explains 
why there are different types of frac- 
tional horsepower motors, and the fac 
tors to be considered in selecting the 
right motor. Various types of small 
motors are presented in tabular form, 
together with all characteristics — 
Westinghouse Electric Corp., Pitts 
burgh. 


SAFETY EQUIPMENT-—The 1950 
issue of “Everything in Safety,” a cata- 
log of personal protective equipment 
and industrial safety devices is avail- 
able. It covers all types of safety equip- 
ment, is fully illustrated, and includes 
a price list—General Scientific Equip- 
ment Co., Philadelphia. 


ELECTRICIANS’ GLOVES—A new 
catalog section on his various types of 
electricians’ gloves has been issued by 
the manufacturer. Construction of the 





® EASY TO SELL—The Chicago line of socket 
screws can be your “‘leader’’, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call 


© CONSTANT DEMAND — No long selling talk 
needed when you feature the Chicago ‘‘Safety 
Plus” line because it is the specified line for 
original assembly in ALL FIELDS OF MANU- 
FACTURE. 


© LOWER COST — Chicago Socket Screws are 
stronger so your customers can fasten their 
products more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — ‘‘Easier to sell”, plus 
*‘Constant Demand’’, plus ‘‘Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 
you. 


Yes, Chicago ‘Safety Plus’? Screw products 
offer a better line to follow—to push—to sell for 
all four steps. 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 
Socket Head Cap Screws * Socket Set Screws ° Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs * 
Keys for “SAFETY PLUS" Socket Products * Hexagon Head 
Cap Screws, Steel and Brass * Square Head and Headless Cup 
Point Set Screws * Fillister and Fiat Head Cap Screws * Taper 
Pins * Milled Studs * Semi-Finished Hexagon Nuts, Steel and 
Brass * Semi-Finished Hexagon Castellated Nuts. 


ve BREAD and BUTTER, 


Tae CHICAGO SCREW COMPANY 


2503 WASHINGTON BLVD. - BELLWOOD 
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Fire Sofe Handles . 


Only Vace Offers Such Uniformly 
AWigh Zuality...So Many Styles and 
Sizes... At Such Low Overall Goat! 


@ Yes, industrial users everywhere . . . men who know 
quality, value and price in tools . . . are relying more and 
more on Vaco for every screw driver need. Made to highest 
standards with electrically heat treated chrome vanadium 
steel blades, and with exclusive Vaco Amberyl fire-safe 
handles, Vaco products give more for the money . . . are low 
cost in the long run. Buying is 

easy, too, because there are 

more than 250 Vaco stock 

styles and sizes! No need to 

shop around .. . all your 

regular, Phillips, clutch 

head, Reed and Prince, 

Klipxon, offset and spe- 

cialty drivers from one 

source! 


FREE 30-Page Handbook-Catalog 


Mill supply buyers and other large users of 
screw drivers have found the new 1951 Vaco 
catalog to be a veritable mine of , informa- 
tion. Every major type and kind of driver is 
illustrated. Complete tables give all useful 
application data 





including bit size, handle 

diameter and length, blade dimen- 
sions, screws to be driven, etc 
A‘'must” for every catalog file! 
Send for your free copy, today! 


317 E. Ontario Street, 
Chicago 11, Illinois 
wins em Co., Utd. 


1212 Notre Dome Street, W., 
Montreal 3, Quebec 


More Than 250 Screw Driver Styles and Sizes! 
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gloves is described, and the high volt- 
age resistance for each type is defined, 
in addition to specifications on each of 
the types.—B. F. Goodrich Co., Ak- 


ron. 


DISPLAY BOARD-A five color 
metal display board to which six of 
the manufacturer's most widely used 
saws are attached is now available. 
While the tools are securely anchored 
to the board, they can be removed as 
they are sold and replaced by others. 
—Misener Mfg. Co., Inc., Syracuse, 


i ¢ 


PROSPECT CONTROL—A new 
booklet on the advantages of the pros- 
pect control with records has just been 
published by the manufacturer. The 
booklet outlines systems designed to 
help management develop, direct and 
concentrate sales effort in order to ana- 
lyze prospects, cut cost per sale and in- 
crease total sales—Remington Rand 
Inc., New York. 


AIR CYLINDERS-—The manufactur- 
er’s entire line of air cylinders is illus- 
trated and described in Catalog Sec- 
tion No. 54. Drawings and tables are 
furnished for each model and size 
cylinder showing complete detailed di- 
mensions.—Rivett Lathe & Grinder, 
Inc., Boston. 


ELECTRIC HAMMERS-A four 
page folder describes and illustrates the 
manufacturer's electric hammers and 
electric hammer drill. Prices are given, 
together with illustrations of acces- 
sories for the hammers and drill.— 
Syntron Co., Homer City, Pa. 


VALVES-—A bulletin on quick oper- 
ating valves for general service has 
been published by the manufacturer. 
The bulletin describes and illustrates 
the design and construction of these 
valves in detail, and explains their ap- 
plication to various types of pipe lines. 
—Everlasting Valve Co., Jersey City. 


CUTTING TOOLS—This catalog of 
carbide tipped cutting tools pictures 
and lists the manufacturer’s complete 
line. Exclusive design features are 
shown. In addition to the standard 
items covered by the catalog, inquiries 
are invited for the design and develop- 
ment of special tools—Nelco Tool 
Co., Inc., Manchester, Conn. 


CATALOG-—The manufacturer has 
just issued a complete new catalog of 
his grinders and buffers. This catalog, 
No. 71, incorporates many new ma- 
chines and several which have been re- 
designed.—Hisev-W olf Machine Co., 
Cincinnati. 











Dudley Condit 


Condit To Represent ea 
Edwin H. Fitler Co. 1 


Dudley Condit will represent the STEEL RULE 
Edwin H. Fitler Co. of Philadelphia, 
manufacturers of rope since 1804, in 
Wisconsin, Minnesota, Iowa, Illinois 
and Indiana. He will make his head 
quarters in Evanston, III. 

For the past eight years, Mr. Condit 
was associated with Sterling Products 
Co. of Chicago, as assistant to the 
president. Prior to that he travelled for 
15 years as a manufacturer’s repre- 
sentative 





A LONG LIFE AND A PLEASANT 
ONE at Maddock & Co., Philadelphia, 
has marked the careers of these em 
ployees, all with the firm 25 years and 
more. They include (standing): W. C 
Garrett, Helen R. Erdlen, Earl |} 
Fluke, John Stephan, Nicholas Hetzer 
and William Powell. Seated are Wil 
liam F. Hoffman and Albert H. Miller 
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EXPANDING RURAL UTILITY 
SERVICE BOOSTS DEMAND 
FOR COFFING TOOLS 


Throughout rural areas, phone and electrical services are 
being improved and expanded. Private and municipal 
companies are blanketing farming areas with grid networks 
of poles and lines. New REA loans are supplying 
utilities with cash for much needed supplies and approved 
maintenance equipment to carry out this program. 
Millions are being spent. Some of it is ear- 
marked for you if you stock ... 


Coffing Safety-Pull Hoists and Utility 
Maintenance Tools Heller Brothers Co. 
Added Volume With Your Advances Lloyd C. Smith 


Hoist Sales! Lloyd C. Smith, vice-president and 
general manager of Heller Brothers 
Co. in Ohio, has been promoted to 
FLAG and FLAG HOLDER vice-president in charge of sales of the 


Holder fits all poles. Main SAFETY-PULL RATCHET HOISTS > parent company, with headquarters in 


casting of malleable iron. a ; eo le ore CO 
een ankle itiesiDiisntiity Malina: Sihies teainal the main offices of Heller Brothers Co. 





Lloyd C. Smith 





hooks into main body of weighs but 14 lb. — 9 other models, at Newark, N. .. 
clamp; strong coil spring handling up to 15 tons. Mr. Smith joined the Heller organi- 
assures tension. ° 
zation in 1944. After brief service as 
TEMPORARY GUY CLASP <J TRANSFORMER GINS sales representative he was advanced 
D pe ir igh rma is - to assistant domestic sales manager. 
maiiea e iron an stee Ls . . 
sensisuation tartan of pele. — — er in 1946, Mr. “os 
relinquish 1€ osition to take 
Also available: Moai st. — | *—BQuishec ¢ posit . 
contin tak wae sued charge of the production of Heller 
Built on wise principle construction for side of pole. files, hammers, wrenches, trowels and 
4 Model WT—wood and mal- ther Heller tools in tl any’ 
with vise sevew enclosed. Caan; Mah. © senicaneeied other Heller tools in the company’s 
conde, utente grip tor, for pole top. factory at Newcomerstown, Ohio. 
permits necking close to / Before joining Heller Brothers, Mr. 


pole. NEW COFFING Smith was identified with the file in- 
POWER PIKE POLE > POLE STRAIGHTENER wn }\ dustry for 32 years. During that time 
Built of two telescoping galvanized . . . reduces hours of labor he covered all sales territories east of 


pipes. Power obtained from Coffing to minutes. Sets up quickly | Chicago and south as far as Wash- 
Load Binder or Safety-Pull Hoist. For and “jacks” bent or leaning ad 


straightening leaning poles Mini- poles into upright position. \ ington. ; : 7 
mum height 8 2°; maximum 117. Removable head on push Mr. Smith is a member of the New 
bar permits use of clamp for York Hardware Square Club 


steel poles, or pike for wood- 
MIGHTY MIDGET PULLER en poles. (Push bar not fur- 


© 500-lb. model weighs nished. ) 
only 6'¢ Ib.—1000-Ib. 
model weighs only 7 
9'4 lb. Hooks easily can be any desired 

on tool belt. Handle P length 
is either lever or (to be furnished by user) | 7 
high-speed crank. ' Richard Alcott, vice-president, 
Riechman-Crosby Co., Memphis, 
vm, COFFING TEMPORARY Tenn., was chairman of the finance 
CROSS ARMS committee for the annual convention 
of the Tri-States Oil Mill Superin- 
tendents Association in Memphis re- 

cently. 

—Light Weight, Built for Hard Use ig x members in- 
Model 10-B (above) has last four hooks on each end ! cludec . _A en, Jr., J. E Dil- 
on a swinging arm that may be locked open or | worth Co., John W est, Lewis Supply 
closed; permits handling both straight and phan- > Co.: John R Rother Industrial Su 4 
tom circuits a ’ ; " a3 al © Pp 
Also available: Mode! 10-A for electric work. Hooks pies, inc., i, femphis, Tenn; Keene 
self-locking, of certified malleable iron. Model 10-C For more information on these tools or Coffing lifting [.ewis, Hollis & Co.. Little Rock: T. C. 
for changing cross arms on corners. and pulling equipment for any purpose, write Dept. A8 Guinee, Southern Eng. & Supply Co., 


Vicksburg, Miss.; George Morgan, 
C 0 : ia } h G Ol ST C 0 MM oh x y Continental Gin Co., Birmingham, 
Ala.; and E. D. Key, Atlanta Belting 

Danville, Ilinois Co., Atlanta, Ga. 
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with vise screw enclosed. 








this push bar | Aleott Named Chairman 





Of Memphis Association 




















Look For The Name 


VALI Te 


On Your Pump 


And You Know It's GENUINE 


The job of building the original “gear within a 

gear” rotary pump has been the single aim of 

the Viking Pump Company for over 39 years. 
C. W. FORREST, partner with T. J. 
Styles in Railway Equipment Co., 
Portland, Ore., foresees good business 
if area lumbering activities continue 


Developments and improvements have steadily 

progressed with this single purpose in mind . . . the advancement of this most 

copied of all rotary pump principles. 

It’s the self priming pump with a steady and sure delivery of all types of clean 
liquids regardless of viscosity, and in capacities 
from ‘2 to 1050 gpm. 





Bascom Made President 
At Broderick & Bascom The name VIKING is your one assurance of the 


The Broderick & Bascom Rope Co. ViIKiInG original and genuine “gear within a gear”. Look 
has acquired the entire stock interest AN HONORED NAME for it on your next rotary pump . . . be safe and 
of the Broderick family, and John K. IN PUMPING sure. Learn more about the genuine Viking 
Broderick and Arthur L. Broderick bares pump today. Write for free bulletin 5OSMM. 
have retired as president and _ vice- 
president, respectively, and as direc- 


tor ~<a Pump Company 


Charles E. Bascom has been elected 
president of the company and Joseph wt '@-velels wells oh nae| 
H. Bascom has been elected first vice- 
president and secretary-treasurer. 
These officers and J. F. Hedding of : 

Pittsburgh constitute the new board PERFECT SEAL 
of directors EVEN WITH PIPE 
The Bascoms will continue in active ' ro) 
management of the rope company is D PERFECT 
which will celebrate its 75th anniver- : 

Sary next year. 
In addition to the home plant in 
St. Louis, Broderick & Bascom has 
factories in Peoria, Seattle and Hous- 
ton. Branches and warehouses also are 
located in New York, Chicago, Los WHEN YOU 
Angeles, San Francisco and Portland, RECOMMEND 
Ore AND SELL 





Edward F. Weston 
Marks 50th Anniversary 


Edward F. Weston, chairman of CATAWISSA ends 
the board of directors, Weston Elec- 


trical Instrument Corp., Newark, 
recently marked the 50th anniversary wil teetee. anode. cneteaiy tien 
of his association with the Weston : 
company. The occasion closely follows unions! SELL CATAWISSA HOT FoRGeD 
the 100th anniversary of the birth of STEEL UNIONS and you sell cost-cutting satis- 
his father, Dr. Edward Weston, who faction—sure-fire dependability that means 
founded the company in 1888. a 

\ graduate of Columbia Universitv . 
as an electrical engineer in 1900, one ae B FOR BULLETIN & COMPLETE eased DATA 
of Mr. Weston’s first jobs was stoking . « - standord and double extra heavy, male and female, orifice and spe- 
the furnace at his father’s High CP cials—screwed or socket weld, there's a CATAWISSA type for every usel 
laboratory in Newark. When the com- 
pany was incorporated in 1924, Mr 


Weston was elected president and ITTINGS CO. 
served continuously until 1944, when 300 MILL ST. CATAWISSA PENNSYLVANIA 


he became board chairman 


guesswork in union require- 
ments—at a price to compete 


profitable repeat business for you! 
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you CANT AFFORD 
L A PRODUCT 


TO SEL 
THAT BACKFIRES 


puE TO POOR 
CONSTRUCTION! 


ee 


. . » when you sell 


Harrisburg 


Couplings and Flanges 
your customer STAYS SOLD 


Harrisburg Seamless Steel Pipe Couplings 
ore made to A.P.|. specifications . . . 
threaded on special machines assuring ac- 


curacy of form, height, angle, and lead. 


Harrisburg Drop-Forged Steel Pipe Flanges 
ore manufactured to A.S.A. standards... 
machined under constant inspection to in- 
sure a product that meets critical require- 


ments of engineers. 


© Set. HarrissurG 
e Stay Happy: 
Write for Catalogs ... 


Harrisburg 


STEEL CORPORATION 
Harrisburg 18, Penna. 


97 YEARS IN PENNSYLVANIA'S CAPITAL 
Custom-Built Quality Products in Quantity 


J. W. Jones 


Homestead Names Jones 
District Sales Manager 


J. W. Jones has been appointed 
district sales manager for Homestead 
Valve Mfg. Co., Coraopolis, Pa., in 
Florida, Georgia, Alabama, ‘Tennessee 
and Mississippi. 

Mr. Jones, a graduate of the Uni- 
versity of Kentucky, is well known in 
the five-state area. He has travelled the 
same territory for a brass manufactur- 
ing company for the past 15 years. 





Die-Sinking Cutters 
Available to the Distributor 


Supply your customers... right from your 


stock . . . with the Popular Types and 
Sizes of Die Sinking Cutters by Reltool. 
Most commonly used sizes include Tapered 
Flute and Ball-or-Square-End Types with 
straight shanks, and Die Sinking Routing 
Cutters (Single Lip End Mills). 


Be the FIRST in Your Territory to Stock 
Reltool Die Sinking Cutters. 


The Reltool Line Includes: 
Arbors ® Center Drills © Counterbores ® 
Die Sinking Cutters © Dovetail Cutters ® End 
Mills ® Form Tools ® Gear Cutters ® Hollow 
Mills © Key Seat Cutters © Lathe Mondrels 
® Metal Slitting Saws ® Milling Cutters — 
all types ® Reamers ® Spotfacers * Step 
Drills © Taps ® Tool Bits © Specials 
WRITE FOR CATALOG 50 


Re Relloot convor ATION 


RELIABLE METAL CUTTING TOOLS 
4540 W. BURNHAM ST, © MILWAUKEE 46, WIS. 
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Start fastener sales soaring with 
Nu-Process Brighton Socket 
Screws. Formed by an entirely 
new metal-working process 
Brighton Screws have every fea- 
ture cost-conscious fastener buy- 
ers demand. They’re dependable 
in quality . . . . keep customers 
coming back for that quality they 
can trust. 


Complete line . . . . full dealer 
cooperation, modern sales aids 
and a profit margin you'll be en- 
thusiastic about. 


New catalog now available. Write 
on your letterhead for your copy. 


BRIGHTON 


SCREW & MANUFACTURING 
COMPANY 


1827 Reading Rd., Cincinnati 2, O. 





The Family Circle . . . 


OFFICE MANAGER at Wm. J. 
Burns, Inc., Providence distributors, is 
Ruth Anderson. . . 


AND BOOKKEEPER at the same 
firm, and keeping the books well, is 
her sister Claire Anderson. 





Personal Changes 
For Yarnall-Waring Co. 


The following appointments recently 
were made in the Yarway sales organi- 
zation of the Yarnall-Waring Co., 
Philadelphia, Pa.: 

Lytton C. Musselman, now in 
charge of the Los Angeles District 
at the company office in Huntington 
Park, Calif. 

Power Engineering Co. as general 
sales representative in Salt Lake City. 

Wallace J. Agren as sales engineer 
in the Chicago branch, replacing F. 
C. Harry Vaughan. 

R. W. Westlake, as sales engineer 
in the Cleveland branch. 

Andrew M. Ritter, as district mana 
ger of the Detroit branch, replacing 
Charles H. Grosjean, who is returning 
to the New York territory. 

Lyle G. Chase, Jr. has joined the 
sales engineering staff of the New York 
district office. 


Changes Speeds Without 
Stopping the Machine 


Inexpensive...nationally advertised... 
easy to sell...distributors wanted 


This simple, inexpensive unit converts a constant speed motor to a 
variable speed drive. Easily applied to shaft extension of motor. 
Provides any speed within 234:1 range on any driven machine— 
lathe, jig saw, printing press, packaging or labeling machine, con- 
veyor, etc. No changing belt or pulleys. You merely turn handwheel 
while machine is running. Speeds are changed smoothly without 
“steps” or “jumps.” 


HERE IS HOW IT WORKS 


Unit comprises two facing cone-shaped discs—one sliding laterally 

under spring tension. These discs form different driving diameters 

for belt when, by turning handwheel, motor is moved forward or 

back on adjustable motor base. We can supply base or customer 

can easily build his own. Uses any standard make “A” or “‘B”’ 

V-belt as specified; also any standard sheave on driven machine. 
In sizes for motors from 4 to 1% hp, only $6.75 and up. 


We supply full sales instructions, pro- 
motion aids and cooperation of our 
territorial representatives to get you 
started. Write today for distributor 
proposition and complete sales kit. 


REEVES PULLEY COMPANY 
Dept. 44, Columbus, Indiana 


Recognized Leader in the Specialized Field of Speed Control Engineering 
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OUR FOURTH BOOK FOR ALAMO 


Recently off the press 

ts another Donnelley-built Catalog 

for Alamo Iron Works. This book will be one 

of the most widely used catdlogs in the South 
—Alamo has five distributing points 

in the state of Texas. You are always welcome 
to check independently 

on Donnelley Catalog Service with any company 


on our long list of repeat order customers. 





YOUR NEW CATALOG... | 


} 


WHAT WILL IT REALLY COST? 


Will the price written into the contract cover everything you 
really want in your new catalog? 


Will it mean freedom for you from the fussy work and the 
headaches that should be the problem of a good catalog compiling staff? 
Will it mean complete confidence in your own mind—every step of the 
way—that you will get just the book you want? Will ycu be sure of deliv- 
ery on the exact date promised? 


Before placing your order, be sure to check with thorough- 
going care just what you will get for the money you will pay. And so far 
as our part in the picture is concerned, we expect you to place the burden 
of proof on us. Let us tell you the story of Donnelley Catalog service 
from A to Izzard. And remember that “talking catalog” with a competent 
Donnelley man does not tie your hands in any way. There is no obliga- 
tion whatsoever until and unless you decide we are the people to do the 
job. Call us in today. 





R.R. DONNELLEY & SONS COMPANY 


350 East Twenty-second Street, Chicago 16, Illinois 


PRINTERS © BINDERS *© ENGRAVERS © LITHOGRAPHERS | 
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Power Trans. Councils 


Hold Annual Outing 


= 


PRIZE CUP, first of the kind presented 
by the joint Power Transmission Coun- 
cils, went this year to the New York 
Chapter. Dick Wainwright accepts it 
from Barney Kopp (Public Service of 
N. }.), retiring N. J. Chapter president, 
while Harold Swan, chairman of the 
Golf Committee looks on. 


The major portion of the member- 
ships of the New York and New Jersey 
Chapters of the Power Transmission 
Council trekked into the Cedar Hills 
Country Club in Livingston, N. J. 
recently to hold their annual outing 
and golf tournament. 

A feature of this year’s meeting was 
the presentation of a gold cup for the 
winning golf team, which went this 
year to the New York Chapter. Who- 
ever wins it three years in five, keeps 
it. 

Several notable events of the golf 
Jay included Frank J. McKenna’s 
(Seither & Ellis, Newark) low gross 
for New Jersey (94), and Henry Baur’s 
(Atlantic Gear) low for New York, 
(82). Bob Bruce (Gilmer) came 


the gs 
THE PRESIDENTS of the New Jer- 
sey Chapter and the New York Chap- 
ter, Norman Roden (Jarett Compres- 
sor) and Dick Wainwright (Alexander 
Bros.) were matched against each other 
in play. 





FOREDOM Machines effectively satisfy the 
R ' demand in the ws industry for 
Quality Tested grinders which are RIGH for every 
* “small-work” job of grinding, finishing, 
Since 1922 de-burring, etc. FIVE TYPES OF HAND. 
PIECES, all quick-detachable, afford a 
WELL-DRESSED GOLFER Jack high-degree of versatility in this PIONEER 
Prine . » Oy . > line which has been serving industry for 
Gorgeous Gussie” Sullivan, (U. § well over a quarter century. They enable 
Elec. Motors) center background, went SELL ALL THREE DEPARTMENTS You can py peony 7p Co ae © = 
the ) | wit! H Knudse sell Foredoms to production, tooling and 6 es ee ye 
rounds with enry nudsen maintenance departments. it’s the only nipulated and controlled pencil-size hand- 
Celanese Corp.) and Norman and Dick truly complete line of its kind. oe which keep work always well in 
re] king hir ° 
Seggel, flanking him. REPEAT BUSINESS follows as a matter of 
course when you sell Foredoms. The hun- NATIONALLY ADVERTISED in a host 
tl 7] | eaed lor “‘al dreds of accessories which can be used of trade journals and magazines. Your 
rough with a spectaculat aimost with them make them extra versatile for sales job is therefore greatly simplified. 
hole in one’’, and Jack Sullivan, (U.S es a.-1 Dees EXTRA PROFITABLE SALES HELPS AVAILABLE. 





Elec. Motors) was equally spectacular ; 

, f golf s] ts that fast d The FOREDOM line lently pl ts your large flexible shaft tool lines. 

in a pair of golf shorts that fast earnec Why not make your firm headquarters for such equipment. You owe it to your 

him the nickname. “Gorgeous Gus self to send for our attractive proposition to industrial distributors. Foredoms are 
me 2 ° Priced to sell fast with excellent mark-up for you. 





Write for Full Details Today to 
27 PARK PLACE 


FOREDOM ELECTRIC CO., F-2232 NEW YORK 7, N. Y. 


® 02 e oo eoeoe@e@ecsceeses?e#e- 


! 


This is an industrial machine tool 
that every Industrial Distributor 
can sell. 


The SHELDON Size “0” Precision Milling 


Machine, will fit into any tool room. It is 





accurate enough to work to the very closest 
SITTERS-OUT, but thoroughly enjoy- 
ing the sun, among other things, were : : 
Elton Smith (William Sumner Belting) Sd ? type, size and capacity, it can be sold 


Preston Baldwin, Ba'dwin Belting) Joe | almost like package goods “over the 
Buck, (Goodrich) and Steve Saluge, 
(Baldwin Belting’s New Jersey repre- ‘ is counter.” It comes crated, completely as- 


tolerances. Being of standard industrial 


sentative.) : sembled, ready for work 





, , 
Stronghold Screw Buys eee — a = 
Corbin Screw Inventory are always available to help you close 
sales, should technical questions arise. You 

Stronghold Screw Products, Inc., of 
Chicago recently purchased the en 
tire inventory of fasteners of the Cor- 
bin Screw Division of The American 
Hardware Corp., New Britain, Conn. 
The inventory will be added to the 


large stock Stronghold carries at their 

factory and warehouse in Chicago, area escories 

and warchouses in Cleveland and At 

lente Power Feed = Universal CHICAGO 

‘ 2 Dividing Head Coolant System 
All inquiries and orders received by Rotary Table Swivel Vise 

Corbin are being processed by Strong Drip Pot Oiler 


he Id 


provide the prospect and take the profit 


SHELDON MACHINE CO., Inc., 4232 N. Knox Ave., Chicago 41, Ill 
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new giant alloy 


Adjustable Wrenches 


REPLACE 29 SIZES 





thinner -lighter 


stron g er Huseby Will Represent 
Junior Tool Co. 


The Junior Tool Co., Alhambra, 
Calif. has named M. F. “Marsh” 
Huseby its national sales represent- 
ative. 

Mi. Huseby, formerly, was sales 
manager for Skilsaw. He will maintain 
offices at 1131 South Santa Fe Ave., 
Los Angeles, and will handle the 
Junior Tool Co. line through selected 
distributors. 


Marsh Huseby 


New England Agent 
Named By Cogsdill 


L. R. Clowes, Inc., manufacturers’ 
representatives with offices in Provi 
dence, R. I. has been appointed to 
represent Cogsdill Twist Drill Co. of 
Detroit in the New England area. 

Clowes’ salesmen will cover the 
states of Maine, New Hampshire, 


iit cic 0 ennai wae ; a Massachusetts, and Rhode 
the jobs done by these two new alloy adjustable sand. 

wrenches. They are thin—to get at the work easily. 
Strong—designed for added strength at leverage 
points. Light—to make job servicing easy. 
Economical—saves time, tools and materials. 
Large jobs become simple ones. 

Giant alloy wrench No. OA-24 is 24” long, 7” 
thick, weighs only 10 Ibs. and adjusts to 13 
standard sizes from 1%" to 2%". OA-36 is 35” 
long, 1%" thick, weighs only 22 Ibs. and adjusts 
to 16 standard sizes from 2}}” to 4%”. 








ANOTHER EXAMPLE OF ENGINEERING 
THAT MAKES OTC TOOLS OUTSTANDING 


OWATONNA 


TOOL COMPANY 
THE 46TH PRESIDENT of the na- 


373 CEDAR STREET tional Illuminating Engineering So 
OWATONNA, MINN. ciety is Walter Sturrock, head of the 


engineering publications section of 
General Electric’s Lamp Department 
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Paul H. Speaker 


Territory Changes 
For Paul H. Speaker 


Several changes have been made in 
the territory served by Paul H. Speaker, 
area manager for Nicholson File Co. of 
Providence. His territory now will in- 
clude all of New Mexico, Oklahoma 
and ‘Texas. 

Fred Cagle, who covers Arkansas, 
Louisiana, Mississippi and western 
Tennessee, also will call on Mr. 
Speaker for consultation regarding 
merchandising problems. 


Butcher Assists Ramsey 
At Worthington Pump 


Charles A. Butcher has joined the 
Worthington Pump & Machinery 
Corp. as assistant to the president of 
the firm, H. C. Ramsey. He will make 
his headquarters at 2 Park Avenue, 
New York, N. ¥ 

Mr. Butcher formerly was general 
manager of Crocker-Wheeler Electric 
Mfg. Co., and vice-president of its 
successive parent companies, Joshua 
Hendy Corp. and the Elliott Co. 





VALVE CHECK by Edward Usry and 
Arthur M. Eubanks of Augusta Mill 
Supply Co., Augusta, Ga. insures that 
the customer gets exactly what he or 
| | 


aereq 


SE we BIS 
# BSesesiss! 
eens 


takes the strain... 


The job that calls for chain deserves only the best. 
Campbell rigidly inspects every link of every chain... 
to make sure the chain you sell your customers measures 
up to the high standards of strength and quality tra- 
ditional with Campbell for almost half a century. 

Send your next chain order to Campbell. Production at 
Campbell is linked to your requirements as a distributor 
—you get prompt courteous service and fast delivery. 


BUSINESS fy 
Campbell Chain is advertised WEE? 
consistently to your customers 


in BUSINESS WEEK and 
PURCHASING 


CAMPBELL CHAIN Gancany 


Main Office — York, Pa. 
Factories — York, Pa. and Burlington, lowa. 


INDUSTRIAL + MARINE + AUTOMOTIVE + FARM 
SPECIAL PURPOSES 
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7 
SOLDER 


Your solder sales go up when you stock na- 
tionally advertised Federated Gardiner brand 
Acid Core Solder. Listed by Underwriters” 
Laboratories, Ine. 

Packaged in colorful blue cartons on metal 
spools. Tin-lead analysis prominently dis- 
played on outside of box. Available in all 


commercial sizes and compositions. 


, * oe 
AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 


Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIVMMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. . Cleveland 4, Ohio 
the Worldi Largest Makers of Vises 


STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 
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THE PERSONAL TOUCH is given 
dealer sales by Ralph Rawles of Dillon 
Supply Co., Raleigh, N. C. as he as- 
sists J. J. Barnes in loading a new 
water pump system on his truck 


Dillon Supply Co 


Improves Facilities 


Expansion and improvement of 
facilities of Dillon Supply Co., with 
headquarters in Raleigh, N. C., has 
provided a new building for its ma- 
chine shop and a new parts service 
department, according to D. G. Mc- 
Leod, vice president. 

Mr. McLeod said that the company 
recently has opened a new sales office 
in Goldsboro with B. A. Humphries 
in charge. Mr. Humphries formerly 
was with Tidewater Supply Co., Rich- 
mond, Va. 

The new parts service division is 
headed by Ralph Rawls, and J. E. 
Fussell, formerly with Henry Walke, 
Charlotte, is in charge of the machine 
shop. 

The company has established an 
engineering department headed by 
Herbert Klose, industrial engineer who 
is a graduate of Northeastern Uni- 
versity, Boston, and the University of 
Pittsburgh. He will be in charge of 
dealer sales. The company plans to 
construct an engineering building 
which will also house the heating and 
ventilating departments. 

The sales force has been expanded 
with three members recently added. 
W. F. Peacock will travel out of 
Lexington; R. G. Thomas, graduate 
of North Carolina State College, and 
formerly with Carolina Power & Light 
Co., will specialize in power and steam 
equipment. G. L. Dillon, Jr., a grad- 
uate of Duke University is another 
new sales staff member. 

The company now has 234 em- 
ployes, as compared with 97 in 1940. 


Kennedy Elected To Board 


J. Lawrence Kennedy has _ been 
elected vice-president and secretary of 
Ihe Kennedy Valve Mfg. Co., Elmira, 
N. Y. He also has been elected to the 
board of directors of the company 





William Bradley 


Stanley Electric Tools 
Names Bradley To Sales 


William Bradley has been appointed 
a sales representative in Pennsylvania, 
Maryland, Delaware, Virginia and 
West Virginia. He will be associated 
with Paul Briggs, with headquarters in 
Philadelphia. 

Mr. Bradley joined Stanley in Octo 
ber of 1949, prior to which he had 
been employed by the industrial sales 
department at the Standard Shannon 
Supply Co., Philadelphia, Pa. 


Smith Wadsworth Organizes 
New Division 

An industrial supplies and equip- 
ment division has been organized by 
Smith Wadsworth Hardware Co., 
Charlottetown, N. C., by the new 
management which purchased the 
company from the American Hardware 
Co. There has been no change in the 
other divisions of the company. 

H. O. Taylor, formerly with Allis- 
Erwin, has been named manager of 
the industrial supplies division. Jack 


SCREW STOCKS at Smith Wads- 
worth Hardware Co., Charlotte, N. C. 
are the topic of talk between H. O 
Taylor and Bruce Suttle 





| WEIR BERG & McKEE 
Catalogs- 


wf VE THESE MODERN FEA TuREs/ 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertised Lines are tied y 
with manufacturers advertising b “ 
of their trade. “marks, sites 


& MOREE, Ive 


600 West Jackson Bivd., 

















50,000 PIECES PER GRIND 
WILLEY’S SSS ses 


with WILLEY’S 
SOLID CARBIDE TWIST DRILL 


On the typical valve guide bushing 
at the right, a Willey’s Solid Car- 
bide Twist Drill, in use for 50 days 
— produced approximately 50,000 
pieces per grind. During this 50 
day period, the wear on the drill was 
less than 1/16 inch. 








Material, alloy cast iron. 
1589 R.P.M. Speed, 130 ft. 
Feed, .075. Automatic machine 


WRITE FOR CATALOG 


WILLEY’S CARBIDE TOOL co. 


SOLE MAKERS OF W ME 


1342 W. Vernor Highway Detroit 1, Michigan 
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Strongly back-edged and heavy, the Cutlass was an 

Tk efficient tool whether it was used in battle or to clear 

1e storm tangled wreckage. Ships no longer carry these 
CUTL ASS famous blades and the history of progress must record a 
+ loss to man and boy who thrill to tales of piracy and 


adventure. 





wae BARNES SAW BLADES 
D T ple 
uGse ericlEN ependA 


Progress in the craft of making 
metal cutting saws has resulted in 
the out-moding of many of our 
methods of metal separation—and 
greatly improved the efficiency of 
tooling and fabrication in modern 
mass production. Barnes blades— 
famous for their dependability — 
are the result of over 30 years of 
research and improvement— and 
there’s a dependable Barnes saw 
blade for every metal cutting pur- 
pose. 


The special tooth form 
of Barnes “Skip Tooth” 
blade prevents clogging 
or loading at high speeds 
or heavy feeds. The 
“Skip Tooth” is used for 
precision and production 
cutting of soft non-fer- 
rous metals, wood and 
plastics. 


Whether you use Barnes Band Saws, Hand or Power Hack Saws— 
Your Industrial Distributor is a convenient source of supply and in- 
formation. He will help you select the right Barnes Blade for the Job. 


> wc ermene Cee 


, 1297 TERMINAL AVE. DETROIT 14, MICH, 
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“SURE IS POWERFUL”, J. W. Hat- 
tersley tells W. B. Purser, both of 
Smith Wadsworth Hardware Co., 
Charlotte, N. C., and both outside 
salesmen. 


Mock, W. B. Purser and Homer All- 
red are outside salesmen covering 
Charlotte and the state of North 
Carolina. Further expansion of the 
division is contemplated. 

M. N. LeNeave, formerly manager 
of the industrial supply division of 
Allison-Erwin Co., is president of 
Smith Wadsworth Hardware. He says 
that in company sales promotion em- 
phasis will be on customer service. 


Pauly Named N. Y. Manager 
By Lunkenheimer Co. 


Melvin W. Pauley has been ap- 
pointed New York manager of ‘The 
Lunkenheimer Co., Cincinnati, Ohio 
valve manufacturers. He has been 
associated with the valve industry for 
more than a decade. 

Fred G. Berling, advertising man 
ager for the company, is retiring from 
the firm after 31 years of service. He 
joined Lunkenheimer as a buyer in 
the purchasing department and pro 
gressed through various assignments 
and departments to his appointment 
as advertising manager in April, 1946. 





MEN AT WORK at Tidewater Sup 
ply Co., Columbia, S. C. inclu 
Jimmy Riddle and W. A. Sty 
charge of shipping 








For SCALE-FREE 
Heat Treating & 
Annealing of Steels 


Lift Sales to a new high 
with BOBCAT HOISTS 





Discount 
*% Advertised in the i your cust 
read: 





American Machinist 


Tool & Die Journal 
Modern Machine Shop Manufactured by: 


Distributors: For compiet 
information write— The 
PARKER Stamp Works, 
inec., 560 Frankiin Ave, 
Hartford, Conn. 
Stablished 1871 








2 


, oe .. » lightweight . 
packed with power and the 
stamina to “take it” for years of 
trouble-free operation—that’s the 
new line of Bob-Cat Hoists! 
GREATER SECURITY Now made by Ohio Electric in 


FASTEN FAST WITH lift; iti Nicaea Ri 
CLARK FASTENERS ifting capacities ranging from 1/2 to 


5 tons, the Bob-Cat line is specially 
BOLTS . . . NUTS engineered for your prospects. Bob- 
RIVETS .. . SCREWS Cat Heavy-Duty Hoists have ad- 
vantages you can easily demonstrate 

6 to 1 factor of safety 


Since 1854 the Quality . . . ... talk up... sell. High-torque Ohio Motor enclosed 
Accuracy . . . and Uniformity of a in cable drum 
ALL Clark Products has never Why not familiarize yourself Satardle Geum aetuction 
been surpassed. These 97 years with them? Write for literature 2 Weston-type load brakes 
of leadership explain why users Solenoid motor brake 
Push-button or rope control 
“Clark”—they Fasten . . Bob-Cat Hoist line turn sales Lug, hook or trolley suspension 


. Longer. “stalls” into sales calls! A-8236 


* t 
CLARK BRosfo.t(p . 
iret ea. THE OHIO ELECTRIC MFG. CO. 
: Chester Bland, President : 


5900 MAURICE AVENUE + CLEVELAND, OHIO 
The Obio Electric Mfg. Co. also makes lifting magnets Bt foes € ee 
and controllers, small motors, nail making machines. 


today. Then let the new low-cost 
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RIP PLATES 


% FLEXCO Fasteners make tight butt joints of 
great strength and durability. 

Trough naturally, operate smoothly through 
take-up pulleys. 

Distribute strain uniformly. 

Made of Steel, “Monel,” “Everdur.” Also 
“Promal” top plates. 


* 
* 
* 
* 


BELT 
FASTENERS 


FOR HEAVY 
CONVEYOR 
AND 
ELEVATOR 
BELTS OF 
ANY WIDTH 








FLEXCO Rip Plates are for bridging soft 


Compre 





spots and FLEXCO Fasteners for patching or 
joining clean straight rips. 


Grip distrib 


Order From Your Supply House. Ask for Bulletin F-100 


FLEXIBLE STEEL LACING €Q., 4623 Lexington St., Chicago 44, "Ill. 








strain over whole plate area 





¢ STERILE ¢ SOFT e 


THESE INDUSTRIAL WIPING CLOTHS... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams, The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary, germproof, dustproof 

cartons attractively labeled and stating exact de- 

scription of contents. You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 


Individual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 
packed and prepared for. . . your name— 
your address"’ 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 


y 


ae 
SANATES 





WIPING 
CLOTHS 


DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 





h 





| 


| 
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Jack Beyers 


Beyers and Erwin 
Sell For Stanley Electric 


Jack Beyers has been named sales 
representative for Stanley Electric 
Tools in Lower Illinois, Kansas, Mis- 
souri, Wyoming and Colorado; and 
W. R. Erwin has been made sales 
representative for the firm in the 
Southwest. Mr. Erwin will be asso- 
ciated with Frank Lyons. 

Mr. Beyers joined Stanley tools in 
1939 and transferred to the sales office 
of Stanley Electric ‘Tools in 1940. He 
was active selling in the New England 
area until this year, when he was 
transferred to the Chicago office. 

Mr. Erwin has had several years 
experience in the machinery and in- 
dustrial supply business in Oklahoma 
and Texas and during the war spent 
two years in the navy on submarine 
duty. 


W. R. Erwin 


Hajoca Names Berry 


J. L. Berry has been appointed 
branch manager of the Hajoca Corp, 
Charlotte, N. C., succeeding A. F, 
Mullis. 





INVOICE S are checked by Carl Talk 
enberg Chapin-Owen Co.,  Inc., 


Roc hester, N. ¥ 





Mystik Adhesive Products 
Names Ostrenga, Green 


Stan L. Ostrenga has been named 
national sales manager of the auto- 
motive and industrial division of Mys- 
tik Adhesive Products, a division of 
Chicago Show Printing Co. 

Marvin T. Green has been ap- 
pointed general sales manager of the 
advertising division. Formerly he was 
assistant general sales manager, Mystik 
Adhesive Products Division of the 
Chicago Show Printing Co. 

Mr. Ostrenga has 15 years experi 
ence in industrial tape sales, having 
been connected with Johnson & John- 
son and Industrial Tape Corp. 

Prior to joining Chicago Show Print- 
ing, Mr. Green was president of 
Marvin Green, Inc., advertising 
agency, Chicago. 





FECHNICAL TALK between H. M. 
Akins and R. N. Lunceford of Beck 
& Gregg Hardware Co., Atlanta, Ga. 
oncerns a new compressor and spray 
gun 








The Seal of Approval 


Thousands of firms specify ‘‘Blue Devil’ socket screw 
products because the highest standard of quality is 
consistently maintained. 


“Blue Devil” socket screw products are made in a 
modern plant devoted exclusively to the manufacture of 
socket screw products. They are products that both 


the distributor and manufacturer are proud to endorse. 


Socket Stripper Bolts 
—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 


Bitters 


Flat Head 
Socket Cap Screws 


fibre structure. 
New flush type sock- 
et cap screws — fit 


standard counter- 


sink. Socket Set Screws 
New precision- 
ground threads 
assure finest su- 
per-smooth finish. 


Socket Cap Screws 


Sturdy, cold formed 
head — continuous 


Socket Pipe Plugs 

Safer and stronger 
than common malle- 
able iron pipe plugs. 
Heads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide excellent seal. 


Socket Screw Keys 


In all sizes—short or 
long arm series. 


Sold only through authorized 
Industrial Supply Distributors 





SAFETY SOCKET SCREW COMPANY 


4448 N. KNOX AVENUE ¢ CHICAGO 30, ILLINOIS 
New York Office —11 Park Place West Coast Warehouse—2022 E. 7th St., Los Angeles 
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here’s a profit builder! 
... acclaimed in every field... 


The new Model 200 Electric 

Sander has real profit-making construction 

sales points for your men to 

talk about . . . Induction type 

motor constructed with shielded 

ball bearings —no lubrication 

or filtering of dust required. 

Direct drive through sealed ball ey t saat 

bearing for fast rotary action _ cabinet 
sanding. Light in weight —9 “ 
Ibs. 4%” x 7%” pad takes half making 
a standard abrasive sheet. Ps 


he ready to compare it A Million Salesmen 
. demonstrate it... quote 


the low price...makeasale cree, 40 Help You Push 


only BQ 9 <P full year guarantee! the MARSH Line 


When you go out to sell the Marsh line 
Ueto today fer complete Gotela, antes potieen,- and svetlabte terriertes! there are plenty of salesmen working 


een with you. Every month over a million 
MANUFACTURED BY NATIONAL SALES REPRESENTATIVE Stam, Seventeen are going into 
5570 ALHAMBRA AVENUE every branch of industry where pres- 
Junior Tool Company aie MM. F. Huseby sure gauges, dial thermometers, heat. 
ing specialties and refrigeration con- 
trols are used, telling the story of 
= Marsh leadership. 
And remember that these advertis- 
‘ ing “salesmen” simply confirm the still 
ae aati Dresser Line more forceful sales message of Marsh 
A fj x performance — a pone has 
won recognition for Marsh products 
for aes! Pro ifs... Easier Sales as the instruments and specialties that 
tan offer the most in accuracy, in stamina, 
NK NCS SENN NN oe in downright quality and value. 

pe : Yes, it will pay you to know and 
BUILT RIGHT Best Lictaitttidi throughout . . . tool push the highly acceptable Marsh line 
steel cutters . . . Right and Left hand Threaded Byshings \ of pressure gauges, dial thermometers, 
NN : steam traps, vents, packless valves and 
other specialties... now broadened by 
the acquisition of the highly respected 
“Electrimatic” line of refrigeration 
controls and solenoid valves. Ask for 

latest catalog and price data. 


MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P. MARSH CORPORATION 
Dept. C., Skokie, Hl. 











\ for Automatic aga 





K EASY TO HOLD— Extra \\ sRECAUBRATOR” 
\ Weight well distributed \ snaaite — quicken on 

: NX v0 et odie gouge, ihe Gaishing 
> Diomond Dressin 9 q pels bo iat es superlative goU9*: 
SANASAA 3 


for smooth handling. \ the Marsh 
Ae NAO NAN NN best way to © 


CALDER MANUFACTURING el oF GAUGES * VALVES » 


2049 North Prince Street . Lancaster, Pennsylvania DIAL THERMOMETERS 
HEATING SPECIALTIES 
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vith SOHNSON 


Metal Cutting 


BAND SAW 


Harold J. Alsted Seal 


Alsted Heads Sales 
At Sprout-Waldron 


Harold J. Alsted has been appointed 
general sales manager of Sprout, Wal 
dron & Co., Inc., Muncy, Pa. Mr. 
Alsted had been serving the company 
as district sales representative in the 
Chicago area. 

Prior to accepting his first sales 
territory with Sprout-Waldron in Model J 
1936, Mr. Alsted was employed in the , Cuts 10” 
S-W home office. From 1936 to 1940 Rounds 
he represented Sprout-Waldron in the 18” Flots 
southeastern portion of the United 
States. 

Mr. Alsted’s responsibilities will 


extend throughout all S-W sales activ Extra Value ee 


ities with the exception of the pulp 


and paper industry. Extra Capacity, 


Lumber Prices Going Up Quality, Price 
And Likely To Go Higher 

Lumber prices again have begun to Make 
push for higher levels, due partly to 


‘ 
‘‘stormy weather” in forest areas where JOHNSON $ 


cuttings are made, and to the incredi Model B 


ble building spree that has seized hold The No 1 Value With or 


ot the country. ° 

Prices now aren’t far from the record | Without 
highs set in the autumn of 1947—and Today! Casters Cuts 5” Rounds 
they may possibly exceed those figures 10” Flats 
before the year is out. 

Materials inventories, which gave Are you taking full advantage of the sales possibilities Johnson Band Saws 
leal : ees t ble 1 i 148 offer you? Advertisement in numerous trade magazines tell the story of their 
ares sige is rouble in late anc many advantages to industrial users everywhere. . . . Their extra capacity, 
early 1949, are more in balance, due their speed, versatility, accuracy, rigidity, the safety of their Blade Guard and 
to reduced output during 1949. Stocks many other outstanding features, plus low cost are reasons for the great and 
coming into the market now proceed growing demand for these popular machines. Step up your volume, your profits, 
. sd I Z by concentrating on Johnson Metal Cut-off Band Saws. Send for a supply of 


at a “more orderly rate”, and the con catelegs now 


struction industry itself has returned 
to normal operating patterns. (Com Selected Dealers Sell JOHNSONS 
pared with earlier post-war years when 
shortages were the order of the day.) 


The cost of producing building m BLOM ALO MULT qa ti lem del te 


terials in 1949 declined from the levels 


reached in late 1948; but costs have ALBION, MICHIGAN 


strengthened again since 
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your guides 

to complete 

power transmission 
equipment 


A complete line from a single source 
... easier to sell... greater depend- 
ability ... enables you to give better 
and quicker service to your customer. 
Three reasons that add up to more 
profit for you. Medart's outstanding 
advertising campaign in leading trade 
journals means a greater Medart 
morket for you! 


All other Power 
Transmission 
Equipment 


Not just catalogs... but informative, help- 
ful power transmission equipment guides. 
Minimize complicated engineering com- 
putations... excellent for your reference 
files. Write for yours today! 


: EDART 





DISTRIBUTOR TRAINEES at Norton’s “School of Grinding” learn the demon 


stration features of a ten-inch grinding machine from Instructor J. Richard Leonard 


Norton Co. Opens 
“School of Grinding” 


The Norton Co. has a new and 
fully equipped grinding school, known 
as the “Norton School of Grinding”, 
which offers both theoretical and 
practical approaches to the uses of 
abrasives and the art of grinding. 

Staffed by its own men, who have 
been carefully selected for technical 
teaching and practical knowledge of 
grinding techniques, the school is 
designed to teach the practical applica- 
tion of grinding and allied abrasive 
processes to the company’s own sales 
trainees and plant supervisory person- 
nel; to its distributor salesmen; to 
customer personnel; and to instructors 
in grinding from engineering, trade, 
and vocational schools. 

Thirty pieces of grinding equipment 





are required for the school’s workshop. 
I'he department has six full-time pet 
sonnel who carry out the adminis 
trative and basic training functions. 
On occasion, Norton’s advanced sales 
trainees themselves conduct grinding 
demonstrations in the school for visit- 
ing groups. 


Michigan Abrasive Buys 
Michigan Tool Co. 


The former Michigan Tool Co. 
plant at Eight Mile Road and Groes- 
beck Highway in Detroit has been pur- 
chased by the Michigan Abrasive Co. 

The new plant was constructed in 
1942. It contains approximately 65,- 
000 sq. ft. of floor space and is located 
on ten acres of ground. The company 
will continue to occupy its present 
plant at 1111 Bellevue Ave., where it 
started business in 1942. 


NEW QUARTERS for Michigan Abrasive Co., a part of its expansion program, 
vere purchased from Michigan Tool Co. The firm continues to occupy its facilities 


at Bellevue Ave 
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Electric Saw 


VALUES 
Ever Offered 


NATIONALLY ADVERTISED 








Trade Papers 


814" MallSaw 


Model 87 


Weight 12 Lbs. 


For Right or ‘66 45 

Left Sawing es LIST 
Capacity 3” on straight cuts. Capacity with 
Bevel-Depth Shoe (Available at $7.50 List) 
11/16 to 3”—45-degree bevel cuts to 1”. 


10 available blades cut everything from 
wood to steel. 


6” MallSaw 


Has Power 
to Spare 
Weight 834 Lbs 


34 S.., 2” Capacity 


Capacity with Bevel-Depth Shoe (Available 
at $7.00 List) 5/16 to 1 31/32”—45-degree 
bevel cuts } to 1 11/32”. Available blades 
cut everything from wood to steel. Six other 
models with 2” to 44” capacities. 


Write at once for complete details of our 
deal for distributors and FREE 52-page 
booklet ‘Mall Tools’. 


32 Factory-Owned Service Stations from Coast 
to Coast provide quick, dependable repair serv- 
ice. Over 1000 Mall Tools for a million jobs. 
A Dealer in any town can supply you. 30 years 
experience manufacturing portable power tools 


MALL TOOL COMPANY 


7802 South Chicago Ave . Chicago 19, 


GREATER PROFITS 
CLIPPER 


Y WNationally Advertised 
S v Firm Resale Price Policy 
vV Highest Uniform Quality 


TeeAT LAGI S 








CAPITAL 


INDUSTRIAL 


BRUSHES and BROOMS 
There's always a need for GOOD 
Maintenance Equipment .. . 


Maintenance and cleaning represent 
quite an outlay to every plant manager. 
You can help to hold down this expense 
by selling CAPITAL Industrial Brushes 
and Brooms. They give exceptionally 
long wear which fact has been proven 
in actual test. Your prospects are every- 
where ... in fact wherever people gather 
—to work or play—there is a prospect. 
We urge users to buy through their local 
distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 


OOOO 
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Reduce luce: Fintshine Costs 


Here is a complete line of portable block sanders efficiently 


designed to cut your customer’s finishing costs. 


You can 


offer a selection of air or electric driven sanders with either 


straight-line or orbital action. 


You can furnish just the 


right machine to do sanding, buffing, and rubbing work 
quickly, efficiently, and effectively if you handle the 


National Line. 


See how you can fit into National’s 


selective distribution system. Write for details today. 


MODEL 400 
“Mity-Midget” 
Woodworkers, boatbuilders, 
machine tool plants, auto and 
airplane manufacturers are 
The 
Model 400 is an orbital action 


among the many users. 


sander which saves time and 
money because it is light 
weight... 


compact . . . vibra- 


tionless ... and powerful. 


MODEL 300 


A straight-line, reciprocating, 


two-pad sander for use on 
wood, metal, plastic, or stone. 
It has a built-in wet sanding 
outlet. A large sanding sur- 
face makes it exceedingly fast 
and efficient. Various pads are 
available for specific needs. 


MODEL 500 
Electric 
National’s powerful, orbital 


action electric sander oper- 


ates at a constant speed of 
5000 rpm with a permanently 
lubricated universal motor 
which will develop '4 hp. 


Write for details 


NATIONAL AIR SANDER, INC., 2822 Auburn St., Rockford, Ill, 
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ERRORS ARE CUT by direct read- 
ing of stock numbers from equipment 
tags, in the opinion of M. C. Sharpe, 
Jr., and R. B. Wilkinson, Columbia 
Supply Co., Columbia, S. C. 





Black & Decker Promotes 
Field Salesmen 


Several new promotions to the field 
sales force, as well as changes in its 
service organization, recently were 
made by The Black & Decker Mfg. 
Co., Towson, Md. 

Robert A. Brown, who had been 
service engineer at the Cincinnati fac- 
tory service station, has been pro 
moted to sales engineer in the Atlanta 
branch territory. George H. Thalman, 
Jr. will assume Mr. Brown’s duties at 
Cincinnati. 

Wm. F. Dunn, Jr., formerly service 
engineer at the New Orleans branch, 
has been promoted to sales engineer 
in that territory. Grady R. Funk, 
service engineer at Charlotte, has been 
transferred to fill Mr. Dunn’s former 
position. 

Robert Dawson has become a sales 
engineer under the supervision of 
W. L. Poynter, Kansas City branch 
manager. Mr. Dawson will live in 
Omaha, covering the Nebraska and 
western South Dakota region. 


Columbia Supply Purchases 
Matthews Morse Sales Co. 


Columbia Supply Co., Columbia, 
S. C., has purchased the controlling 
interest in Matthews Morse Sales Co. 
of Charlotte, N. C. on Mint Street and 
plans expansion of sales facilities. 

Sim Boyd, formerly with Yale & 
Towne Manufacturing Co., is manager 
of the new branch. Personnel of 
Matthews Morse was retained and the 
company now has four salesmen work- 
ing out of Charlotte. 

Columbia Supply will celebrate its 
Golden Anniversary in 1952 and 
special events are now being planned. 





STOCK CHECK by Charles Bollinger, 
Stulz-Sickles Co., representative in the 
Portland, Ore., area is done with co- 
operation of Bob Kinney, salesman at 
J. E. Haseltine & Co.’s Seattle branch 





Quaker Rubber Corp. 
Elects Officers 


J. R. Keach, general manager, was 
elected a director and vice-president of 
Quaker Rubber Corp., Philadelphia, 
Pa., division of H. K. Porter Co., Inc., 
at a recent meeting of the board of 
directors. 

Others elected include G. C. John- 
son, general sales manager, who was 
elected a director; F. A. Rehorst, secre- 
tary; and V. P. McNichol, assistant 
treasurer 


Frank Jones Retires 


After 48 years of service with the 
company, Frank L. Jones, secretary 
and assistant treasurer has retired from 
the Quaker Rubber Corp. A testimo 
nial dinner, honoring Mr. Jones, was 
given him on June 6th. 





BUSINESS CHAT between Frank W. 
Bell, left, and a caller puts his think- 
ing in perspective as manager of the 
industrial supplies division, Tarbell 
Watters Co., Springfield, Mass 


Cif METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: % to 5 tons. 


Industrial buyers and production executives listen when you talk 

CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 








Cf CYCLONE Ci COMET 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


Cif PULLER 


Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac 
ities: %, 1%, 3 and 6 tons. 


there is any question in your mind as to the efficiency and ., i. 
economy of your present materials handling methods then e 


CHISHOLM-MOORE 


HOIST CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES 


New York, Chicago and Cleveland . 
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Distributors Everywhere 


Mr. i. Stachle, Publisher 
Nanegetere and Maintenance 
» Sureet 
City, M- %. 


Dear *r- Staeble: 


the never ending task of winning and nolding customer accept- 
our products is Industria Markets Lincola ineering 
Company leans eore peavily 08 Factory “ana ment and Ma ntenance’ 
than on any other publication 


Years om, * selected “Pac * as & vast i nadustrial 

advertising schedule because © its broad ing wage of , 

the Manufacturt) Industries, its deep pe rot A tes! 
P- narec were, stron CHE 

le sales objective ~ . 

wributor Salesmen sake each 

conditioning customers and 





oun 

cation 

*Factory” De® done & splendid ze on all three counts, year is 
and year out. OF Industrial stributors wel unat Lincoln's 
consistant advertising ia *Pactory” 's proven invaluable -_- 
resulting 15 gore effective sales contracts, and sore orders- 


we are particular y impressed with the exceptionally nigh calibre 
of we editorial gontent alway? timely eo alert %° Industry'® 
problems which guarantees constant nigh readership: 

Needless to S47 we are convinced that *Pactory” 1% tne vest suited 
sedis we can select for our use in peach ing Industriel buying 
executives. 


Yours very wuly, 

LINCOLN ENGINE ING comPaNT 
ped Pe 
Baward P- Stuart 

General Sates Manager 


helping Distributor 











Salesmen... 








ndartizing Lubrication Weth 
wits Lincoln 
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EDWARD P. STUART 
GENERAL SALES MANAGER 


LINCOLN ENGINEERING COMPANY 


.. make each selling hour more effective” 


Are you getting REAL SALES HELP on the product lines you handle? ... 
sales help that is keyed to specific objectives? 


You are if you handle the products of the Lincoln Engineering Company. 
Edward P. Stuart, General Sales Manager of Lincoln outlines this triple sales 
objective for Lincoln advertising: “Straight product selling ... helping distrib- 
utor salesmen make each selling hour more effective by pre-conditioning 
customers and prospects . . . carrying on a continuous program to drive home 
the importance of Modern Standardized Lubrication Practices to industrial 
management.” 


And, says Mr. Stuart, “Lincoln leans more heavily on FACTORY than on 
any other publication.” Here’s why — “Industrial Distributors tell us that 
advertising in FACTORY has proven invaluable.” 


Be sure YOU get the real sales help that FACTORY gives on every product 
line . . . because more of your customers and prospects in manufacturing pay 
to read FACTORY than any other industrial magazine. 


. AROUSING INTEREST . CREATING PREFERENCE 


A McGRAW-HILL PUBLICATION 
330 WEST 42nd STREET, NEW YORK 18, N.Y. 


MEMBER, AUDIT BUREAU OF CIRCULATIONS * MEMBER, ASSOCIATED BUSINESS PUBLICATIONS 
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Anyway you figure it.... 


You get TWICE 
the VALUE with... 


Clark 0v0;5’Leverage 
STEAM TRAPS 


The amazing new Clark Duo-Step design actually doubles 
the drainage capacity of Clark Steam Traps. This means 
double value anyway you figure it. Now you can use smaller, 
less expensive traps for larger drainage jobs or get twice 
the drainage from traps you have been using. 

Sound good? It is! Better look into Clark Duo-Step today and 
start saving real money On your steam trap requirements. 


GET THE WHOLE AMAZING STORY... 
SEND FOR THE DUO-STEP FOLDER TODAY! 


THE CLARK MANUFACTURING COMPANY 
1844 East 38th St., Cleveland 14, Ohio 











WwitO 


makes precision ‘‘milled 
from the bar’’ screw machine products that 


FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectionable odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 


FOR INFORMATION 
WRITE 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 





\.Rubyfluid/ 








stand up under hard usage. . . and build up 
sales through customer demand. 


Write for folder illustrating and describing 


our famous line of .. . 


CAP SCREWS SET SCREWS COUPLING MILLED 
BOLTS 


- in all sizes and threads 


WHITNEY 
PUNCHES 


@ ALL WHITNEY Punches carry our 
guarantee for good construction and 
high quality product. The depth of 
throat on this No. 92 is 10°°—weight 
165 lbs.—capacity same as No. 91. A 
valuable accessory is a notching 
punch and die that will notch angles 
up to 1¥2 x 12 x 4” and cut a 90 
notch. Good returns on this necessary 
tool. Immediate attention to orders. 


Lever Type. 
<a Uses same 
punches, 
dies, and 
working 
parts as 
No. 91 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, III. 
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George T. Kearns 


Kennametal Inc. 
Enlarges Board 


Kennametal Inc. has enlarged _ its 
board of directors from three to five 
members by action taken at a special 
stockholders’ meeting held in the 
main offices at Latrobe, Pa. 

Che two new directors elected are: 
George T. Kearns, treasurer of the 
company since its incorporation in 
1943, and George G. Schuster, for 
many years manager of the statistical 
department of Kidder, Peabody & Co 
of New York City. 


George G. Schuster 


E. D. Maltby Represents 
Durkee-Atwood Co. 

The E. D. Maltby Co., Los Angeles, 
has been appointed master industrial 
distributor and factory representative 
for Durkee-Atwood V-belts in South 
ern California and Arizona. 

The Maltby Co. will handle both 
general duty and multiple V-belts. 














Protection is an important extra that 

pays off in the profit column. Peoria Mall- 
able Castings Company sells a complete line 
of every size of malleable iron chain — under 
a factory sales policy that guards your profits. Check 

your stocks . . . either order immediately or write for catalog. 





7 \ H CLASS DRIVE CHAIN 


DETACHABLE CHAIN 


400 CLASS 
PINTLE CHAIN 


700 CLASS 
PINTLE CHAIN 


~~ 


ROLLER TOP 
TRANSFER CHAIN 


ROOF-TOP ELEVATOR BUCKETS 
| TRANSFER 
\ CHAIN 


PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30° YEARS 
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PROMOTE THE LINE THAT SELLS ITSELF 


Today's buyers want (and deserve) good practical product advantages. In 
vises, only Desmond-Simplex offers all these features: 1—Greater capacity 
due to all-steel slide, lifetime guarantee. 2—Steel screw enclosed, fully pro- 
tected. 3—Stands heaviest blows: jaw inserts fit on shoulders. Screws take no 
shock, 4—Easier lubrication due to outside retainer. 5—Full 360° swivel base. 
6—Minimum backlash; longer, stronger vise nut lasts indefinitely. 7—One- 
piece non-pinching type handle. Push Desmond-Simplex—today’s best vise value 
. . +.» The Desmond-Stephan Mfg. Co., Urbana, Ohio. 


DESMOND-SIMPLEX VISES 


DISTRIBUTORS LIKE TO SELL 
KECKLEY 


FLOAT VALVES 











BECAUSE they know repeat orders and good profit will follow— 


BECAUSE they know Keckley Float 
Valves will give their customers many 
years of satisfactory service— 


BECAUSE it is easy to sell Keckley 
Float Valves—they have so many 
good strong talking points. 


BECAUSE they know they 
can get prompt shipments 
as Keckley carries complete 
stocks not only of Float 
Valves but Temperature 
Regulators, Pressure Regu- 
lators, Steam Traps, Water 
Gauges, Gauge Cocks ANGLE OR GLOBE 
Strainers, Safety and Relief No. 14—Single Seat—Pilot Stem 
Valves. No. 15—Balanced, Double Seats 
Write for 35th Anniversary Catalog No. 65 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET CHICAGO 6, ILLINOIS 
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TOUR OF DISPLAY brings together 
Stewart A. Webster and A. F. Robin- 
son, partners in Webster-Robinson 
Machinery & Supply Co., Tacoma, 
Wash. 





New Abrasive Grain 
Produced at Mid-West 


Quantity production of a new, more 
efficient abrasive grain for use in mak- 
ing grinding wheels and sandpapers 
now is under way at Mid-West Abras- 
ive Co.’s new abrasive grain plant in 
Owosso, Mich. The new grain, ac- 
cording to James T. Jackson, Mid- 
West president and general manager, 
has been tested in various plants 
throughout the country. 

The new grain plant measures 342 
ft. long by 72 ft. wide and contains 
more than 100,000 sq. ft. of floor 
space. It will supplement the com 
pany’s main factory on South Wash- 
ington Street, in which a major por 
tion of the firm’s grinding wheels and 
sandpapers are manufactured. 


American Association 
In New Quarters 


The new offices in Washington, 
D. C. of the American Supply & Ma 
chinery Manufacturers’ Association, 
Inc., is: 

509-511 Dupont Circle Building 
1346 Connecticut Ave., N. W. 
Washington, D. C. 





RECORD KEEPER on inventory at 
Page, Stecle and Flagg Co., New 
Haven, Conn., is Mrs. E. S. Crelin 





Kenneth Bassett 


Bassett Wins Sales Post 
At Dodge Mfg. Corp. 


Kenneth Bassett has been appointed 
supervisor of sales promotion of Dodge 
Mfg. Corp., Mishawaka, Ind. 

Mr. Bassett has been associated 
with Dodge for 23 years. He served 
with the United States Army for the 
entire duration of World War II. 


Technical Training Lack 
A Menace, Says Batt 


William L. Batt, president of SKF 
Industries and former WPB vice-chair- 
man believes the nation’s security is 
being endangered by a critical short- 
age of top-flight scientists, on the one 
hand, and trained workers of sub- 
professional grade on the other. 

“The nation needs, and industry is 
eager to hire, scientifically trained in- 
dividuals with a large fund of knowl- 
edge and men and women of sub-pro- 
fessional grade to serve as scientific 
and technical aides,” Mr. Batt said. 
“Surveys indicate a need in business 
and industry for three to five persons 
with practical training for every holder 
of a college degree.” 


Housing Backlog 
Insures High Building Rate 


Because of the unfilled demand for 
new housing, the U. S. Department of 
Commerce predicts, construction work 
will continue at a righ rate for some 
time ahead. 

The department reports that two- 
thirds of the estimated need for new 
homes and apartments, as of the year 
1945, now has been met. A backlog, 
however, of 14 to 24 million units has 
piled up in the interim—suggesting 
that for the next three vears or more 
the building rate probably will con 
tinue at current levels—about 875,000 
units erected annually. 





, 
INDUSTRIAL 


Safety Appa rel 





The Industrial line includes protective ~ 
parel for practically every need. It’s a “LIVE” 
all-seasons line because workers must have 
protection from various hazards and there is, 
therefore, a continuous demand for Industrial 
Safety Apparel. 


You have management on your side—you 
have highest quality in your favor—you have; 
a huge market all about you—that is a set-up 
which will produce very good profit. 


Each Industrial article was designed only 
after careful study was made of its protective 
requirements. Our more than 39 years ex- 
perience is worth a lot to you now. 


@ Welders’ Coats and Pants, also Leg- 


gings, Spats, Shinguards, Aprons, 
Gloves, Mitts, and Asbestos Clothing. 


@ Leather Reinforced 
Asbestos Gloves. (Also 
made in plain asbestos.) 


Bundler’s Hand Guard. Protection § 


for tying and bundling operations. QQ). ai s 


-—---------------- 


@ Woven-Gards, new hand protectors for 
handling hot, rough, slippery articles. 
Hand spats. Open-end mitts. Closed-end 
mitts. Arm guards. Flat hand guards. 
Combination mitt and arm guard. Finger 
tubes. Gloves. 


| INDUSTRIAL FINGER GUARDS 


: @ FINGER GUARDS are lead off items that 

get quick attention from management 

| and open the way for introducing the 

complete Industrial’s line. We call your 

| attention to our Industrial’s Supergards 

| that come in 3 sizes and in 3 leathers. 

The leather extends at least two thirds 

| of the way around the finger, keeping 

| the seams out of the way. 
| 
| 
| 
| 
| 
| 


Industrial- 


GLOVES COMPANY 
1657 Garfield Street, Danville, IMinois 
(in Canada: Safety Supply Co., Terente) 
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Victor Saw Works, Inc. 
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Vincent Steel Process Company.. 118 
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Walker-Turner Div., Kearney & 
Trecker Corp. .... eer 
Weinberg & McKee, Inc. . 
Wells Manufacturing Corp. 
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Wyeth-Scott Company 


Y 


Yarnall-Waring Company 








DEMING MAKES 
PUMP SELLING 
tf 


HERE’S HOW 


The 4-day course of the Deming 
Pump School for Distributors’ 
Salesmen helps make pump sell- 
ing easier. 


"SALES TOOLS!” 


Upon completion of the course 
of instruction at the Deming Pump 
School, the Distributor’s Sales- 
man is given a reference binder 
containing the facts he has learned 
at the school. That reference 
binder helps make pump selling 
easier. 

In addition, a “storehouse” of 
practical information on every 
type of Deming Pump is covered 
in a series of Bulletins which help 
make pump selling easier. 

Close co-operation of Deming 
field representatives with Distrib- 
utors and their salesmen is 
another big factor in making 
pump selling easier. 

Deming's policy of selling ex- 
clusively through selected Distrib- 
utors is backed up by every prac- 
tical method to help make pump 
selling easier, 


THE DEMING COMPANY 
511 BROADWAY © SALEM, OHIO 
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THE SEPTEMBER 1944 1ssuE of INDUus- 
TRIAL DisTRIBUTION carried a feature 
article entitled “Guide to the Post 
War Market.” 

Six pages were devoted to material 
that offered a formula for measuring 
the future level of our national econ- 
omy. The remaining eighteen pages 
applied the formula to the business of 
industrial distributors. It offered differ- 
ent suggestions as to how distributors 
could organize their thinking and their 
operations for the years ahead. It 
should be pointed out that the article 
offered a pattern that was equally valu- 
able to manufacturers in planning for 
the post war era. Like some other basic 
contributions to sales and operating 
planning that have been pioneered by 
INpuSTRIAL DustripuTION, this _his- 
toric effort was applauded and talked 
about as a monumental achievement, 
and then set aside as a “Let George 
do it” thought. 

After all, using the suggestion meant 
work and it meant probing the future 
—neither being generally popular. Hu- 
man nature being what it is, anything 
of this sort becomes really popular 
only when enough other people have 
taken the plunge and certified the 
values that would come from such 
hard work. 

But there is an interesting finale to 
this article. The formula presented 
predicted quite accurately the level of 
our economy for 1949. How accurate- 
ly? Within 2.5% of the actual “gross 
national product” for 1949. And how 
about the dollar volume of distributors’ 
sales? We blush at the extent of our 
miscalculation, which was nearly 2% 
off the mark. 


It is true that some parts of this 
1944 contribution to sales thinking 
and planning took hold in the industry 
some three years later. As a matter of 
fact, some parts of it became a popular 
campaign of new thought —‘‘a project 
for the industry” — in 1948. 

We are still campaigning for long 
range planning by distributors. We 
sincerely believe in such planning, not 
only by distributors, but by all busi- 
ness, but we are willing to settle with 
the industry that we serve. 

Starting with the October 1950 is- 
sue, we will carry a series of articles 
on “Planning for the Decade Ahead.” 
[his time, however, we will not present 
the plan in a bushel basket, but will 
deliver the medicine in smaller doses 
over a period of several months 


You will not want to miss it! 


A. M. MORRIS 
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FLEXO-FLUTE SPIN DRILL 


eee) 


LAG SCREW EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 


A.C. E. MACHINE BOLT EXPANSION SHIELD 
ane 
Spake s 


O-E MACHINE BOLT EXPANSION SHIELD 


MACHINE SCREW EXPANSION ANCHORS 


cama 


STUD BOLT ANCHOR 


MAL-LEAD BOLT ANCHORS 


LEAD SCREW ANCHORS 


— 


WING TYPE TOGGLE BOLT 


SPRING HEAD STEEL TOGGLE BOLTS 


ARRO STAR DRILL 


LITTLE MAJOR TURNBUCKLES 


— SEE YOUR JOBBER — 


ARRO EXPANSION BOIT CO. 


MARION, OHIO 
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STARRETT PORTABLE DIAL HAND 
GAGES — No. 1015-A and 1015-8 
a" and 1” thickness capacities; 24” 
throat. Available with direct reading or 
balanced dial indicators. Also with special 
sizes and shapes of anvils. 
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“LAST WORD" TEST INDICATOR 
No. 711-8 

With universal friction holder and universal 
shank for infinite adaptability. Also fea- 
tures reversible action and hard chrome 
plated contact point with ratchet joint. 
Graduated .001”, reading 0-15-0, 
range .030”, 





STARRETT UNIVERSAL DIAL 


BENCH GAGE No. 652 No. 653 


STARRETT DIAL COMPARATOR 


STARRETT DIAL DEPTH GAGES 


No. 644 with flat base ond 11 extra rods; 
capacity 0-3 inches; indicator gradvoted 





With sliding table and fine adjustment. 
Vertical capacity 1%". Throat depth 1%"’. 


Indicator gradvated .0005”, 
0-25-0, range .125”. 


reading 





With fine vertical adjustment. Base platen 
9” x 9%". Vertical capacity 9%". Throat 
depth 5”. Indicator graduated .001”, 
reading 0-50-0, range .250’’. 


.001"', reading 0-100, range .250’. No. 
643 with knife-edge base and push-down 
needle point, indicator graduated .0005”, 
reading 0-25-0, range .125”, 











STARRETT SHOCK ABSORBING ANVIL 
(Contact Point) No. 28 Patent Pending 
Make all your indicators shockless at low cost. New shock ab- 
sorbing point with internal spring effectively cushions impact. 
Standard No. 4-48 thread fits all A.G.D. indicators. 


FOR MORE SALES LEADS 
Starrett New Tocls Booklet describes over 60 essen- 
tial and widely applicable Starrett Tools. Make sure 
all your customers have a copy. 


STOCK AND SELL THE COMPLETE LINE 


THE L. S. STARRETT CO. . World’s Greatest Toolmakers . 


U.S.A. 


ATHOL, MASSACHUSETTS - 





@ The uniformly high quality of AMERICAN 
WELDED AND WELDLESS CHAIN is reflected in all 
AMERICAN CHAIN products. Shown here are 

a few of the many items that American Chain 
distributors can offer their customers. 

There is also a full line of ACCO Registered 
Sling Chains and other factory-made assemblies. 


Sell AMERICAN—the complete line of chain 
and chain products. 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Fi i Brid , Conn. 


wer 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 





In Business for Your Safety 





